feck Maker's Share... 


New-Car Sales, First Quarter, 1958-57 


March vs. February, 1958 


Pet. Pt. 
Change 


Pet. of Pet. of 
Feb. 
27.24 27.68 
. 21.60 21.53 
8.11 
743 
6.40 
5.56 
2.91 
2.72 
2.93 
2.94 
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Pet. of 
Regis., 
First 
Qtr., "57 
23.05 
24.72 
9.99 
7.00 
7.70 
5.67 


Pet. of 
Regis., 
First 
Qtr., "58 
27.37 
21.33 
8.39 
744 
6.56 
5.52 
2.98 
2.68 
2.92 
297 
148 
1.22 
1.07 
37 
77 
Al 
-20 
-08 


49.31 
26.15 
14.47 
2.88 
95 
5.74 


Pet, Pt. 
Change, 
"68 vs. ’57 
+4.32 
— 3.39 
—1.60 
+ 4 
—1.14 





1.72 
1.15 
2.27 


figures for First Quarter, 1957, include Nash and Hudson. 
7, include Continental. 


Rambler, Import Sales 
Cut Big Three Share 


: By Robert M. Lienert 
Associate Editor 

OWING sales of Rambler and 
' imported cars have sliced the 
Three’s market share to a five- 
low, according to an analysis 
i first-quarter registration figures. 
The Big Three accounted for 
ly” 9043 percent of new-car 
in the first quarter. 


was the smallest quarterly | 


for the Big Three since 
second quarter of 1953, when 


ar Output Stays 
Near 80,000 Mark 


38% Off °57 Pace; 
Truck Rate Rises 


By Martin L. Whitmyer 
Staff Writer 


ee declines in assemblies 
at Chrysler Corp. and Ford 
or Co. dropped U. S. car output 
ts 77,103 units last week. 
+ Last week’s car assemblies rep- 
60.6 percent of Automo- 
News’ three-year index, as 
with the 61.6 percent 
on the previous week’s 
of 78,441 cars. Last week’s 
also was 38.8 percent be- 
the corresponding week a 
Year ago, when the manufactur- 
turned out 125,924 cars. 
u manufacturers, however, 
tinued to show gains as eom- 
cial-car output climbed to an 
ated 18,583 units last week 
the 17,717 trucks assembled 
previous five workdays. Last 
‘s truck assemblies, however, 
19.7 percent off the corre- 
ding week of 1957. 
. af ok 


CANADA the situation was 
* similar to that in the U. S.—car 
Sutput was down from 8,280 units 
‘Me previous week to an estimated 
' assemblies last week, while 
output climbed: from 1,245 to 
units over the same period. 
@ combined car and truck 
a Canadian operations pro- 
©) ‘Continued on Page 45, Col. 3) 
b a 
is 


a 


mero) 


| downhill since then—to 93.91 per- 


|in the fourth quarter. 





their combined penetration 
totalled 88.95 percent. 

That quarter of 1953 was also 
the last time that the Big Three 
claimed less than 90 percent of the 
market. 

A year ago in the first quarter, | 
the Big Three’s penetration was 
94.86 percent. It has been sliding | 


cent in the second quarter of 1957, | 
93.06 in the third quarter and 92.40 





* .. «& | 

EGISTRATIONS of all makes! 
amounted to 1,116,013 in the 

January-March period, for the) 


| smallest first-quarter total since) 


1952, when the count was 919,715. 
A year ago, registrations numbered 
1,448,899 in the first three months. | 

In comparing the 1958 quarter 
with a year ago, the only cor- | 
porate gainers in penetration 
were General Motors and Ameri- 
can Motors. GM rose 3.36 per- | 
centage points, from 45.95 per- 
cent in the 1957 period to 49.81 
percent this year. 

AMC was up 1.16 points, from 
1.72 percent a year ago to 2.88 per- 
cent this year. This was the high- 
est penetration achieved in the 
history of American Motors. 

Miscellaneous makes also ad- 
vanced sharply, accounting for 5.74 
percent of first-quarter registra- 
tions, more than double their pene- 

(Continued on Page 4, Col. 3) 


Cutbacks Trim 


By Maynard M. Gordon 
News Editor 
EALER inventories of new 
U. S.-made cars were reduced 
fos: the second straight month in 
April, despite continued softness 
in retail demand. 

Sharp production cutbacks by 
nearly all producers helped trim 
the national stockpile to an esti- 
mated 777,445 units as of May ‘1. 
That was 7 percent below the 833,- 
201 new models inventoried a 
month before. 

The new-car inventories repre- 
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Assailed by Romney as 
Seat of Factory Distrust 


Sa N, C.—A surprise | as a student of associations such as 
charge that NADA was unwit-| NADA as an auto executive. He is 
tingly. trying to become a “dealer|a former managing director of the 
union” was made here by George| Automobile Manufacturers Assn. 
Romney, president of American|and is the group’s current presi- 
Motors, at the annual convention | dent, 
of the North Car- 
olina Automobile 
Dealers Assn. 
Romney spoke 
extempo- 
raneously shortly 
after NADA Pres- 
ident Dean Chaf- 
fin assailed facto- 
ries in his con- 
vention address. 
Romney said 
groups like 
NADA have no 
business dealing with problems in 
competitive areas and also should 
not be seeking Federal legislation | 
to control the auto industry and 
undermine competition. 

The AMC chief stressed that he 
was not attacking Frederick J. Bell, 
NADA executive vice-president. He | 
said Bell was doing his job in| 
carrying out the orders of his| 
organization. 


> * > 


E COMPARED NADA to the 
National Assn. of Manufactur- 


The Story Behind 
Industry Distrust 


What’s the story behind -dis- 
trust between auto makers and 
NADA? For years auto makers 
have remained silent, but last 
week the outspoken George 
Romney, president of AMA as 
well as American Motors, took 
the wraps off. Automotive News 
is carrying in this issue the text 
of his remarks on dealer-factory 
relations in the belief that it is 
a vital auto industry document. 





ers. He said he was once asked to 
manage NAM. When he learned 
that the association was expected 
to support programs that individ- 
ual members would not support 
publicly, he said he turned down 
the offer. 

In fact, he added, AMC is not a 
member of the NAM due to its 
methods. 

In the past, Romney has been 
described as a friend of NADA. At 
the January convention of the as- 
sociation, Bell commented, “Thank 


(Continued on Page 41, Col. 1) 
. . * 


Text of Romney Remarks 
On Dealer-Factory Issue 


HERE is the text of the portion 
George Romney's speech be- 
fore the North Carolina Automo- 
bile Dealers Assn. which deals with 
relations between factories, dealers 
and NADA: 

Now Mr. Chaffin said this morn- 
ing that NADA is responsible, as I 
understand it, to help dealers make 
a profit. Well, I don’t agree. I don’t 
think that’s NADA’s principal re- 

(Continued on Page 44, Col; 1) 





Manufacturers do object to the 
use of NADA to push measures 
that dealers who back these 
measures are not willing to sup- 
port themselves in negotiations 
with their factories, Romney said. 

He said NADA was being used as 
a “cat’s-paw” by the dealers who 
do not dare become publicly associ- | 
ated with such proposals. 

Romney was speaking as much 


By William Uliman 


Washington Bureau Chief 


| WASHINGTON.—The three-man 
Senate auto. marketing prac- 


tices subcommittee last week unan-| 


New-Car Stocks 


In Field and in Tran:i#, 
Total for industry 


bill. 


Oklahoma Democrat, said he ex- 
pected the measure’ to receive 
consideration by the full Inter- 
state and Foreign Commerce 
committee at an.early date. 

The bill, as rewritten by the 


833,201 


Current Previous 1957 


Month Month Month 


Current Records 
High (903,789) - March 1, 1956 
Low (157,607) - - - Now. 1, 1954 
© 1958, by Automotive News 


TT7A4S 
737,205 


|were trucks, buses and trailers. 


Importers of new cars are desig- 
|nated as “manufacturers” and are 
required to comply. 


bill would take effect. Under 
| the new language it would become 
| operative Oct. 1 or on the first day 
of introduction of any new model 


. © 


°58 Stocks Again 


sented a 59-day supply, against | of a western dealer who dismissed 
a 62-day total on Apr. 1. the 58 model year with these 
The April decline of 55,756 new) blunt words: 

cars in the stockpile followed a “Sales will have to be dug out 

32,365-unit decrease in March. On| with low gross. Don’t expect en- 

March 1 the tabulation by Automo-| thusiasm for remainder of °58 

TIve News was at the 1958 high of| run to be exciting or high. Cus- 

865,566. tomers just so-so on want to 

* * * | buy.” 
7yeouGn current stocks were| While dealers lacked enthusiasm 
more than 125,000 cars below/| over sales, there was at least one 

the alltime peak levels reached| ray of promise—the growing pros- 

two years ago, the squeeze on/ pect of the easiest cleanup since 

dealers seemed to be the tightest | 1955. 

of the postwar era. Dealers in every area, aware that 
Typical of comments was that (Continued on Page 4, Col, 1) 


subcommittee before being reported | 
| out, applies only to new passenger 
| cars and station wagons. Exempted | 


| ALSO changed was the date the| 


imously approved a redrafted and | 
somewhat softened price disclosure | 


Chairman A. S. Mike Monroney, | 


| 





Price-Tag Bill Redrafted; 
Early Action Expected 


car in any line, whichever date 
occurs LAST. 

Previously, the legislation was 
written to take effect six months 
after enactment. 

New provisions permit the dis- 
closure label to be affixed to the 
side window as well as wind- 
shield, require the sticker to in- 
clude the name of the city or 
town at which the car is de- 
livered to the dealer; require 
listing of the method by which 
the car is transported to the 
dealer only if the vehicle is 
driven or towed from its final 
assembly point, and permit re- 
labeling of a car in event the 

(Continued on Page 42, Col. 3) 


Top Cars 


New-car registrations for three 
months: 
1958 
Pos. 
]— 


1957 
Pos. 


333,940— 2 
358,196— 1 
144,721— 3 
101,512— 5 
111,624— 4 
82,164— 6 
67,600— 7 
62,383— 8 
36,618— 9 
22,754—12 
28,467—10 
28,417—11 


15,042—13 
10,455—14 
8,407—15 
2,168—16 
830 Packard 1,676—17 
64,107 Misc, 32,818 
Total All Makes 
1,116,013 1,448,962 
Further details on Page 40. 


Make 
Chev 
Ford 
Plym 
Olds 
Buick 
Pontiac 
Mercury 


305,452 
238,092 
93,686 
83,005 
73,197 
$1,590 
33,269 
35,094 
32,584 
29,929 
16,543 
13,604 
11,903 
9,738 
8,534 
4,608 
2,248 


DeSoto 
Edsel 
Stude 
Lincoln 
Imperial 
Met 
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March Sales of 26,200 Smash Record .. . 





One Buyer in 16 Goes for Import 


MPORTED autos soared to a 
record high in their share of 
new-car sales during March, ac- 
counting for 6.56 percent of the 
total market. In other words, one 
buyer out of 16 during the month 
preferred an imported car. 

Of the 400,501 registrations in 
March, 26,277 were imports, the 
highest monthly total ever re- 
corded for foreign cars, 

A year ago in March, the import 
total was 14,990 out of a total of 
572,917 registrations, for a penetra- 
tion of 2.62 percent. 

- * * 


ya sales alone, by number- 
ing 26,277, were nearly as 
great as those for the entire year 
of 1953, when 28,961 imports were 
sold in the U. S. 

For the first quarter, imports 
totalled 65,645, accounting for 5.88 
percent of the overall market. 
A year ago, 34,069 were sold in 
the first three months, for a pen- 
etration of 2.35 percent. 

Except for 1956 and 1957, more 
import cars were sold in the first 

three months of this year than in 
any other full year in history. 

Import autos also showed defi- 





Sales Score 
For Imports 


All states for March: 
1958 


Pos. Make = 
1— 7,587 Volkswagen 6,095—1 
2— 2,981 Renault 1,068—3 
3— 2,286 English Ford 985—5 
4— 1,300 Hillman * 
5— 1,126 Simca s 
s MG 1,154—2 
s Metropolitan 1,011—4 

11,047 All Others 4,677 

Total All Makes 
14,990 


26,277 
* Not in Top Five 


‘Bushing’ Traps 
Bring Warning 


MILWAUKEE.—Changes on 
order blanks or discrepancies be- 
tween the order and the invoice are 
being used as evidences of “bush- 
ing,” the Milwaukee County Auto- 
mobile Dealers Assn. has warned. 

“Protect yourself by destroying 
each order and write a new one 
every time a change is made,” the 
association advised dealers. “Don’t 
allow any changed order to remain 
in the customer’s hands, one that 
shows any variation between it and 
the invoice.” 
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Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
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May7 Apr. 30 1958 Range 


AMC....... 12% 11% 12%- 8 
Chrysler... 46% 45 57%-44 
Ford....... 40% 39% 41%-37% 
GM........ 38% 37% 38%-33% 


Business Barometer 


Automotive News Economic Index — 


104.2 Percent of Last Week 
87.1 Percent of Like Week Last Year 


78 A41 133.7 65.4 
17,717 109.3 747 
1,116,013 77.0 
156,954 cone 81.0 
1,289,000 101.5 58.1 
226,463,000 99.0 89.6 
246,385 104.3 90.5 
6,810,000 96.6 68.3 
43,828,000 100.0 90.3 
11,251,000,000 100.4 99.7 
332,835 100.2 83.8 

136 108.8 103.8 


Commercial and Industria! Loans $29,713,000,000 95.8 
Savings Deposits .............- $27,294,000,000 100.4 117.9 
Used-Car Prices—aAverage.......- $955 98.6 105.5 


* Kaiser Industries, parent firm of Willys Motors. 
(May 12, 1958) 


nite signs of an early spring boom 
in March, by increasing 30.89 per- 
cent over the previous month’s 
total. Domestic units, meanwhile, 
advanced 19.37 percent, 

+ * * 


P seller in March was Volks-|™onth was July, 


wagen, with a record number 
of 7,537 registrations. Best previous 
month in history for the German 
import was 6,603 last December. 

Volkswagen alone claimed 1.88 
percent of the overall market in 
March. For.the full year of 1957, 
VW’s penetration was only 1.07 
percent. 

Compared with U. S. cars, 
Volkswagen ranked llth in 
March registrations. It outsold 
such makes as Chrysler and De- 
Soto by a wide margin and more 
than doubled the total for Edsel, 


Ford, GM Bare 
Profit Per Unit 
For Last 4 Years 


WASHINGTON.—Average profit 
per new vehicle earned by Ford 
Motor Co. and General Motors for 
the last four years was revealed 
last week by the Senate antitrust 
and monopoly subcommittee. 

The figures represented domestic 
sales for Ford and domestic and 
foreign sales for GM, 

Ford said its average profit per 
unit after taxes was $88 in 1954, 
$143 in 1955, $85 in 1956 and $84 
in 1957. 

GM reported after-tax profit of 
$153.52 in 1954, $209 in 1955, $162.40 
in 1956 and $150.06 in 1957. 

Executives of the two firms 
agreed last January to submit the 
figures after testifying at the sub- 
committee’s inquiry into auto- 
pricing practices. 

According to NADA figures, the 
average new-car dealer’s profit per 
new unit retailed before taxes was 
$29 in 1954, $80 in 1955, $39 in 1956 
and $35 in 1957. 


Thunderbird Pushes 
Lincoln in Sales 


DETROIT.S ales success of 
the Ford Thunderbird is pushing 
the four-passenger luxury car 
hard on the heels of Lincoln, 
with which it shares manufactur- 
ing facilities. 

After a slow start in the first 
two months of the year, Thunder- 
bird sold 2,631 units in March, 
while Lincoln registered 2,917. 














Percent of 
Percent of Like Week 
Last Week Last Year 





321.9 92.4 





esos 105.3 
99.7 





102.1 113.1 





Stocks May7 Apr. 30 1968 Range 
Ra ccls ae 32%, 31% 32%-27 

Kaiser*. % 9 10%- 7% 
Mack....... 25Ve 24% 26%-21% 
rs wikcs 4Ve 4% 4%- 2% 
White...... 46 444%, 46 -40% 



































Studebaker or Lincoln, Imperial 
and Packard were even further 
behind. 

Renault, the No. 2 import, also 
set a record in March with 2,981 


registrations. Its best previous 
1957, when it 
counted 2,975. Renault outsold 


three U. S. makes—Lincoln, Im- 
perial and Packard. 

English Ford outsold Imperial 
and Packard during the month, | 
and Packard also trailed Hill- 
man and Simca, the other two 
makes in the Top Five imports. 








ca 
Foreign-Car 
° ° 
Registrations 
All states for three months: 
1958 1957 
Pos. Make Pos. 
1—18,592 Volkswagen 14,645—1 
2— 7,438 Renault 1,952—5 
3— 5,442 English Ford ne 
4— 3,219 Hillman 
5— 2,882 Simca * 
* MG 2,716—2 
* Metropolitan 2,168—3 
28,072 All Others 10,489 
Total All Makes 
65,645 34,069 


* Not in Top Five 





New Incentive Programs 
Are Set Up by Makers 


By John K, Teahen Jr. 
Staff Writer 
ETROIT.—New and used cars 
and new and used trucks all) 
figure in an intricate bonus-and-| 
rebate program that has been! 
worked out for Ford dealers. The 
two-month contest closes June 30. 

Payments can reach $105 for 
cars and $115 for trucks. There 
will be merchandise prizes for 
salesmen at the end of May, and 

one salesman will receive a 
$10,000 award in a national draw- 

ing. 

Elsewhere, Chevrolet dealers and 
salesmen are competing for mer- 
chandise and vacation trips which 
include jaunts to such spots as 
Europe, South America and Hawaii, 
and Dodge is rebating $75 to $115 
on new cars built and shipped to 
dealers before Jan. 1. 

> > > 

ie THE Ford contest, dealerships 

are assigned a quota which is 
called “par.” There is a rebate of 
$25 per car for sales between 61 
and 100 percent of par and $50 for 
sales over 100 percent. 

Dealers may elect to shoot for 
targets above or below the assigned 
par. Should a retailer decide that 
80 percent of par is a more realistic 
figure for his operation, his rebates 
would fall to $10 and $20 instead 
of $25 and $50. 

If he should choose to boost his 
goal to 120 percent of par, his 





$50. 

Should a dealer select and hit the 
120 percent objective, he receives a 
special bonus of $35 per car for 
each sale over par. This is in 
addition to the rebate and can 
boost the total payment to $105 per 
unit if he exceeds his new target. 


HE new-truck contest does not 

have the over-par or under-par 
feature. Dealers get $35 for sales 
between 61 and 100 percent of 
quota, $65 for each of the first two 
units over 100 percent and $80 for 
each additional unit. 


There’s also a flat bonus of $35 
for each Series 600 or Series 700 
truck sold with a 272-cubic-inch 
engine. These are mostly “dusty” 
units since these series now are 
equipped with a 292-cubic-inch 
power plant. 

On used stock, dealers receive 
$15 for each unit by which they 
have reduced their inventories dur- 
ing the contest, with one im- 
portant stipulation: 

To be paid for his used-car 

reduction, the dealer must 
achieve his new-car par. The 
same holds true for trucks. 

For each new-car or new-truck 
sale, the salesman gets a ticket on 
a prize drawing which will be held 
at the end of May. A merchandise 
prize will be awarded for each 
ticket in the hopper. 

After the drawing, the tickets 
will be returned to the hat and a 
single ticket will be drawn at the 
district level. The winning tickets 
then go to regional and national 
drawings with a prize of $10,000 to 
the winner of this elimination 
event. 

* * * 
participating in the 
Ford contest must agree to set 
up incentive plans for salesmen in 
their own dealerships. They also 
must pay an entry fee which will 
be used to help defray the cost of 
merchandise prizes and the district 





parties at which they will be 
awarded. 

The Chevrolet contest involves 
no cash. Some of the vacation 
trips are for periods of 24 days, 
and all are for two persons. The 
two-month contest ends June 30. 

Dodge's rebates are $75 on Coro- 
| nets, $90 on Royals and $115 on 
| Custom Royals and station wagons 
built and shipped to dealers before 
Jan. 1. The program is similar to 


| those in force at Plymouth, DeSoto 


and Chrysler divisions and closes 
May 31. 

Dodge salesmen also receive 
merchandise points for each sale 
of a new unit and $35 for deals on 
which the tradein is a make not 
manufactured by Chrysler Corp. 


Mich. Salesmen 
Rap Ad Claiming 


$100 Commission 


DETROIT.—The Michigan Auto- 
mobile Salesmen Assn. con- 
demned as “unethical and mislead- 
ing” advertising by J. E. Grissom 
Plymouth which indicates that auto 
salesmen receive $100 commission 
per deal. 

An ad oes in the Detroit 
Free Press sai 

“Save that 160 commission paid 
to salesmen. Buy direct from the 
dealer; four salaried writeup men 
to take your order; something new 
in the business to save time and 
money.” 

Said Vaughn Emblin, association 
president: 

“We realize the need for some- 
thing new in advertising, but we 
do not appreciate misleading the 
public that auto salesmen make 
$100 a deal and that auto salesmen 
should be avoided as they are only 
@ necessary evil. 

“The fact is auto salesmen are 
very necessary so that the buying 
public can be properly acquainted 
with the automobile they are buy- 
ing and properly serviced after the 
automobile has been purchased.” 

Emblin said the association has 
asked Plymouth, the Better Busi- 
ness Bureau and the three Detroit 
daily newspapers “to help eliminate 
this type of false advertising.” 











"Dump the Slump’'— 


Evidence of the expected Spring upturn in automobile sales was appcrent 
Detroit as 146 northern New York Dodge dealers proclaimed they are out to “ 
the slump.” The New York dealers gathered at the Dodge Main plant for a 
driveaway of new cars to dealerships in Rochester, Syracuse, Utica and other ci 
as far east as Albany and as far south as Elmira. 





Makers Report 


Increasing Sales 


AMC Says Purchases 
Of ‘Mets’ Up 66% 


DETROIT. — Increasing sale 
were reported last week by ay 
manufacturers. Their reports fo, 
low: 


Metropolitan 


American Motors Corp, saig 
sales of the imported Metropolitay 
during the second 10-day period of 
April were up 66.5 percent over the 
corresponding period of 1957. 

J: W. Watson, Metropolitan sale 
manager, said 373 Metropolitan; 
were sold during the period, com. 
pared with 224 a year earlier. Tota) 
sales from October through Apr. » 
were 5,727, an increase of 15.4 per. 
cent over the like period a yea, 
ago, he said. 


S-P of Canada 


Bucking the trend in automobile 
sales on this continent, Studebaker. 
Packard of Canada car registra. 
tions for the first three months ¢ 
1958 showed a 2.4 percent increas 
over the same period last year. 


Gordon E. Grundy, president, ss 
the backlog of orders on hand ha 
made it necessary to increase pro 
duction 50 percent. 


Rambler 


Rambler sales in April were the 
highest in history, according to 
Roy D. Chapin jr, American 
Motors automotive executive vice 
president. He said sales reached 
15,418 units to top the previous 
record of 14,139 set in March. The 
April, 1957, sales total was 8,074. 


Chapin said Rambler output was 
being boosted to 750 units per day, 
the third increase in as many 
weeks. A six-day work week was 
scheduled. 


Freed Appointed 
Fiat Distributor 


NEW YORK.—Charles C. Freed, 
a former president of NADA, has 
been appointed Fiat distributor for 
Utah, Eastern Idaho, Western Wy- 
oming and Western Colorado. 

Freed heads Freed Motor Co, 
(DeSoto-Plymouth), Salt Lake City. 

Fiat said the appointment com- 
pletes a sales and service organi- 
zation west of the Continent 
Divide. 





First Taunus Models 
Arrive in New York 


NEW YORK.—The first ship- 
ment of the German-made 
Taunus 17-M passenger cars 
— imported by the M-E-L di- 

arrived here last week 
ae the Swedish motor ship 
Fioria. 

The shipment consisted of 50 
cars. Another shipment alse 
arrived here last week and & 
third is slated to reach New 
York this week. The cars will g° 
on sale later this month. 
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AS the day of the so-called wild 

Hi Gieei-and-deat operator quietly 
into limbo? 

We've heard nothing officially on 

this. But from here and there come 

reports that the factory has bought 


Sales ence was a thorn in the side of 
his brother dealers. 


com- Or we hear that a big chain 

Total operation, once noted for its fast 

T. 25 <huffle, has issued orders that 

per. icks are out. From now on, 

yeat® the orders say, the “honest sell” 
is the word. 

And then, too, we get a lament 
obile | now and then from a volume dealer 
aker. § who resents the factory curbing 
stra. § “the dealer’s initiative.” 
hs of In the view of the volume deal- 
reas § ers, with the factory curtailing | 
. them, there is no one around to 

r up business. 

i So what’s with the wheelers in| 
| has your neighborhood ? 
Pree and with the wild lads being| 
tamed, what is messing up the 
business now? 
+ » = 
+ Import Views 
can Gc a couple of interesting view- 
vice- points on foreign cars last 
ched§ week. By and large, many dealers | 
vious§ in American cars have found the 
The import cars a good thing. 
74. Some dealers have found in the 
= = a badly needed source of 
pro 
day} Then, too, with the number 
ar of American auto makers so lim- 


ited, the import cars offer Ameri- 
can dealers greater scope in busi- 
ness opportunity. 
l Certainly the public comes out 

ahead, for the imports give pur- 
chasers a variety of automotive of- 
ferings. 

> 

Critical V oices 








‘reed, 
a UT there have been critical 
Wy- voices among the dealers. For 

instance, Jim Morgan, of Westfield, 
Oo Mass, calls the foreign car “the 
City new cure-all” among dealers. 
ou “Some of us,” he says, “fight for 
gani- 
etAuto Salesmen 

In i i 
—t In California 

. o 

Being Licensed 
hip- LOS ANGELES.—The Automobile 
ade § Dealers Service Bureau is finger- 
cars § Printing and registering vehicle 
, di- § salesmen under a licensing law 
yveek § Passed in 1957. The deadline is 
ship § July 1. 

The Vehicle Salesman’s License 

f 50— Law requires that all salesmen or 
also® potential salesmen working in 
d a§ California be licensed and that they 
New § Work for a licensed dealership. 
ll go The license is renewable annually 






at a fee of $10 and may be sus- 
pended, revoked or not issued if: 

1. False information is given. 

2. The applicant is not of good 
moral character. 

3. The applicant has outstanding 
or unpaid final court judgments 
in connection with his activity as 
a&vehicle salesman. 
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Dealer Forum 


by Robert M. Finlay 


out this or that volume dealer who | 





|the honor of peddling.the foreign 
|products and send millions of 
| American dollars out of the coun- 
|try, plus spending millions more 
| trying to convince the buying pub- 
|lic to buy these imports.” 

Morgan refers to a talk he had 
| with a dealer in a “squat, ugly- 
| looking little car, with no room 
| inside, no weight for a comfort- 
able ride on today’s super high- 
| ways, nor any of the extras and 
| refinements that our American 
| product has.” 

But, Morgan pointed out, the 
|dealer gave such an enthusiastic 
|sales talk for this “wheelbarrow” 
| that this thought occurred to Mor- 
| gan: 
| “What a different situation our 
| economy would be in if this energy, 
enthusiasm and money were used 
|to sell our American product—and 
what such enthusiasm would mean 
|to the American salesman.” 

* = = 


Contrast in Selling 

ORGAN sees the American 
dealer selling price and terms, 
while the foreign-car dealer talks 
of fine foreign workmanship, the 
lexcellent fit, the fine leather and 
| fabrics, the sweet purr of the en- 
gine, the wonderful gasoline mile- 
age, and so on. 

Referring to a recent sales clinic 
by one of the Big Three, Morgan 
says it was “a maze of jokes, 
graphs, folders, statistics and out- 
moded Hull-Dobbs methods even 
down to writing a note to a pros- 


brown wrapping paper.” 
Asserting that you can’t train 
salesmen in a hotel room, Morgan 
suggests sending out teams to in- 
dividual dealerships, hiring and 
training on a dealership level. 


“Suggest a compensation and 
demonstrator plan to the dealer,” 
Morgan said, “then take the men 
out right in their own area and 
teach them how to prospect, how to 
demonstrate and close. This is 
where the present sales force is 
weak—on closing.” 

~ > > 

He Fights "Em 
7" other viewpoint on import 

cars that we mentioned comes 
from Glen Smalicomb, who has 
been a dealer in General Motors 
products on the Coast for some 39 
years. 

Smallcomb says that he looks on 
the imports as just so much addi- 
tional competition, and, as far as 
he is concerned, they will have to 
stand on their own feet as such. 





is a “Buy USA” approach. 

A second part is to try to clarify 
in the public’s mind “that we do 
have low-priced Chevrolets for 
sale.” 


“The public is so confused on 
prices,” he said, “that apparently 
the type of advertising I am doing 
has a terrific appeal, as we have 
sold more of these low-priced units 
in a few weeks than in all of 1957. 

“In addition to newspaper adver- 
tising and mailings, we have our 
salesmen in demonstrators of this 
low-priced car with signs on them 
that say the car can be bought for 
the low figure of $1,969. 

“One salesman last Friday sold 
three of these cars. One of them 
was to a man who followed his 
demonstrator to our place of busi- 
ness and said: ‘I want one of these 
cars at this price.’ 

“From the reaction we got, it is 
our impression that the average 
individual believes that a new 
Chevrolet cannot be bought for 
less than $3,000. This just shows 
how stupid we dealers have 
been.” 

Incidentally, Smallcomb took in 
the trades at wholesale, had a 
better-than-average gross on the 
cars, and he reports a good 
monthly profit. 

His advertising plays up the dif- 
ference between the Delray, with 
full sized seating for six adults at 
$1,969, and “a tiny foreign car at 
relatively the same prices.” 


pective customer on a piece of} 


So part of Smallcomb’s approach | 
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Nebraska Dealers Elect— 


and W. N. Neff, Fremont, NADA director. 


O’Neill Stresses 
‘Art of Selling’ at 
Nebraska Parley 


OMAHA.—Thomas J. O'Neill, of 
Ford Motor Co.’s Dealer Policy 
Board, stressed the importance of 
the art of selling in the present 
economy at the convention of the 
| Nebraska New-Car Dealers Assn. 
More than 200 of the state’s 639 
dealers attended. 





Officers of the Nebraska New Car Dealers Assn., elected at the group's annual 
convention in Omaha, are, from left, Howard Gotfredson, Lincoln, secretary-treasurer; 
Art Borrer, Alliance, second vice-president; Floyd Pohiman, Auburn, first vice-president, 
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He said the nation is in a 
“period of high income with low 
desire to buy,” but noted that 
|Nebraska seems to be going 
counter to the trend, January- 
February new-car sales in the state 
|were four-tenths of one percent 
ahead of 1957 and new-truck sales 
were up 10.8 percent. 

D. D. Davis, of David City, was 
elected president of the Nebraska 
j}association succeeding Homer 
Smith, Omaha. Other officers are 
Floyd Pohlman, Auburn, first vice- 
president; Art Borrer, second vice- 
president; Howard Gotfredson, | 
Lincoln, secretary-treasurer, and| 
W. N. Neff, Fremont, NADA direc- 
tor. 








| WASHINGTON.—The amount of| 

automobile credit outstanding fell | 
jin March for the fifth straight 
month, the Federal Reserve Board 
| reported. 


| The amount outstanding at the | 
| end of the month was put at 
$14,889 million, down $233 million | 
during the month but up $361 
million from the total at the end 
of March of last year. 


Total installment credit outstand- 
ing fell during the month by $319) 
million to $32,983 million. Credit 
on consumer goods other than/| 
autos and on home-modernization 
programs fell during the month 
while the amount of personal loans 
increased. 

The March decline takes the! 
amount of auto credit outstanding 
back to the level on May 31, 1957,| 
when the figure stood at $14,883 
million. The total moved up to a 
peak of $15,579 million at the end 
of last October and then began 
falling off. 

The credit extended for auto- 








' ing the association's convention in Omaha. 


Auto Credit Outstanding 
Falls Fifth Month in Row 


|total at the end of the like month | to 
of 1957. 1 





mobile purchases in March 
amounted to $1,104 million, up 
from the $1,020 million in Febru- 
ary and down from the $1,380 
million in March of last year. 

The amount repaid on auto loans 
in March was $1,337 million, up 
from the $1,224 million in February 
and from the $1,284 million repaid 
in March, 1957. 

Sales finance companies had the 
sharpest dropoff in the amount of 
auto credit outstanding during 
March. They held $7,080 million 
worth of auto paper at the end of 
March, down $157 million in the 
month and down $110 million from 


Fire Strikes Clifford 
LINCOLNTON, Ga.—The build- 
ing housing Clifford Motors Co., 
‘was damaged by fire. Five new cars 
were saved. 





3 
U.S. Departments 
Hit by Bell for 


Price-Bill Stand 


South Dakota Parley 
Told Cabinet Agencies 
Shun Dealer Problems 


ABERDEEN, S. D.—The Depart- 
ments of Commerce and Justice 
lack understanding of the prob- 
lems of an industry in distress, 
Frederick J. Bell told the annual 
convention of the South Dakota 
Automobile Dealers Assn. 


Bell, NADA executive vice- 
president, was referring to the 
opposition of those agencies to 
the Monroney-Thurmond price- 
disclosure bill. Commerce has 
turned thumbs down on the 
measure, and Justice has re- 
mained silent. The silence has 
been construed as an objection 
to the bill. 


| In speaking of the problems 
which now confront the auto world, 
|Bell said he blames the industry 
| for “blitzing ourselves into a phony 
| prosperity” in 1955. 
| The promise of a bigger market 
jin the future—1962 or 1965—is not 
much consolation now, he observed. 
| Bell said NADA directors were 
| trying, without much success, to 
get the auto manufacturers to sit 
| down with them to negotiate better 
| factory-dealer relations. 


| He said that planks in the NADA 
| program—in addition to the 
Monroney-Thurmond bill — include 
legislation to permit payment of 
service-responsibility bonuses and 
a code of business ethics to assure 
equality of competitive opportunity. 

Bell said NADA also wants the 
advertising of a realistic national 
uniform delivery price—“and we 
don’t mean for a stripped-down 
model.” 

The NADA chief praised the 
South Dakota dealers for their 
sales performance during the first 
two months of this year when new- 
ear sales in the state were 143 
percent ahead of the 1957 period. 

Sales slumped in March, however, 
with the result that this year’s first- 
quarter sales trailed the 1957 period 
| by 31 units—5,582 to 5,613. 

The convention delegates also 
heard sales advice from Clarence 
Landen, president of Security 

Acceptance Corp.; C. J. Hogan, 
Site a — & Se ae Rapid City auto dealer; Richard G. 

Banks held $6,211 million in auto| Byers, Sioux City, Ia. promotion 
paper at the end of the month, | ™@nager for D. K. Baxter Co., and 
down $67 million in the month but|M- W. Ruark, executive secretary 
up $339 million from the year-ago of the Motor and Equipment 
total. Wholesalers Assn. i ual 

Othe : | Landen advised the dealers not 
$1,094 7 oan i Set to make their credit terms too easy 
the end of March, up gh niition or too long. Easy credit, he said, 
during the month and $129 mil- |oversells the immediate market, 
lion ahead of the year-earlier and long terms tend to keep buyers 
total. out of the market for extended 


Auto dealers held $504 million in periods. 
auto credit at the end of March,| He also advised dealers to a 
a drop of $10 million during the| crease their working capital. im 
month but $3 million above the, this day of high taxes, you have 
have all the working capital 


(Continued on Page 42, Col. 3) 


* * * 








New President— 


Homer Smith (Ford), left, Omaha, ouvt- 
going president of the Nebraska New Car | 
Dealers Assn., congratulates his successor, 
D. D. Davis (Chevrolet), David City, dur- 





On the House .. . 


It’s easy to kick a guy when he’s down, and the 
auto industry has had its share of kicks the past 
few months. Such as the so-called “experts” the 
Kefauver committee has called in, plus unjustified 
slaps by people in high places (like Ike’s uncalled- 
for jibe). Now comes Senator Douglas to propose 
that the auto makers cut prices 6 percent which, 
combined with a slash in excise taxes, would lower 
car prices about $250. Fine and dandy on the excise 
tax reduction, Senator, but how do you figure 


makers can cut their prices when they’re already 

losing money?... 
Used-car sales volume rose 3838.8 percent among Chicago-area 
Ford dealers last month, for the highest monthly gain in many 
years. U. C. inventory decreased 3.4 percent, while customer repair 


orders rose 4.3 percent ... Jack Verschoor, ex-NADA director, 
will seek Democratic nomination for state representative in South 
Dakota. 


Kalamazoo (Mich.) dealers are branding hub caps before delivery 
to customers .. . Kentucky has appointed 10 inspectors to enforce 
dealer-maker-salesman licensing law ... Many dealers say they’re 
cutting new-car inventories until there’s definite word about retro- 
activity of any excise tax, reduction. 

—Perte Wemuorr, Editor, 
Automotive News 
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Dealers Hold 777,000 Units . . . 


Output Cutbacks 
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08 Stockpile Again 


(Continued from Page 1) 


production rates have been scaled 
down to the 300,000-plus monthly 
level, forecast little difficulty in 
disposing of ‘58 models when 
cleanup time rolls around in July. 
* > +. 

Y JULY, it was pointed out,| 

many of the uncertainties which 
have bedevilled the market thus 
far in the model year should be 
cleared up. These include the auto 
contract negotiations and the de- 
cision on whether to reduce, repeal 
or extend the excise tax. 

The United Auto Workers is) 
laboring under an unprecedented 
hardship as it approaches the May) 
29 and June 1 contract expiration | 
dates at General Motors, Ford and} 





Chrysler. 

Never before has the union | 
contended with such poor auto 
business in the midst of economic 
bargaining sessions. 

Three years ago, when UAW 
President Walter P. Reuther won 
supplemental unemployment bene- 
fits, nmew-car sales vaulted into 
record-breaking heights just as 
contract talks began in March. | 

The principle of unemployment 
payments was conceded late in 
May by Ford after first being) 
denied by GM. Ford at that time) 
was engaged in a hot battle with| 
Chevrolet for No. 1 position in| 
sales, and the Dearborn manufac-| 
turer agreed to the union’s de-| 
mands lest it suffer a crippling) 
strike. 

> * . 
RD’S offer of idle-pay supple- 
mentation broke an unofficial | 
> > > i 
| 





New-Car Stocks 
In Field, In Transit 


(Complied by Automotive News) 





“united front” against the UAW 
and led to comparable contract 
settlements at GM and Chrysler. 
The sales and production surge of 
1955 was uninterrupted by labor 
strife. 


Hopes of UAW leaders that the 
1955 pattern might repeat 


diminished retail sales and rising 
layoffs—nearly 500,000 auto workers 
without jobs. 


Faced by a renewal of Big 
Three resistance to his profit- 
sharing package, Reuther told a 
Senate subcommittee last month 
that the UAW would not be 
“forced” into a strike to help the 
industry deplete its inventory of 
nearly 800,000 new cars. 

A delay in reaching the settle- 
ment stage is what Reuther would 
like—to bring the showdown nearer 
the point when '59 production is 

scheduled to start. 

Seeking to block this stratagem, 
GM has served notice on the union 
that it will cancel its contract as 
of May 29. The corporation re- 
served itself an extension “out” in 
case the union appears ready to 
settle on May 29 and more time 
is needed to work out contract 
details. 


IHUS, the Big Three is geared 

to stave off Reuther’s time- 
tested spin off-and-conquer tactics, 
hoping that the present contracts 
will be extended for two years 
without major increases in eco- 
nomic costs. 

One thing is virtually assured— 
the UAW is ill-prepared to strike 
| against any of the Big Three pro- 
| ducers at the end of this month.| 
| What the union’s new-found de- 


Trim ws 


itself | — 
have foundered on the reefs of}. 


om 


% 





Oldest in Canada? — 


British Motor Corp. officials in Toronto took a quick peek at the 1897 Wolseley 
which resides in New Westminster, B. C., and are now wondering are there any 
older Austin or Morris vehicles in Canada? The one-cylinder, chain-drive, three-gear, 
two-seater classic is owned by Doug Clems of Whalley, near New Westminster. The 
Wolseley was ordered by Clems’ father in 1897 and was delivered at the Pacific 
Coast in 1903, after being shipped from England around Cape Horn. For the record, 
the vintage model still can hit 35 m.p.h. and will climb fairly steep grades. 





a, 


Auto Executives 


To Be Speakers 
At Texas Parley 


AUSTIN, Tex. — Executives ¢ 
GM and Chrysler Corp. will spea, 
at the annual convention of th. 
Texas Automobile Dealers Aggy 
May 18-20 at the Galvez Hote} 
Houston. 


W. Heartsill Wilson, Plymout 
sales executive, will discuss th» 
need for professionalism in aut 
selling. The “Challenge of 195% 
will be the topic of William F. Hyt. 
stader, GM distribution and dealer. 
relations vice-president. 

Frederick J. Bell, NADA execy. 
tive vice-president, will give , 
| “Report from Washington.” Other 
| speakers include: 

Sam H. White, TADA president: 
| Maurice Acers, Texas Employment 
Commission; R. H. Taylor, tax ae. 
countant; Paul Port, tax attorney 
and M. L. Goeglein, Pacific Finance 
Corp. vice-president. 

Rex Rose, Pampa (Ford), will 
moderator of a dealer panel pro. 
gram. Participants include W. y. 
Curry, Freeport (Ford); Bob Klare 
Refugio (Chevrolet); Hall E. Nall 
Plainview (DeSoto-Plymouth-G MC 
Truck), and Charles M. Pearre 
Weslaco (Chrysler-Plymouth). 





Rambler-Import Boom Cuts Big 3 Sales Share 


(Continued from Page 1) 


tration of 2.27 percent a year ago. 
The percentage-point gain for Cadillac, 0.06; Chrysler, 0.06, and 
miscellaneous makes was 3.47. Metropolitan, 0.03. 
> > > > . > 
FrorD MOTOR CO. and Chrysler EEPEST loss in March was 
Corp. both showed extensive) charged against Chevrolet, 
declines, while Studebaker-Packard| which declined 0.44 percentage 
was down to a lesser degree. a Other losses, in order, 
Ford Motor fell 3.96 in were: Oldsmobile, 0.30; Buick, 0.27; 
from 30.11 percent in Rg: Edsel, 0.24; Pontiac, 0.22; Lincoln, 
quarter to 26.15 percent this year. 0.08; Dodge, 0.04; Studebaker, 0.04; 
Chrysler Corp. dropped from 


|Plymouth, up 0.31 percentage 
points; Mercury, 0.24; Ford, 0.07; 











Cesta |fensive stance will mean in terms 
Cars Cars | ott , 
te r —++ Potential | of contract settlements is anybody's 
Period Field to Inventory | SueSS, however. 
Endieg Stockst Dealers cuss | _Reuther’s ability to play the 
Jan. 1, °50.... 251,754 188,500 | public-relations game is well- 
. 1,°SO.... 276,136 158,000 434,136 
Saly 1, "0... 31LLene 161.508 675.004 respected, os 2 i 
Oct. 1, °50.... 206,367 The excise-tax debate, coup 
yy : — sonaen ssn aee = with proposals for industry price 
July 1, ’51.... 357,606 90,700  448,306| cuts by Reuther and various U. 8.) 
Oct. “ ans sense congressmen, has stalled and 
— #3.000 296.391 | Stifled new-car sales to a frustrat- 
July $4,500 277,962 ing extent, according to dealers. 
—_ os ean “I wish they'd shoot or get off 
Feb. 96,600  412,035| the pot” was the way a Midwestern 
= oa pin dealer described the situation. 
May si.%e Senos | New York City's Auto Buy drive 
Jane 73,500 7,046 | was slowed down its first week by 
—. 4 so excise-tax speculation, dealers said. 
Sept. py senaes Other Auto Buy es 
Ont. os 937/ fared better, but dealers 
— 29.000 yy that the shopping interest stimu- 
Jan. 30,000 464,725 lated by the promotional ads often 
Feb. 60,600 . was killed off by the morning news- 
yoy Sane ae paper’s headlines from Washington 
May 68,500 §8© 607,275 | or Detroit. 
June 62,500 565,719 
July 62,500 508,165 > 3 
— aa 6Saaee [7NOW appears likely that, in 
Oct. 29,000 —_— view of President Eisenhower's 
Nev. 37,500 = 157, reluctance to press for a tax cut, 
oN carne senset Congress will wait until late June 
Feb. 89,100 462,673 | before taking .action. 
_ Sones oas.s38 Congress must commit itself by 
May 102,700 763,041| June 30 on excise taxes—one way 
June 000 —_ or another. The new-car excise will 
— “ae eee automatically drop from 10 to 7 
Sept. 37,300 713,264| percent on July 1 unless Congress 
Oct. 48,900 538,375| passes an extension bill. Tax-cut 
o ae ier rebates would be paid dealers for 
jan. 53,300 908.477 | cars in stock June 30 on which the 
-— 588 Sesizse | 10 percent excise had been paid. 
Apr. 68,100 s0n,eee ; 
May 
June ase 7.002 Cooper, Nichols 
Aus. 53,026 588,172 e 
sent. 32 33% Speak in Idaho 
Dee: $5,008 = 277275| LEWISTON, Id.—Sales officials 
Jan. 50,168  512,018|from Ford division and Chrysler 
— series = S38'oas | COFD. are among the speakers who 
Apr. 63.125  745,915| Will address the Idaho Automobile 
May 59,500 737,206| Dealers Assn. at the group’s an- 
= 63.430 = 787-34 | nual convention which opened here 
Aug. 59,300 704,745| yesterday (May 11). 
Sept. oo aoe They are Walter J. Cooper, Ford 
— 48.300 449,049 | division general sales manager, and 
Dee, 71,800 6531,849| Byron J. Nichols, Chrysler’s auto- 
po ones $s5-708| motive sales group vice-president. 
Mar. 44,000 65,566; Other speakers include Walter 
Apr. Ds 45,900 %833,201|B. Cooper, Fort Collins (Colo.) 
Mee 1, 'S... 38,500  777,445/ Chevrolet dealer and former NADA 


t Field stocks include cars actually at 
ips, those warehoused by dealers 

factories, and demonstrators. 

* Revised. 


secretary; Elliott Taylor, vice- 
president, Pacific Finance Corp., 
and K. M. Robinson, president, 
Washington Water Power Co. 


18.80 percent to 1447 percent, a 


setback of 4.33 percentage points. | 


S-P declined from 1.15 percent 


to 0.95 percent, a loss of 0.20 points. | 


By individual makes, largest gain 
for the quarter was achieved by 
Chevrolet, which moved upward 
4.32 percentage points, from 23.05 
percent to 27.37. 

Other makes with improvement 
over a year ago, in order, were: 
Rambler, up 1.11 percentage points; 
Oldsmobile, 0.44; Cadillac, 0.39; 
Lincoln, 0.05 and Metropolitan, 0.05. 

By numerical total, only Rambler 
and Metropolitan ran ahead of last 
year for the three-month total. 


picaser loss was 3.39 percent- 
age points charged against 
Ford, which dipped from 24.72 per- 
cent to 21.33 percent. 

Other setbacks, in order; were: 
Mercury, down 169 percentage 
points; Plymouth, 1.60; Dodge, 
1.34; Buick, 1.14; DeSoto, 0.74; 
Chrysler, 0.48; Studebaker, 0.17; 
Imperial, 0.17; Pontiac, 0.15, and 
Packard, 0.03. 

For the month of March alone, 
registrations numbered 400,501, 

compared with 572,917 a year ago. 
Not since the Korean war year of 
1952, when the month’s total was 
322,857, had the March new-car 
total been so small. 

The Big Three’s share of the 
March total was even smaller than 
that for the first quarter—working 
out at 89.39 percent. Since the Big 
Three's penetration was 91.63 per- 
cent in January and 90.28 percent 
in February, it appears that their 
downward trend continues, al- 
though the rate of loss showed up. 

* * om 

S COMPARED with the previ- 

ous month, only Chrysler Corp., 
American Motors and miscellane- 
ous makes showed sales gains. 

American Motors was up 0.36 
percentage points; Chrysler 
Corp., 0.29, and miscellaneous, 
0.57. 

General Motors was off 1.17 per- 
centage points and Ford Motor 
slipped slightly—0.01 points. 

By individual makes, Rambler 
was the biggest gainer during the 
month, moving up 0.33 points to 
3.05 percent of the total market, 
the first time in history that Ram- 
bler has hiked its penetration 
above 3 percent. 

Other makes with improved 
showings in March, by order, were: 


Sales Score 


for March 


New-car registrations for 
March: 





1958 1957 
Pos. Make Pos. 
1—109,085 Chevrolet 128,596— 2 
2— 86,524 Ford 139,070— 1 
3— 33,720 Plymouth 60,198— 3 
4— 28,546 Oldsmobile 39,132— 5 
5— 2,561 Buick 43,312— 4 
6— 21,398 Pontiac 32,950— 6 
7— 12,626 Mercury 27,820— 7 
8— 12,221 Rambler 9,277—12 
9— 11,968 Cadillac 13,968— 9 
10— 11,625 Dodge 25,589— 8 
ll— 5,719 Chrysler 11,701—10 
12— 4,638 DeSoto 11,543—11 
13— 3,316 Edsel 
14— 3,315 Studebaker 5,731—13 
15— 2,917 Lincoln 4,094—14 
16— 1,372 Imperial 3,760—15 
17— 928 Met. 1,011—16 
18— 319 Packard T7i—17 
25,703 Misc. 14,388 
Total All Makes 
400,501 572,917 


Further details on Page 40. 





Imperial, 0.03, and DeSoto, 0.01. 
Packard held unchanged from the 
previous month. 

By numerical total, Edsel was 
the only make to sell fewer units 
in March than in the previous 
month. 

Market penetrations rose to the 
year’s highest point during March 
for Ford, Mercury, Rambler, Cadil- 
lac and Metropolitan. Packard tied 
its previous high. Cadillac’s pene- 
tration was the best since August, 
1952, when it had 3.48. 

New lows for 1958 were estab- 
lished during March by Oldsmo- 
bile, Buick, Pontiac, Dodge, De- 
Soto, Edsel, Studebaker, Lincoln 
and Imperial. Chevrolet tied its 
previous low. 

Edsel’s penetration in March was 
the lowest of any month since its 
introduction, while Studebaker 
sagged to a postwar low. 

Dodge’s market share was the 
smallest since October, 1954, when 
it achieved 2.80 percent. DeSoto’s 
was the narrowest since its 1.12 
percent in June, 1954. Imperial’s 
penetration was the smallest since 
November, 1956, when it scored 0.21. 

. * ~ 


EGISTRATIONS for the first 
quarter ranked the states as 
follows: California, 109,232; New 
York, 96,765; Illinois, 81,261; Texas, 


| 70,148; Ohio, 69,358; Pennsylvania 
63,640; Michigan, 54,756: New 
Jersey, 43,986; Florida, 40,692, and 
| Indiana, 28,945. 

Missouri, 25,332; Wisconsin, 25. 
011; Minnesota, 24,618; Massachw- 
| setts, 23,929; Georgia, 22,285; Vir. 
|ginia, 20,858; Maryland, 20,500: 
| Louisiana, 20,153; Iowa, 18,941; 
Tennessee, 18,234, and North Caro- 
lina, 18,219. 


Washington, 14,347; Connecti- 
| cut, 14,402; Kansas, 14,047; Ala- 
bama, 14,037; Oklahoma, 13,188; 
| Kentucky, 12,610; Colorado, 12,- 
572; Oregon, 12,041; Arkansas, 
11,241, and Nebraska, 10,787. 
South Carolina, 9,033; Mississippi, 
8,540; West Virginia, 7,773; Ari- 
| zona, 6,400; South Dakota, 5,582; 
| Maine, 5,503; District of Columbia, 
| 5,158; Utah, 4,946; New Mexico, 4- 
|883; North Dakota, 4,831; Rhode 
|Island, 4,533; Idaho, 4,300; Mon- 
tana, 4,237; Delaware, 4,140; New 
| Hampshire, 2,721; Wyoming, 2,656; 


'W-CAR registrations in the 

first quarter ran above the 
comparable 1957 period in three 
states—Maine, Nebraska and New 
Mexico. In the 1957 quarter, 2 
states bettered registration totals 
recorded in the year-earlier 
quarter. 

In the Top Ten states, Cali- 
fornia, New York, and [Illinois 
retained their one-two-three 
ranking of a year ago. 

Texas, however, moved up to 
fourth from sixth, pushing Ohio 
back to fifth. Michigan, which was 
No. 5 a year ago, dropped & 
seventh ranking. 

Pennsylvania, seventh last year, 
was No. 6 this year. New Jersey, 
Florida and Indiana remained un- 
changed as Nos, 8, 9 and 10. 


Write Congress 
On Excise Issue, 


Dealers Urged 


WASHINGTON.—NADA believes 
that now is the time for dealers to 
take a definite stand on the que® 
tion of the elimination of the auto 
motive excise tax. 

Frederick J. Bell, NADA exect- 
tive vice-president, has urged deal- 
ers to let their senators and repre 
sentatives know at once how they 
feel about the removal of the tax. 

If they favor the elimination of 
the tax, dealers should stress the 
need for retroactive protection for 
the consumer and preservation of 
floor-stock refunds, Bell said. 

In Kansas City, Edward T. Rags- 
dale, Buick general manager, said 
the government should make up its 
mind on the excise issue, one way 
or the other. He said the present 
situation is hurting sales because 
customers are delaying purchases 
until they know whether the levy 
will be continued, reduced or elim 
inated. 


ie een 


| Nevada, 2,235, and Vermont, 1,907. 
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2 dealer, Nashville, Tennessee 
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Il be *‘We need a financing connection that is fast, efficient and 

y dependable. CommerciaL Crepit Pan fills the bill com- 

lare pletely. In fact, their local office people bend over back- 

a wards to cooperate with us. They make our job a lot easier 

arte leave us more time to sell cars. We get quick credit 
checks, and they do an excellent job of handling our 
customers, particularly those who get into financial diffi- 

re culties. Their open-minded attitude toward marginal risks 
helps us reach a greater percentage of potential buyers. 

nia Also, in our particular case, ComMMERCIAL Creptt’s ability 

po to handle transactions over a wide area and to simplify 


transfer of accounts from one area to another is important.” 





chu- 
Vir- 
500: 
aro- 


cti- 
Ja- 


12, 
aS, 


bia. 


Commercial Credit dealers 
are successful dealers 












Write or call the nearest CommerciAL CrepIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 







ves 

+ Crepit PLAN. Why not do it, today? 
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re- COMMERCIAL A service offered through subsidiaries of the 





Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 






CREDIT)PLAN 


‘ 







Gat 288 ak 


eo = 
B& 


3&8 


8 











6 


AUTOMOTIVE NEWS, MAY 12, 1958 


At Joint Washington-British Columbia Session .. . 


Ford Eyes 5% Niche for Imports 


VICTORIA, B. C.—Benson Ford 
conceded last week that small 
economy cars may stake a per- 
manent 5 percent claim to the U. S. 
market. But he insisted that the 
other 95 percent 
would be made 
up of “long, low 
cars with plenty 
of chrome.” 

Addressing 
Washington State 
and British Co- 
lumbia dealers in 
joint session 
here, Ford laid 
bare his com- 

bid pany’s attitude 
Benson Ford on the depressed 
1958 market. He denied that the 
auto industry caused the slump, 
declaring it was a belated victim 
of a downturn that started much 
before the '58 model year. 


“We are hopeful,” the Ford 
Motor Co. vice-president said, “of 
a return in 1959 to a normal mar- 
ket of the level of 1956 or 1957.” 

Ford, chairman of his company’s 
Dealer Policy Board, devoted most 
of his talk to a discussion of the 
growth of small cars and the prob- 
lems facing a U. S. producer trying 
to decide whether to enter the field. 

“Should you aim to compete 
directly with the small European 
imports or shoot at a point some- 
where between them and the small- 
est standard domestic makes?” he 
asked. “Should your styling follow 
the European or American tradi- 
tions? 

“And, if novelty buying under- 
lies the strength of this market, 
you would want to know whether 
its impetus will last long enough 
to justify your investments.” 

Ford piqued his listeners’ curi- 
osity on these questions, but he 
declined to say whether Ford would 
plunge into the small-car field. 

“Our present smali-car market 
projections indicate a levelling-off 
at or around 300,000 to 350,000 an- 
nual rate of sales,” he continued. 
“Of course, if the Big Three manu- 
facturers come out with smaller 
cars, the probable result would be 
= push up the total small-car mar- 

et.” 

As for larger and dressier cars, 
Ford said the industry must con- 
tinue to build chromy and roomy 
cars because U. S. buyers even in 








today’s recession prefer those over 
less plush models. 

“A curious fact is that two of 
the three outstanding performers 
in today’s market, the Chevrolet 
Impala and the Oldsmobile, are 
both luxury products and the lat- 
ter is undoubtedly the King of 
Chrome,” Ford said. 

The third “star” performer is the 
Ford Thunderbird, he said. 

“Tough it (the T-Bird) is rela- 
tively innocent of chrome, it offers 
evidence that strong, individual 
styling will sell in any kind of 
market,” Ford maintained. 

Other consumer-preference sta- 
tistics given by the speaker were: 
The Fairlane and station wagon 
series account for 61 percent of 

current Ford car sales. 

Demand for extra-cost acces- 


From Auto Makers... 


New Offers to UAW Due 





By Frank Gawronski 
Staff Writer 

A§ THE tempo of labor negotia- 

tions quickened last week, un- 
official sources indicated that the 
Big Three—General Motors Corp., 
Ford Motor Co. and Chrysler Corp. 
—will make a new contract pro- 
posal to the United Auto Workers 
within the next few days. 

One possibility is said to be a 
one-year contract with some minor 

concessions beyond 
those already offered 
by the auto makers. 
Another is a_ two- 
year pact with a 
wage reopener 
clause at the end of one year. 

The Big Three already has pro- 
posed a two-year contract on the 
same terms as the present labor 
agreement, Under the offer, em- 
ployes would be given an average 
wage increase of nine cents an 
hour this year and another seven 
cents next year. 

And despite the fact the offer 
was rejected by the UAW, it is 
still on the bargaining table and 
will remain there until a new 
proposal is made. The auto com- 
panies feel, and a lot of people 


—— F J Pp - SALAMANCA 


WAS 35 YEARS AGO 
L.B. HARTMAN came to Salamanca 37 Years 


ago and with those years of automotive experience, his 
advice to you, if you live in this community is: 


if You Are Then UHL BUICK CO. is the 
Interestedina NEW BUICK.. best place in the world to buy it! 
if You Are NEW FORD or Then A&H AUTO SALES is the 
Interested in a MERCURY... best place in the world to buy it! 
if You Are NEW CHRYSLER or Then NADOLSK! BROS. is the 
Interested in a PLYMOUTH.. best place in the world to buy it! 
if You Are NEW STUDEBAKER or Then HAMACHER’S SERVICE is the 
Interested in a PACKARD.. best place in the world to buy it! 
if You Are NEW DODGE or Then THOMPSON AUTO SALES is the 
Interested in a PLYMOUTH.. best place in the world to buy it! 
if You Are NEW CADILLAC or Then O’LAUGHLIN, INC. is the 
Interested in a PONTIAC.. best place in the world to buy it! 
if You Are Then L. B. HARTMAN, INC. is the 
interested ina NEW OLDSMOBILE... best place in he world to buy i! 
if You Are Then L. B. HARTMAN, INC. is the 
interestedina NEW CHEVROLET... best ploce in the world to buy it! 


Mow would pew the buy © ow © Buitele & bom on ot 
of Nowa denier ond poy peneiety $2340 $50 hove 4 toned 
tech ere 8! be epee ond nse ee) -o! we ete 
beerew © car while pours is under rape? lan? + nae to here 
(© loca! Gastar whe hes porn m etech for ihe ce you choose to 
oy whee ey can be ettened a 6 Hee mine 


One of the men ‘eenens we buy newrence peices 4 te 
preted then semethuny happens ws an! # wet os good 
sorte" buy on oviemebie locally” 

My opm 4 thet © $10,000 cor m the dense yungion of 
Abaca wth © burned out col 4 completely werthions | 


We have about $50,000 worth of parts ond 
eccessories to fit your Chevrolet or Oldsmo- 
bile which definitely enhonces the value of 
your cor 


This Ad is Paid for by LB. Hartman and is His Own Personal Idea 


Thanks-A-Million 
Dealer Plugs Competitors— 


Selomonca’s Lorgest and Most Progressive Gorage 
es Well os the Oldest 


lL. B. Hartman, L. B. Hartman, Inc. (Oldsmobile-Chevrolet), used a new approach 
in this full-page ad in the Salamanca (N. Y.) Republican-Press. All of his competitors 
got a “free plug” as Hortman stressed the wisdom of buying at Salamanca. Other 


dealers are picking up the idea. 


sories on the lowest-priced Custom 
300 Ford is “substantial compared 
to four or five years ago.” 

Seventy-six percent of Custom 
Ford buyers demand a gold- 
anodized aluminum strip that 
costs extra. 

In considering small cars, Ford 
revealed that his company does not 
regard the Rambler in the Euro- 
pean class. 

“It is substantially bigger,” he 
explained, “and competes in price 
and operating cost with some Ford, 
Chevrolet and Plymouth models.” 

Ford said the automobile indus- 
try has found from “bitter ex- 
perience” that it cannot dictate 
to the consumer what he wants 
or should have in automobiles. 

“We in this business are actually 


(Continued on Page 45, Col, 1) 


agree, that by today’s standards 
the offer is a good one. 

With contract termination dates 
less than three weeks away, many 
observers do not believe union and 
management positions are irrecon- 
ciliable. UAW officials, for exam- 
ple, already have indicated a will- 
ingness to sign a contract of two 
years’ duration or less. 

” = = 


Reuther Predicts Peace 


ALTER REUTHER, UAW 

president, raised industry hopes 
for a settlement when he predicted 
a new contract will be arrived at 
“ultimately” that will satisfy all 
parties. 

The company-union differences 
in actual economic demands are 
not far apart, indicating that a 
compromise settlement may be 
near. 

The really important union de- 
mand, for a general wage increase, 
comes to 10 cents an hour and the 

| companies say they have already 
offered seven. Changes in supple- 
mentary unemployment benefits, 
according to the union, would cost 
the companies nothing. So far the 
auto makers have said nothing to 
refute this argument. 

In the present circumstances in 
| which it finds itself, the UAW is 
| hardly expected to hold out for its| 
| demands in other fringe areas. 
The UAW has another reason for 
| accepting an early compromise. 
| The Big Three, normally competi- 
| tive in relations with the union as| 
| well as in sales, have this time! 
|formed a united front against | 
union demands. 

The fact of a united front be- 
came apparent last week when 
Ford and General Motors appealed | 
directly to union members for sup- 
port. 














* * 


Firms Appeal to Workers 
Haney FORD II, Ford presi- 

dent, took action first in an in- 
dignant letter assailing the UAW 
for taking credit for all worker 
gains. The letter was published in 
the company’s employe newspapers 
sent to all workers’ homes. 

Harlow H. Curtice, GM presi- 
dent, followed with a letter to all 
hourly rated workers in which 
he asked careful consideration of 
the company’s offer of a two- 
year extension of the present 
contract. 

While observers speculated of 
possible new moves in negotiations, 
bargaining sessions are continuing 
on a fulltime basis. 

Reinstatement of the news black- 
out, which runs until Thursday 
(May 15), was regarded as a sign 
that negotiators are getting down 
to serious bargaining. 

Meanwhile, the United Rubber 
Workers reported it is ready to 
open its annual wage drive in the 
rubber industry. The union served 
notice on Goodyear Tire & Rubber 
Co. and B. F. Goodrich Co. that it 
is opening contracts for bargaining 
on wage increases. 

With the rubber industry in a 
business slump, union demands are 
expected to meet more resistance 
this year. Last year, the union won 

(Continued on, Page 42, Col. 4) 
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BUICK—’57 Century conv., $2,250* 
(ps), $2,175* (ps). 
’56 Special 2-dr., $1,280*; Hardtop, 


$1,260*, $1,175* RM 2-dr., $1,205* 
(ps); Super Hardtop, $1,210* (ps). 

’55 Super Hardtop, $1,055* (ps); Cen- 
tury Riviera, $1,025*, $1,000*, 
$925*, $825*; Special Hardtop, 
$940*, $875. 

’54 Century 2-dr., $690*. 

"52 Super sedan, $345*. 


CADILLAC—’57 Eldorado conv., $3,- 


645* (ps). 
"56 Eldorado conv., $2,525* (ps), 
$2,400* (ps). 
CHEVROLET.~—'57 Bel Air (8) conv., 
$1,805*, $1,800*; Hardtop, $1,575*; 


2-dr., $1,320; Two-ten station wag- 
on, $1,875*, $1,670*. 

56 Bel Air (8) Hardtop, $1,335* 
(ps), $1,070*, $1,025; conv., $1,- 
220*; Two-ten sedan, $905, $900; 
Delray, $970; One-fifty sedan, $775. 

’55 Two-ten club coupe, $860*, $765°; 
Bel Air sedan, $850*, $750*. 

’54 Bel Air sedan, $580. 

‘53 sedan, $400*. 

"52 club coupe, $255*. 

"48 sedan, $155. 

CHRYSLER—’56 Windsor club coupe, 
$1,515* (ps). 

DESOTO—’'56 Firedome Hardtop, $1,- 
320°. 

‘55 Firedome club coupe, 
$980*; sedan, $750*. 

‘54 Firedome conv., $410°*. 
"52 Custom sedan, $155*. 
DODGE—’57 Royal 2-dr. Hardtop, $1,- 

800°. 

‘56 Custom Royal 2-dr., $1,250*. 

’55 Coronet club coupe, $925*; Royal 
sedan, $715*. 

FORD—'58 Custom 300 2-dr., $1,690. 

’57 Fairlane (8) 500 conv., 2 at 
$1,800*, $1,750* (ps); Victoria, 
$1,765*, $1,755*, $1,750°, $1,740*; 
club coupe, $1,550*; sedan, $1,450; 
Country sedan, $1,790*; Custom 300 


$1,045°*, 


Promotions Help Sales, 
Most Cities Report 


_— dealers in most sections| indecision on a possible cut in 
of the nation continued to| the Federal excise on autos, They 


Used-Car Bulletin from Detroit .. . 





Latest Auction 


1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 31, 35, 36, 38. 










Prices 






sedan, 2 at $1,265. 

’56 Fairlane (8) Victoria, ‘ 
$1,125*; conv., $1,275, , 150. 
sedan, $1,195* (ps), $1,185*, ¢ 
Custom sedan, $910*, $890*, $955 

‘55 station wagon, $1,100*; Custom 
sedan, $780, $600; Fairlane sedan, 
$655*. 

"54 Crest conv., $635* (ps); Custom 
sedan, $560, $475, $430; Main 2 
dr., $365. 

"53 station wagon, $560*, $330; Crest 
Victoria, $465; Custom sedan, $385, 

HUDSON—’55 Hornet sedan, $685*, 
LINCOLN—’'57 Premiere sedan, $2,925 
(ps). 
’55 Capri sedan, $1,070*. 
MERCURY—'57 Monterey sedan, $1,- 
855* (ps); club coupe, $1,780, $1,. 
775*. 
*55 Monterey Hardtop, $910", 
*51 club coupe, $165. 
OLDSMOBILE—'58 (88) Holiday, §2,. 
750* 







$1 
$1 
























’57 (88) conv., $2,050. 

’56 (98) conv., $1,650* (ps); (88) 
Super sedan, $1,600*; (88) cony., 
$1,420*, club coupe, $1,340*, $1,. 
310; sedan, $1,245*, $1,215. 

55 (98) conv., $1,250° (ps); (88) 






club coupe, $1,090*; sedan, $1,075* 
(ps). 











"54 (88) Super sedan, $810*; (88) 
2-dr., $500°. 

"53 (98) conv., $445* (ps). 

PLYMOUTH—’'57 Belvedere (8) sedan, 

$1,700*. 

"56 Belvedere Hardtop, $1,100*; 
sedan, $1,020; Plaza sedan, $680, 
$670, $650. 






’55 Belvedere sedan, $740*; conv., 
$675*; Savoy club sedan, $500. '53 
conv., $310. 

*41 2-dr., $200. 

PONTIAC—’56 Star Chief Catalina, $1,- 

290*: Chieftain club coupe, $1,000*. 

'55 Star Chief Hardtop, $915* (ps). 

MISCELLANEOUS — ‘57 Volkswagen 
bus, $1,600. 











report that Auto Buy campaigns| also cited rainy weather during the 
have boosted sales, preliminary/| first week of the drive. 


returns from the New York City 
area were on the gloomy side. 


extended in Dayton, O., Cincin- 
nati and St. Louis. And the Los 
Angeles Motor Car Dealers Assn. 
announced its promotion had 
been expanded to take in all lines 
of business. 


The New York Times reported| 
“the consensus was that most of | 
|the public, as well as many of the 


dealers, was unimpressed by or 


| uninterested in the tactics to spur 
| depressed automobile sales.” 


OSEPH FARLOW, executive di- 
rector of the Automobile Mer- 


chants of New York, said an im-| 
| portant reason for not buying was| 
ithe reluctance “to sweat out long- 


term stiff payments in view of the 
lack of assurance that the slump 
was ending.” 

But he did say that dealers 
with increased business reported 
sales were up 10 to 125 percent. 
Used-car sales were sparking the 
upturn, he indicated. 

Farlow and Henry Eisenhauer, 
secretary of the Brooklyn and Long 
Island Automobile Dealers Assn., 
attributed some of the apathy to 


E.S.MacPherson 
Retires at Ford 


DEARBORN.—Earle S. MacPher- 
son, who will be 67 in July, has 
retired as a vice-president of Ford 
Motor Co. advising on engineering 
policy. He had been with Ford 
since 1947. 

MacPherson 
joined the Chal- 
mers Motor Co. 
laboratory in De- 
troit in 1915 and 
later was with 
Liberty Motor 
Car Corp. and 
Hupmobile Motor 
Corp. 

MacPherson 
joined General 

E.S. MacPherson Motors in 1934 as 
assistant to the engineering vice- 
president and, at the time he re- 
signed to join Ford, had been chief 
engineer of the Chevrolet light-car 
division. 


j 





| FLSEWHERE the picture was 
Meanwhile, campaigns were | 


bright. J. Gordon MacKinnon, 
executive vice-president of the 
Greater Boston Automobile Dealers 
Assn., said 435 dealers sold about 
15,000 new and used cars during 
their nine-day drive, which closed 
Apr. 26. 

He said the association is @ 
planning to conduct similar pro- 
motions annually. He called the 
campaign “the largest single 
merchandising campaign ever 
carried out in New England.” 
In Los Angeles, association offi- 
cials said new and used-car sales 
during the first six days jumped 
89 percent over those in the compa- 
rable period a week earlier. 

San Fernando Valley dealers re- 
ported they sold 2,857 new and used 
cars between Apr. 17 and May 2. 

J. N. Whitehurst, general man- 
ager of the Authorized New Car 
Dealers of Dallas, said members 
sales during the first six days in- 
creased 60 percent. 


ALES by Milwaukee County's 

“big” dealers rose 50 percent 
during the Apr. 18-May 5 drive, 
according to Louis E. Siegel, pres- 
ident of the Milwaukee County 
Automobile Dealers Assn. 

Announcing a 10-day extension, 
Ed Hayward, manager of the 
Greater St. Louis Automotive 
Assn., said sales in St. Louis were 
running “in excess of $1 million 
a day.” 

The Cincinnati Automobile Deal- 
ers Assn. said its promotion had 
been extended two weeks to May 
17. “The campaign is picking uP 

(Continued on Page 45, Col. 4) 
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Prices Cut 3 to 10 Pct. 


On Some Tire Lines 


AKRON.—Price cuts of 3 to 10 
percent on second and third-line 
passenger car tires were an- 
nounced last week by Goodyear, 
U. S. Rubber and Goodrich. 
Firestone indicated it would 
follow suit. 

Goodyear and U. S. Rubber 
also announced a 2% percent 
increase on four 13-inch tires for 
foreign cars. 

(ne se RR 





“Bud” Foss, President, Foss Motors Inc., Etna, Pa., tells why 


“Tm glad | picked De Soto!” 


“When I decided to go into business for myself three years 
ago,” says Bud, “I picked De Soto. With De Soto’s 
styling and engineering advances, plus aggressive new mar- 
keting plans, I felt that a De Soto franchise couldn’t help 
but pay off. And it sure has for me. 


“I’m glad I picked De Soto. It’s a young company and 
thinks young, just like we do. Its styling and engineering 


leadership, together with the support it gives its dealers, make 
De Soto one of the most valuable franchises you can get.” 


Only 29 years old, Bud Foss is one of the most successful 
dealers in the Pittsburgh area. He’s a director and past 
president of the Pittsburgh Automobile Dealer Association 
and last February was named a DeSoto Quality Dealer, 
one of the first in the country. 


eval OM 11 


“De Soto’s growing public acceptance has meant a 
greater resale value for used De Sotos,” says Bud. 
“We have a very good used car volume. Many of 
them are sold as ‘second’ cars because of our 
suburban location just outside Pittsburgh. 


“We believe that you have to service what you 
sell,”” says Bud. “Our business is built on satisfied 
customers. De Soto’s periodic training sessions for 
our service personnel help us give our customers the 
kind of service they want and deserve. 


iT PAYS TO BE A 


DESOTO DEALER! 


“You need plenty of hard-selling merchandising 
more than ever these days,” he says, “and De Soto 
continually comes up with the kind of program— 
like our current Spring Deal promotion—which 
really helps us do a first rate selling job.” 
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More Dealer Aid 
Seen by Chrysler 


By John K. Teahen Jr. 
Staff Writer 


HRYSLER CORP.’S 8,700 deal- 
ers can expect to receive more 
help from their divisions in activi- 
ties that involve retail sales, Byron 
J. Nichols, the 
firm’s newly ap- 
pointed automo- 
tive sales group 
vice - president, 
told AvToMOTIVE 
News last week. 
The help, he 
said, will consist 
of intensified sales 
promotion, adver- 
tising, service and 
product planning. 
These fields now 





B. J. Nichols 
comprise the chief functions of 


Plymouth, Dodge, DeSoto and 


Chrysler divisions. 

Otherwise, Nichols said, dealers 
will not be affected by Chrysler’s 
current reorganization. They will 
continue to order their cars through 
the same channels and deal with 
their factories in the same manner. 

= « > 


eas stoutly defended the 
-corporation’s position that the 
divisions have not suffered a loss 
of prestige in the reorganization. 


“We feel that the divisions have 
been strengthened in working with 
dealers, and we don’t know of any 
more important job than that,” he 
said. 

(While it is generally accepted 
that the divisions will continue 
to be important parts of Chrys- 
ler’s structure, most observers in- 
sist that these units have lost a 
good bit of their stature in the 
automotive world. 

(They lost their field-sales_re- 
sponsibilities 18 months ago when 
Chrysler Motors Corp. (group mar-| 
keting) came into being, and they | 
lost their production and assembly 
duties in last month’s reorganiza- 
tion. 

(To date, the divisions have been 
given no specific new functions to 
replace those that have been taken 
away from them.) 

> > > 


ICHOLS emphasized that the 
divisional general managers will 
have more time to spend on retail 
sales activities since they no longer 
are charged with plant operations, | 
which is a full-time job in itself. 
The general managers will con- 
tinue as members of the corporate 
product-planning committee, and 
each division will continue to have 
its own styling studio and “clay 
room.” 

The division chiefs, he said, 
will strive to get more individ- 
uality in their cars. 

Just how much authority divi- 
sional general managers will have 





in the styling field is not clear. 
Some sources say it extends only 
to recommendations and that the 
corporation will do the actual 
styling. 

Nichols denied reports that ad- 
vertising funds might be shifted 
from one division to another if one 
of the units worked up an especially 
good program. Additional funds 
could be allotted for such special 


Franchise Return 
Matter for Court, 


Wisconsin Rules 


MADISON, Wis.—An automobile 
manufacturer or distributor cannot 
be required to return a franchise 
to a dealer, State Attorney General 
Stewart G. Honeck has ruled. 

His opinion had been sought by 
M. O. Larson, State motor vehicle 
commissioner. 

Honeck told Larson he could hold 
a hearing in such a case to deter- 
mine whether a franchise had been 
cancelled unfairly or illegally. If 
such should be found true, he said, 
the manufacturer’s or distributor’s 
Wisconsin license could be sus- 
pended for a year. 

If a dealer wishes to attempt to 
regain his franchise, Honeck said, 
the matter should be taken to court. 


promotions, he said, adding that 
this has been done in the past on 
some occasions. 

= * 


HE divisions, Nichols said, will 

continue to have charge of the 
service travellers in the field. On the 
warranty-payment question, he de-| 
clared, “I think we pay warranty | 
claims as rapidly as anyone in the 
industry.” 

A new system which went into 
effect about 90 days ago, has 
speeded up warranty payments to 
dealers, Nichols said. At that time, 
the divisions began issuing checks 
or credits for warranty work. Pre- 


viously, this had been done by the L 


corporation. 


The Chrysler executive noted 
that the duties of the group mar- 
keting chief have been expanded 
to include training centers and 
the distribution office. Prior to 
the reorganization, each division 
had its own distribution office 
which transferred cars from the 
plants to group marketing. 

The expanded group-marketing 
function is known as the General 
Sales Office and is presided over by 
E. C. Quinn, corporate vice- 
president and ‘general sales man- 
ager. 

In discussing field operations, 
Nichols explained why the divi- 
sional chiefs had held the title of 
“president.” They formerly were 
presidents of field sales organiza- 
tions, 

> : > 


Was group marketing took 
over field sales Nov. 1, 1956, 
the title of president became super- 


fluous, but it was not dropped until 
last month’s reorganization. 


It has been reported recently 
that Chrysler was considering re- 
turning field operations to the divi- 
sions, but Nichols squelched that 
rumor. Chrysler’s dualling setup 
— such a move impractical, he 
said. 


“When the predominant num- 
ber of our dealers are one-line 
dealers, we could consider such a 
step,” he said. 

That will take a while. Last Jan. 
1, Chrysler Corp. had only 657 ex- 
clusives among its 8,673 dealers. By 
comparison, more than two-thirds 
of General Motors and Ford Motor 
Co. dealers are exclusives. 

The preponderance of dual deal- 
erships points up Chrysler’s need 
for a group-marketing setup, the 
corporation insists. 

Before November, 1956, field men 
attached to Dodge, DeSoto and 
Chrysler divisions were found to be 





| neglecting their dealers’ Plymouth 
| Sales. 


Hé4? a separate Plymouth field 
force been set up, most dealers 
would have found themselves sub- 
ject to two district and regional 
offices. The corporation felt that a 
central field staff was the best solu- 
tion to the problem. 


Nichols said the franchising of 
Plymouth exclusives will continue. 
There now are about 205 such out- 
lets, he said. 


While Chrysler’s current reorgan- 
ization has resulted in important 
changes throughout the corpora- 
tion, some Chrysler people do not 
believe that it is as far-reaching a 
shuffle as that which took place in 
July, 1956. 


The 1956 realignment moved 
Edgar C. Row into the vital posi- 
tion of administrative vice- 
president and set up the group- 
vice-president system that has 
been expanded in the current 
shift. It also paved the way for 
group marketing which sliced 
field sales from the loaf of divi- 
sional authority. 

The period since 1956, it is said, 
has been one of transition in which 
the central staff people came to 
exert more and more influence over 
how the corporation’s cars were to 
be made. 

The division presidents, sources 
say, knew of the new organizational 
setup that was being formed in car 
assembly. Last month’s reorgani- 
zation did not drop on them out of 
the blue. 


CHRYSLER CORPORATION 
CORPORATE ORGANIZATION CHART 











The New Chain of Command at Chrysler Corp.— 


Chrysler Corp.'s organization chart shows that authority over all company functions is centered in three men—Presided 
L. L. Colbert, First Vice-President Edgar C. Row and Executive Vice-President William C. Newberg. On the automotive side 
assembly and manufacturing are under R. S. Bright, and field sales and divisional operations are under Byron J. Nichols. 
are group vice-presidents, and both report to Newberg. Also reporting to Newberg are the executives in charge of engi 


ing, finance, corporate planning, personnel, purchasing and defense and special products. 





Just Waiting to Be Sold, Crowley Tells PAA... 


Potential Buyers Put at 16 Million 


ATLANTIC CITY, N. J.—Some 16 
million potential automobile cus- 
tomers await aggressive dealers 
who are willing to practice “crea- 
tive selling” this year, a General 
Motors executive said last week. 

In a speech prepared for deliv- 
ery before a meeting of the 
Pennsylvania Automotive Assn. 
here, Patrick J. Crowley, director 
of the GM dealer relations sec- 
tion, said that today’s opportuni- 
ties and challenges make this 
“the era of the salesman.” 

He backed up his estimate of 16 
million potential customers in these 
words: 

“About five million customers 


who bought new cars in 1955 have) 


paid for their cars in full. The re- 
mainder of almost three million 
will be prospective customers be- 
fore the year is out. Almost two 
million customers in 1956 have paid 
for -their cars in full and a like 
number have sufficient equity in 
their cars to make them good pros- 
pects for a 1958 model, In addition, 
four million cars will be scrapped 
in 1958. This means that 16 million 
U. S. persons are potential custom- 
ers for a new or used car this 


| year.” 


Moreover, Crowley said, con- 
sumer discretionary spending 
power (money left after food, cloth- 
ing and other necessities are de- 
ducted from total disposable in- 
come) should reach $178 billion in 
the U. S. this year, compared with 
$157 billion in 1955, the record sales 
year of the automotive industry. 


“The money is here,” he said. 


Dealers Elect— 











“The prospects are here. What a| dealers to take a close look at 


ripe field for creative selling! 

“But what we must grow to ap- 
preciate more and more is that 
we are competing for the con- 
sumer’s dollar with other classes 
of products and services. These 
are the challenges to creative 
automobile selling. They are 
what make this the era of the 
salesman.” 

Crowley said that creative selling 
either creates in a person a “desire 
to have a product where there was 
no desire before;” or “activates a 
mere general or delayed desire to 
own a product into specific action, 
that is, into action to buy it now.” 
Both kinds of creative selling, he 
said, are greatly needed today. 

He criticized price selling, which 
he said “isn’t really selling at all.” 


“We must get back to selling 
product value first at a fair price 
freely displayed,” he said. “We 
must back away from price-selling 
as such—and the price-packing and 
price confusion such selling gen- 
erates.” 


Crowley said that “the biggest 
job to be done today to assure a 
dealer’s success must be done in 
the final analysis by the dealer 
himself in his own operation.” The 
job, he said, involves both creative 
selling and cost control. 

The current business slowdown 
“is a time of opportunity” for 


$40,000 Fire Hits Deal 


RICHWOOD, W. Va.—Fire did 
damage estimated at $40,000 to 
Spencer Pontiac Co. Five automo- 
biles, one a 1958 model, were de- 
stroyed. 





Newly elected officers of the Brooklyn and Long Island Automobile Dealers Assn. 
are, from left, Henry Eisenhaver, executive vice-president; Raymond Menendez, treas- 
urer; Ed Ande, second vice-president; Alvin Heinzerling, third vice-president; John 
J. Hayes, first vice-president; George Ashdown, president, and Harold Perfit, secretary. 


their costs, he said. 

It will force many a dealer, Crow 
ley predicted, “to take the steps is 
planning which he probably shoul 
have taken long ago—appraising 
his organization, his management 
team, his facilities and equipment 
examining and attempting to jus 
tify each item of cost.” 


Indiana Upholds 
Sunday Closing 


High-Court Decision 
Favors Dealer Group 


INDIANAPOLIS. — Retail auto 
mobile dealers must close on Sum 


day, the Indiana Supreme Court® 


ruled in a 4-to-1 decision support 
ing a 1957 State law. 


The ruling, written by Judge 
Harold E. Anchor and countered 
strongly in a dissent by Judge 
Arch N. Bobbitt, was expected te 
precipitate far-reaching effects in 
business fields. 

Judge Anchor’s finding dissolved 
an injunction issued by Marion 
County Judge John M. Ryan 
against enforcing the law. 


The case was carried to the State 
Supreme Court by the Automobile 
Dealers’ Assn. of Indiana against 
Clarke Auto Co., Indianapolis, 
headed by Ed Clarke. 

In his ruling, Judge Anchor said 
that constitutional prohibitions 
against favoring one class of citi 
zens over another are not violated 
by the law. 

However, Judge Bobbitt stressed 
that he considered it no greater @ 
crime for a car dealer to operate 
on Sunday than for any other 
legitimate business to be open. 

The ruling will go into effect 
May 20 in Marion County (Indian- 
apolis) unless the case is re 
opened by an unlikely agreement 
by the high court to reconsider 

its decision or by an appeal te 

the United States Supreme Court, 
which is not regarded as prob- 
able. 

Commenting on the action of the 
court, Bernard T. Gates sr., presi 
dent of the Indianapolis Automo 
bile Trade Assn., said: 

“It proves that an overwhelming 
majority of new and used-car deal- 
ers of Indiana were right in theif 
stand that automobile dealers and 
their employes are entitled to oné 
day, Sunday, in each week for wor 
ship or happy family pursuits. 

“To them we extend our hearty 
congratulations. Our association 
immediately will appeal to our 
membership as well as to al! caf 
dealers in Indiana to be good citi 
zens and observe the Sunday clos 
ing law.” 
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This advertisement appeored in THE SATURDAY EVENING POST with o hard-hitting soles message aimed ot cor Owners everywhere. Such advertising helps deolers sell top quality QUAKER STATE products. United Notions Building 


The best motor oil money Can buy— and the best motor oil you can sell —is highest quality 
Quaker State Super Blend. It combines the easy cold-weather starting ability of an SAE-10W motor oil with the 
stability of an SAE-30 for warm-weather driving. Quaker State Super Blend is 3 grades of 
oul in 1! Expertly refined from 100% pure Pennsylvania oil stocks, this SAE 10W-30 HD motor oil delivers the 


best all-weather lubrication in all car engines. Keep your customers satisfied and insure steady year-round 


profits with this one great oil. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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AUTOMOTIVE WASHINGTON 
Auto-Financing Impact 


Aired by Kefauver 


By William Ullman 


Washington Bureau Chief 


T’S the real meaning of the small car invasion from 
Europe? Have changes in auto finance charges hurt the 
demand for new cars in recent years? What would a 15 per- 
cent cut in new-car prices do to sales? Is the auto industry’s 
traditional formula for success getting shopworn? 
These are a few of the : 
uestions posed by Senator 
Es tes Kefauver, Tennessee 
Democrat, as his Senate Antitrust 
Subcommittee swung into the sec- 
ond round of its probe into “ad- 
ministered pricing” in the car in- 
dustry. To answer the queries, the | 
subcommittee rounded up an as-| 
sortment of witnesses ranging| 
from GMAC President Charles G.! GMAC’s Stradella told the sub- 
Stradella to a car dealer of six| committee that the demand for 
months who admitted he was living | new cars had not been materially 











solely on his financing and in- 
surance income. 

Senators also heard from a 
critical automobile tester, an in- 


dustrial designer who spoke in 


sors with such difficult formulas 
that even Sen. Kefauver warned 
his colleagues that “some of 
their testimony may tax our 
understanding.” 








capital letters, and two profes- | 


| charges.” 


|}ments has risen 
|}as a result of in- 
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influenced in recent years by| age” GMAC monthly payment was 
changes in finance and insurance | $80, and it was paid over a term 
charges. He added that GMAC| of 27.7 months. In 1956, it rose to 
believes that future adjustments in| ¢9 per month, with 29.3 months 


finance charges, whether up or 
down, will not much influence the | ‘© P@y- In 1957, it was up to $85, 
with 30.6 months. 


demand, either. 

The executive referred to the sub- Higher finance charges—which 
committee letter GMAC put into effect early in 
requesting him 1955—accounted for but a part 
to appear, which of these increases in payments, 
stated that “an Stradella insisted. The monthly 
examination will payment involved in a “typical” 
be made of the GMAC transaction on a Chevro- 
extent to which let was only 93 cents higher on 
the price paid by @ 30-month contract as a result 
the typical auto- of the finance charge increase, 
mobile buyer in he said. The payment was only 
the form of $1.07 more a month on an Olds- 
monthly pay- mobile, and $1.68 more on a Cad- 

illac, he added. 


Increases in insurance premiums 
|amounted to even less, Stradella 
|explained. Between 1955 and 1958, 
. | the average one-year premium rose 
Average Payment $85 |about 25 cents, he said, and this 

KEEP the record straight, | reflected higher car prices only. 


I Stradella pointed out that a| Had car prices remained the same, 
monthly car payment is influenced|imsurance premiums would have 





William Uliman 


creases in finance and insurance 


* 


| by the size of the customer’s down| been lower in 1958 than they were 


| payment and the length of the con-| in 1955, he pointed out. 


| tract term, as well as by the price | 


“With respect to group creditor 
of the car and the financing and|insurance, it was shown that the 
insurance costs. |rate charged to GMAC by Pru- 


In 1955, he continued, the “aver- dential Insurance Co. is currently | 
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HRESTONES GET RAYMOND MOTOR TRANSPORTATION, INC., 
BID FOR LOWEST COST PER MILE 


“When we buy truck tires, we buy on the basis of lowest 
cost per mile,” says Clare B. Palin, Supervisor of Mainte- 
nance, Raymond Motor Transportation, Inc., Minneapolis, 
Minnesota. 

“With an over-the-road genera: freight operation like ours, 
tire recaps are obviously the key to lower tire costs,” Mr. 
Palin continues. ‘““That’s where Firestones prove themselves 
like no tires we’ve tried. Consistently, our Firestone nylons 
average 3 to 4 recaps per tire. We know from experience 
Firestone nylons give us the best return on the dollars we 
invest in truck tires.” 





TRANSPORT® SUPER MILEAGE 
TRANSPORT® 


SUPER ALL 


SUPER MILEAGE 
LUG TRACTION® 


Carefully kept cost records for America’s leading truck fleets 
prove conclusively that Firestone S/F (Safety-Fortified) 
nylon cord has extra stamina built im for extra recaps. Fire- 
stone S/F nylon is 40% more stable than ordinary nylon, 
controls stretch and body growth for toughness and resilience 
no other tire cord can match. 


On long hauls and short hauls, throughout the industry, Fire- 
stone tires with S/F (Safety-Fortified) nylon are helping 
truckers hold costs in line. Specify them today . . . tubed or 
tubeless. Find out why S/F nylon Firestones are the pride 
of the fleets. 


YOU CAN'T BUY A TUBED OR TUBELESS TIRE THAT COSTS LESS 
PER MILE THAN FIRESTONE 


Firestone 


BETTER RUBBER FROM START TO FINISH 
Enjoy the Voice of Firestone every Monday evening on ABC television 
Copyright 1958, The Firestone Tire & Rubber Company 


a 
at its lowest point,” the Witney 
stated. 
+ + = 

pe Stradella did not 

lieve that the monthly dolla. 
and-dime increases in finance ang 
insurance charges were keeping 
people out of the market wh, 
might otherwise buy new «ars, p, 
also said that GM dealers are ny 
GMAC “agents,” and that GMa 
finance charges have to be com 
petitive with other financing jp, 
stitutions in the trading area. 


A Washington, D. C. car dealer 
| however, told Sen. Kefauver thy 
only his insurance and financing 
| income are keeping him from sink. 
ing into the red, since his cy 
|sales are losing money. 
| He was Ernest R. Eaton jr. 
president of Eaton Chevrolet, Inc. 
and he testified that he grossa 
only $256 before expenses on each 
|new-car deal closed during the 
jlast five months. His average ip. 
|come from GMAC financing anjé 
insurance ran about $150 per car 
jhe added, although he manages t 
sell a GMAC contract on only half 
his sales. This cuts his margin to 
an average of $79 per car, Eaton 
| explained. 

Eaton, who has had his dealer- 
ship only six months, testified 
that his finance charge to cus- 
tomers is 7 percent a year over 
the life of the contract. He dis- 
counts the contracts to GMAC at 
4.35 percent. Eaton said he also 
receives a 25 percent commission 
on insurance sales. 


While Stradella didn’t think that 
the level of finance charges meant 
too much to new- 
car buyers, the 
income from 
them meant the 
difference be- 
tween red and 
black ink to 
Eaton. 

Exploring other 
corners of the 
|; auto industry, 
the subcommittee i 
heard from two 
economics profes- C. G. Stradetia 
| sors, Dr. Gregory C. Chow, of Mas 
| Sachusetts Institute of Technology, 
jand Dr. Daniel B. Suits, of the 
| University of Michigan. Both men 
have endeavored to work out for- 
mulas to determine how much 
sales would increase if car prices 
were reduced by a given percent- 
age. 











. + > 


Lower Level Ahead? 


N INTRODUCING the witnesses 
Sen. Kefauver said: “This 
branch of economics is not an easy 


field — the questions it seeks to 
answer are difficult ones indeed, 
and the discipline itself is rela- 


tively young. In view of this fact, 
we should not be surprised if there 
is some diversity of opinion.” 

| And diversity there was, al- 
though both Dr. Chow and Dr. 
Suits agreed on one thing: The 
outlook for new-car sales this year 
is very poor. 

Dr. Suits foresaw a new-car 
sales decline from 1957 totals of 
“something more than a million 
cars” this year. 

“The high sales in the postwar 
market were largely generated by 
the great gain in income coupled 
with an initial deficit in car stock, 
inherited from the war,” Dr. Suits 
testified. “It now appears that this 
period is over, and we must be 
prepared to readjust to a some 
what lower level of new-car de 
mand.” 

What is this “lower level?” Dr. 
Suits believes it is now about four 
million a year, but will tend to in- 
crease about 250,000 cars a year 
as the nation recovers from the 
economic slump. 

* x * 


AKING a somewhat different 

tack, Dr. Chow said he pre 
dicts a five-million new car sales 
year, if disposable personal income 
in money terms drops only one 
percent. If it falls 3 percent -—- 4 
some fear — he forecast a 4.6 mil- 
lion sales year. 

“What possible actions can we 
take to raise these sales figures 
to the 1957 level of six million 
cars?” Dr. Chow asked. “A price 
decrease of 15 percent will raise 
the five-million annual purchase 
to six million. A price decrease of 
20 percent will raise the 4.6 milliom 
annual purchase to six million.” 

Still another witness, Laurence 

(Continued on Page 16, Col, 2) 
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BENDIX SELF-ADJUSTING BRAKES ADD 
TO THE SAFETY AND ECONOMY OF THESE TWO GREAT CARS 


Mercury and Edsel for 1958 feature 
Bendix’ latest development—brakes that 
adjust themselves! 

The new Bendix* Self-Adjusting Brakes 
not only save the bother and expense of 
periodic brake adjustments but are safer, 
too. Stopping power is maintained at 
maximum because all four shoes are 
always correctly adjusted. And the driver 
is assured of effective brake applications 
because there is always maximum clear- 
ance between pedal and floor. 


Bendix fivisiox South Bend, wo. a 


Reasons such as these make Bendix 
Self-Adjusting Brakes a real sales feature 
for any car. We predict you will hear 
more about them in the years ahead. 

For over thirty years Bendix Products 
Division has demonstrated its ability not 
only to meet, but to anticipate the needs 
of the automotive industry. From four- 
wheel brakes to power braking and 
power steering, Bendix has pioneered 
and developed many of the industry’s 


most notable advancements. 
*TRADE MARK 








When shoe clearance exceeds a predeter- 
mined amount, a ratchet sets up the star wheel 
adjuster one notch as the brakes are applied 
while the car is in reverse. This automatically 
compensates for lining wear, adjusting the 
shoes to exactly the right fit within the drum. 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of hy and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Excise Reform Is Unlikely 
Unless Industry Hustles 


EPORTS from dealers indicate that failure of the Fed- 
eral Administration to take a clear-cut stand on the 
excise tax is having a serious effect on sales of new cars. 





Many dealers declare that if only President Eisenhower 
would say that should excise taxes be cut, the cut would 
be made retroactive, he would remove a serious barrier to 
new-car sales. 


Salesmen say that they repeatedly hear this from cus- 
tomers: 


“Why should I buy a car now when I might be able to get 
it 30 days from now for $100 to $200 cheaper?” 


This seems like a tough one to answer, but the fact is 
that unless auto dealers and makers exert a great deal more 
. effort than they have, there is going to be no cut. 


The excise on automotive items is outrageously unfair. 
With automobiles so vital to our economy and necessary to 
our way of life, there is no justification for automobiles to 
carry a special burden ranging from $150 upward. 


This is so unfair that it is hard to believe that it would 
not be swept away by any fair-minded group of legislators. 


But remember this: Unfair as this tax is, it has been con- 
tinued year after year for decades. Why? 


It simply is too much money to give up. Multiply $150 
by five million cars in a year and it becomes obvious that 
no matter how unfair the auto excise tax is, it is just too 
much for legislators to give up without a fight. 


There is, however, a solution. The auto men have pointed 
to it for years. Replace the discriminatory excise tax on a 
few products with a much lower sales tax on all products. 


This can and should be done. But it won’t be done unless 
the auto industry makes an all-out effort. 


Congressional action on the excise tax must be completed 
by June 30. 
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Coming 
Events 


Dealer Conventions 


May I1-13—Idaho Automobile 
Assn., Lewiston, Ida. 

May I!1-13 — lowa Automobile Dealers 
Assn., Ft. Des Moines Hotel, Des Moines. 

May 11-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 

May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


Dealers 


ton. 
May 17-19—South Carolina Automobile 


Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S, C, 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 


May 21-22—Missouri Automobile Dealers 
Assn.. Hotel Muehlebach, Kansas City. 

May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach, 

June 3-5—Spring Meeting, New York 
State Automobile Dealers, Inc., Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. b 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 

June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 

June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 

Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 

Aug. 10-12—Georgia 
mobile Dealers Assn. 
Augusta. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 5-7—Maine Automobile 
Assn., Eastiand Hotel, Portland. 

Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel, Colorado 

Sept. 7-9—Wyomina Automobile 
Assn., Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn.. Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn.. Hotel Marion, Little Rock. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn.. iInc., Sheraton-Seelbach Hotel, 

Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 
ealess, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Sept. 30-Oct. 2—New Jersey Automotive 
rade Assn., Chalfonte-Haddon Hall 
Hotel, Atlantic City. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 


Independent Auto- 
Bon Air Hotel, 


Dealers 


Dealers 
Springs. 
Dealers 


Nov. §2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-18—Mississipp: Automobile Deal- 


ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
Dec. 9%—Milwaukee County Automobile 
Dealers Assn.. Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 
* * * 
Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 


national Amphitheatre, Chicago. 


Jan. 22-27—Tampea Auto Show, Fort 
Hesterly Armory, Tampa. 
Apr. 6I!—Denver Auto Show, Denver 
Auditorium, Denver. 
> > = 
General 
May I!-l4—Annual Convention, Automo- 


tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 


Bidg., Los Angeles. 

May 26-27—N-A-P-A Nationa! Business 
Conference, Sheraton-Fontenelle Hotel, 
Omaha. 

Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bldg., Eastern 
pains Exposition, West Uriagfield, 

ass. 
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Automotive Cartoon| 


Of the Week 








“And remember, Hinds, anybody who comes in to ‘just 


look around’ is already half sold.” 









Letterbox 


Praise Almanac 

The 1958 Avtomotive News Al- 
manac ... is certainly very well 
done and complete in every detail. 





‘sane Wee EMO. kw ss 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Newberg, 
president, Chrysler Corp. 


ezecutive vice- 


I would like you to try something 


| We always appreciate having a| out on your production curves on 


copy of this informative publica- 
|tion—James M. Rocne, general 
|manager, Cadillac. 


...+ by far the greatest yet .. . 

the top reference book on our 

| industry—M. C. Patterson, gen- 
eral manager, Dodge. 


| An excellent job — as always. —| 


Ross Roy, president, Ross Roy, 
|Inc., Detroit. 

> > > 
| It (1958 Automotive News Al- 


manac) is the greatest edition 
| yet. It will serve us well—R. D. 


| McKay, former NADA president, 


Wichita, Kans. 
. > > 
You did a marvelous job. -— 
Henry Forp II, president Ford 
Motor Co. 
> * > 
I went through it this morning 
and thoroughly enjoyed seeing pic- 
tures of old friends and business 


|associates. We find your Almanac 


very helpful and useful here in 
my office.—E. C. Row, first vice- 
president, Chrysler Corp. 


* * * 


. . . had the opportunity over 
the weekend to look it over. 
As always, your organization has 





done an outstanding job.—W. C. 


- 


The Big Stories 


General Motors Corp.’s net income during the first quarter of 1938 
was $8,264,413, compared with $44,864,166 for the corresponding period 
in 1937. Studebaker Corp, had an operating loss of $1,072,352 in the 
first quarter, compared with an operating profit of $699,459 in the 


same quarter of 1937. Packard Motor Car Co. reported a first quarter 


loss of $389,430. 


The first 10 cars in registrations this week in 1938 were: 1. Chevro- 
let, 108,128; 2. Ford, 98,688; 3. Plymouth, 55,083; 4. Buick, 35,566; 5. 
Dodge, 24,702; 6. Pontiac, 22,854; 7. Oldsmobile, 21,420; 8. Chrysler, 
11,585; 9. Packard, 11,438; 10. Hudson, 9,825. 

April factory shipments of cars and trucks were set at 237,400 units, 
slightly under March shipments and 57 percent under the correspond- 


ing month in 1937. 


—From the files of Automotive News. 
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page 29 (in the Almanac) at the 
top of the page. You have a month- 


|to-month production chart. These 


kind of charts are always interest- 
ing because they always show suck 
a variation from month to month 


For a great many years, I used 
to run a 12-month running average 
and a 24-month running average 
on car production and car sales 
In compiling such a chart every 
month you drop one month and 
add another. In other words, if 
you were running a 12-month chart 
you take the 12 months of say 


| 1950, add them together and divide 
| them by 12 and that gives you your 
| position on the chart. Then in Jan- 


uary, 1951, you drop January of 
1950 and add January of 1951 to 
the 11 months of 1950. Again divide 
by 12 and that gives you your 
position on the chart. Now you 
can do it either by months or you 
can do it by quarters. 


On the 12-month running aver 
age I prefer months and on the 
24-month running average, I prefer 
quarters. This will give you & 
good chart of the growth of the 
industry. Now; then, if you will 
take your current chart and lay 
this on top of your 12-month run- 
ning average or your 24-month 
running average, you can immedi- 
ately tell whether or not the in 
dustry is building its production 
or significant dragging in its re 
tail sales. I ran charts both on 
sales and on production for this 
purpose. I hope this gives you 
something to think about.—K. T. 
KELLER. 

* + ” 


We certainly use this as our 
“Bible.”—Rosert M. Evuis, McCann- 
Erickson, Inc. 

* * + 


It seems more complete and 
useful than ever—and that’s saying 
something!—J. B. McMecuan, in 
stitutional advertising, Ford Motor 
Co. 


* * * 


I have always used the Almanac 
as a reference volume, both as 4 
dealer and as a factory representa 
tive.— W. E. ScHoon, advertising 
manager, Pontiac. 
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AWARD IDEA SELLS 
CARS IN VOLUME 
AT A PROFIT 


Winner of this month’s $50 Uni- 
yersal C.I.T. Sales Ticker award 
is T. E. Miller, President of 
Miller Pontiac, Inc., Columbus, 
Georgia. 

Miller has long made a prac- 
tice of tying in a special sales 
drive with popular local events 
such as a county fair or a com- 
munity anniversary. Ideas and 
tactics used in his successful 


clean-out of ’57 stock by means 


of still another tie-in promotion 
can well be applied by dealers at 
any time of the year. Miller 
wrote :— 

“Late in October, I learned 
that the biggest movie house in 
town was going to spark a real 
circus-type promotion of the pre- 
miere showing of a star-studded 
movie. With the cooperation of 
the theatre manager, I launched 
asales campaign that tied in with 
the movie showing, via news- 
papers, radio, TV and Theatre. 
We had a parade, offered free 
tickets to showroom visitors, etc, 

“This idea sold cars in volume 
and at a profit. Here is the result: 
by November 1, all 42 Pontiacs 
in our stock had a new home.” 





IT PAYS TO BE HUNGRY 


We have all heard the 
expression, ““He’s a hun- 
gry fighter.”” It means 
that a professional boxer 
is very ambitious, has a 
lot of drive, fights hard 
and well to get ahead. 
That state of being 
“hungry” is one of a 
fighter’s most valuable assets; it 
helps him surmount the disap- 
pointments, ignore the hurts, go 
through the daily grind of practice 
and preparation which are neces- 
sary to winning fights. 

But oddly enough, when this 
hunger pays off, when determina- 
tion, skill and plain ordinary 
courage have made him a head- 
liner, the fighter’s big problem is 
staying hungry. 

Too often, success, acclaim, 
bright lights and the temptations 
of soft living lull him into the 
false belief that he can stop try- 
ing, that nothing can stop him. 
When he loses that hunger, he’s 
on his way down. 

This hunger is a necessary part 
of every man who wants to stay 
on top. And like the fighter, when 
complacency walks in the door, 
further progress flies out the win- 
dow. When any man who achieves 





ITEMS OF 


ADVERTISEMENT 





Two-week sales conference brings together Universal C.I.T. District 
Managers from coast-to-coast in training program at the company’s 


headquarters in New York. 


Finance Men Attend 
Management Conference 


Last Friday, Fred Cosper headed 
for the Cleveland airport to take 
two weeks off with pay. This was 
no vacation jaunt, however, be- 
cause Cosper and fourteen other 
District Managers were coming 
to a full-time executive training 
conference at the New York 
headquarters of Universal C.I.T. 
Credit Corporation. 

Far from being a “‘school’’ ses- 
sion, this conference turned out 
to be a down-to-earth shirt sleeve 
program that will last for two 
weeks, from 9 A.M. to 5 P.M. 
each day with plenty of evening 
assignments. 

These C.I.T. conferences start- 
ed back in 1950, when over a 
thousand U.C.I.T. managers at- 
tended a series of meetings on 
successful selling techniques. 
Since that time, more than 900 
men have attended a tailor-made 
Branch Manager program, while 
700 additional men have attended 
subsequent District Manager 
conferences. 

Asked just what value these 
conferences are to Universal 
C.I.T. and its dealers, Alan G. 
Rude, President of Universal 


@ measure of success gives up 
fighting and sits back and con- 
gratulates himself on his bril- 
liance, he is, in effect, saying “I 
have gone far enough, why should 
I bother trying any more?” 

There is no easy way to climba 
mountain—the men who work 
and sweat and work and sweat 
and work some more are the ones 
who reach the top. 

Greater success is the goal 
beckoning every man who refuses 
to stop trying—the man who 


stays “hungry.” 


C.1.T., said:—“‘We recognize that 
one of the most valuable services 
we can provide to our dealers is a 
well-trained group of people who 
are alert, aggressive, up-to-the- 
minute, and throughly familiar 
with the operations of an auto- 
mobile dealership. 


“For that reason, we have in- 
vested hundreds of thousands of 
dollars in this continuous train- 
ing program. We bring our people 
together from Canada and our 
territorial operations as well. In 
this way, these executive confer- 
ences serve not only as informa- 
tion centers, but as a forum 
where successful selling and man- 
agement techniques can be ex- 
changed and discussed, and later 
presented to all our dealers. 


“This is one of the ‘exclusives’ 
a dealer gets when he does busi- 
ness with Universal C.I.T.” 


Topics discussed at these con- 
ferences, in addition to current 
dealer problems, are the responsi- 
bilities of a sales finance company 
to sound car merchandising, suc- 
cessful salesmanship and human 
relations. 
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SALES DRIVES BY DEALERS 
BACKED BY C.I.T. PROGRAM 


To back all-out community and industry efforts to revive the auto- 
mobile sales market, Universal C.I.T. Credit Corporation has 
redoubled in past weeks the auto-sales promotion activities of its 


750-man field sales force. 


The full arsenal of C.I.T.-sponsored selling weapons has been 


wheeled into action at meetings | 


called to stress sales know-how 
and inspiration in dealerships 
from coast-to-coast. 


Three potent sales films pro- 
duced by C.I.T. are being 
screened hundreds of times each 
week before audiences of car 
salesmen, serving as highlights of 
dealers’ regular sales meetings. 
They are the colorful “The Magic 
Moment,” a series of true-life 
dramas of successful prospecting, 
selling and closing methods and 
incidents; ‘‘Quality Sells,” a test- 
ed presentation of the correct 
way to overcome price objections, 
and “The Approach-Close For- 
mula,” a no-frills showing of the 
way hundreds of thousands of 
automobile sales have been quick- 
ly closed by the correct use of the 
dealer’s finance plan as the key 
to the sale itself. 


Developing Dealer Profit 


In addition, Universal C.I.T. 
men are emphasizing the huge 
store of accumulated sales knowl- 
edge that is contained in the 
C.1.T. “Continuing Program for 
Developing Dealer Profits.”’ This 
loose-leaf volume contains more 
than 25 clear-cut, workable ideas 
for improvement in prospecting, 
nearly 100 direct suggestions for 
creating sales or saving the deal, 
an entire section on the develop- 
ment of the two-car-family mar- 
ket, multiple used car selling 
and special-campaign plans, and 
the complete presentation on con- 
trolling time sales that has been 
created out of C.I.T.’s nearly 
forty years in the auto-finance 
business. 


At the same time, Universal 
C.I.T. men are holding half-day 
Sales Conferences in community 


Dietz Builds Buyer Confidence on NBC Network 


Asked to give his views about 
the recession, Arthur O. Dietz, 
President of C.I.T. Financial 


Corporation, told a coast-to- 
coast audience, on two NBC 
Monitor programs a few weeks 
ago:—‘“‘We have 60,000,000 
people who have good paying 
jobs today. Their take-home pay 


is very substantial. There’s no 
reason why they shouldn’t soon 


regain the kind of confidence our ~ 


country is noted for. And when 
they have the confidence to buy 
the things they need,.and a new 
car if they want one, it will not 
be long before this recession is a 
thing of the past.” 














after community, bringing to- 
gether salesmen for thorough dis- 
cussions and explanation of sell- 
ing and financing procedures and 
the right ways to get the most 
out of the house plan for finane- 
ing sales of cars. 


Valuable As Refresher 


Designed primarily to help new 
salesmen, these Conferences have 
been found by dealers and sales- 
men alike to be highly valuable 
as refreshers for men who have 
participated in them before, per- 
haps as long as two or three 
years ago. 

In every case of a film showing 
or a conference, the C.I.T. repre- 
sentative is prepared to leave 
outlines, booklets and other ma- 
terial for permanent use and 
reference for every man in the 
audience. 

Only a telephone call or request 
to a local Universal C.I.T. repre- 
sentative is needed to put any 
part of this program into motion. 
This is a cost-free proposition 
that will add spark and solid 
sales assistance to the spring 
selling drive on any dealership. 


“AUTO BUY” WEEKS 
SPARK BIG SALES 


Reaction to Cleveland’s ‘Auto 
Buy Week” promotion has led 
more than 250 other dealer 
groups across the country to 
emulate thissuccessful sales drive. 
All-out promotion of commu- 
nity Auto Sales weeks is the key- 
note of C.I.T.’s Star-Studded 
Weekends on NBC’s Monitor. 
Called the greatest concentration 
of entertainment and commercial 
announcements in the history of 
broadcasting, C.I.T. told millions 
of listeners on the weekend of 
April 25 about the advantages of 
buying a new or used car now— 
and the dazzling array of car-bar- 
gains dealers:had to offer. Up- 
coming on the weekend of May 
23 is another saturation schedule 
of sixty-nine C.I.T. broadcasts 
urging listeners to visit their car 
dealers for outstanding spring 
deals. It is estimated that each 
weekend 10 million families hear 
this “you auto buy now” message. - 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


A FEW weeks ago I received an 
unusually interesting letter 
from an automobile dealer, in part, 
as follows: “Very often I rent 
automobiles and motor trucks to 
my customers, My question now is 
whether or not I am responsible 
for injuries caused by these cus- 
tomers while they operate my 
motor vehicles.” 
The answer is: 
The one in con- 
trol of the driver 
or operator is 
liable for injuries 
caused by his 
negligence. 
According to a 
recent higher 
court, sympathic 
testimony, which 
influenced a jury 
L, T. Parker to award an in- 
jured employe compensation or 
damages, will cause the employe 
to lose his suit. 
For illustration, in Waldroop v. 
Miller Corp., 301 Pac. (2d) 521, 
the testimony showed that an 
employe was injured and he suf- 
fered total permanent disability. 
During the employe’s suit against 
his employer to recover compensa- 
tion, under the State Workmen's 
Compensation Act, the wife testi- 
fied that, because of the injury to 
her husband, she had to go to 
work. 





Compensation Awarded 
N VIEW of this testimony, the 
jury awarded the employe com- 
pensation. The higher court 
promptly reversed the verdict, say- 
ing: 

“It seems too clear for argument 
that the testimony was incompetent 
in the trial of this case and that 
it was highly inflammatory and 
could have had no other actual 
effect than to appeal to the sym- 
pathies and prejudices of the mem- 
bers of the jury.” 

Few readers realize the impos- 
sibility of enforcing rules or regu- 
lations which interfere with the 
proper and efficient operation of 
a municipal water supply. 

Hence, a city ordinance is valid 
and enforceable, although it results 

in financial loss to automobile deal- 
ers and other property owners pro- 
viding the law protects the city 
water supply. 


> + > 

Digging Prohibited 
N CITY of North v. Miller, 227 
N. W. 743, it was disclosed that 





FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 

@ Plan on Steady Business! 
OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 

Cers Are Located 
la Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 








a municipality enacted an ordinance 
prohibiting property owners from 
digging in close proximity to the 
pipes of its city water supply. An 
automobile dealer-owner of a lot 
violated the ordinance, 


The city officials filed suit to pre- 
vent completion of the dealer’s 
work, and the court promptly held 
the ordinance enforceable, saying: 

“The legality of an ordinance, 
when reasonable, has been long 
recognized by our courts... It 
is, however, necessary that an 
ordinance be reasonable, and the 
reasonableness becomes the test 
of its legality. 

“Any ordinance to be legal must 
be reasonable . .. Legislatures may 
not, under the guise of the police 
power, impose restrictions that are 


the city council had a right to 
refuse the giving of a permit.” 
oa « * 


Buyer Must Act Promptly 


_ month, a higher court held 
that if the buyer of a defective 
motor vehicle delays in returning 
the vehicle to the seller, the buyer 
must keep and pay for the defec- 
tive automobile. 

For example, in Cross v. Rial 
Motor Co., 305 S. W. (2d) 129, the 
testimony showed facts, as follows: 
On Nov. 26, 1955, one Cross pur- 
chased a new 1956 pickup truck 
from Rial Motor Co. 

The downpayment was $977.48, 
and the balance of the purchase 
price amounted to $2,747.52 and 
was payable as follows: $791.09 
on May 25, 1956; $1,107.83 on Nov. 
25, 1956; and $875.64 on May 25, 
1957. Rial Motor Co. retained title 
to the pickup truck in a condi- 
tional sales contract. 

Legal controversy arose when 
Cross noticed that the equipment 
was not operating satisfactorily. 
He made several attempts, by tak- 


unnecessary and unreasonable upon/|ing the truck to Rial Motor Co.’s 


the use of private property or the 
pursuit of useful activities ... We 
find the ordinance both legal and 


| garage and to other garages, to 


correct the defects. 
Finally, after having driven the 


reasonable, and, in this instance,| truck 6,288 miles, he left is parked 








“How thoughtful of you, sir, to 
bring the little lady down to help 
you pick out your new car.” 





on premises of Rial Motor Co. some 
time near the end of April, 1956. 
Thereafter Cross refused to make 
further payments. Rial Motor Co. 
sued Cross to collect the amount 
due on the contract. 

It is interesting to observe that 
the higher court held that Cross 
could not rescind the contract and 
he must pay the full balance due. 

This court explained that its de- 


a 
cision was based on the testi 
that Cross had not promptly rm 
turned the truck to the seller, 
discovering that it was defective, 

* * * 


Shell Barred from Giving 
Discounts for Resale Gas 

WASHINGTON.—The Fe derg) 
Trade Commission has approved 
consent order prohibiting Shell oj 
Co. from granting user discounts 
to customers who resell the gago. 
line. 

Two Shell customers, Premie 
Cab Assn., Inc., and Washington 
Cab Assn., Inc., both of Washing. 
ton, also were barred from recgiy. 
ing user discounts on gasoline 
bought for resale. 

Under the order, Shell must sel 
purchasers, for gasoline they reselj 
to the public in competition with 
retail filling stations, the same 
price it charges the latter. 

FTC said that although the cab 
associations received lower prices 
under a special contract providing 
that the gasoline was not intended 
for resale, Shell knew it was being 
resold to the public. 
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FULL LINE OF EXTRA-OUTPUT D.C. GENERATORS 
FOR MEDIUM- TO HEAVY-DUTY APPLICATIONS 









CHECK THESE EXTRA-DUTY D.C. FEATURES 


e@ Substantial output 
at engine idle where required 


e@ Greater brush area— 
better commutation, longer brush life 


@ Ball bearings at both drive and commutator ends 


@ Sealed field coils— 
impervious to moisture and corrosion 


e@ Double insulated armature coils— 
nylon and cotton 


e@ Hot-impregnated armature for extra insulation 


@ Dynamically balanced armature 
e Wider, heavier brushes— 


service up to 100,000 miles is common 






















NEW TOTALLY ENCLOSED GENERATORS 
FOR OFF-THE-ROAD APPLICATIONS 


Forced-air cooled for 50% more output 
with no increase in size! Splash-proof. 
Dust-proof. 6-, 12-, 24-volt d.c. models. 


NEW PIGGY-BACK GENERATORS 








Extra power with economy! Tailored 












extra output in single voltage systems. 
You can use both 6- and 12-volt d.c. 
units on the same vehicle. 
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As World Tour Ends... 
ee 


U.S. Small Car Seen by Rootes 


DETROIT.—Notes on auto com- 
petition and an executives’ tour 
lighted news of imported cars 
reaching here last week. 
The week’s top news of foreign 
makes included these items: 


* * * 


U. §. Small Car Seen 
ARKING the end of his 40,000 
M miles around-the-world tour, a 
reception was held in New York 
for Sir Reginald Rootes, deputy 
chairman of the Rootes Group, 
which manufactures British-made 
Hillman, Sunbeam and Humber 
cars. 
The meeting was attended by 
East Coast dealers 


Import for these British 
cars. 

Car Asked to comment 

Notes on press reports that 


U. S. manufacturers 
are contemplating production of 
smaller cars, Rootes declared: 

“I believe the success of the im- 
ported economy car has shown that 
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CHECK THESE SUPERIOR A.C. FEATURES 


@ Greater output at engine idle 


@ Dependable performance 
at all operating speeds 


© Exclusive self-regulati 





FULL LINE OF A.C. GENERATORS FOR 
EXTRA-HEAVY ELECTRICAL LOADS 


there is a basic demand for low- 
priced transportation, provided it 
does not entail any great sacrifice 
of comfort. I would not be sur- 


| prised, therefore, to find American 
| designers following this trend. 


“In practically all other markets 
the customer has a wide choice as 
to the size and type of car he can 
buy. In this country the cars have 
all grown so large that the choice 
has, until recently, become very 
restricted. 

“The effect of the introduction 
of a variety of smaller cars and 
their reception by Americans show 
that they, too, want to have a 
wider selection from which to 
choose. I believe that in the long 
run this development will be a 
great asset to the American auto- 
mobile industry as a whole.” 

Dealers wanted to know whether 
the appearance in large numbers 
of smaller, domestically produced 
cars would affect the market for 





Rootes Group cars. Rootes refused 
to be pessimistic on this score. 

“I believe our Hillmans and Sun- 
beams are now so well established 
in this country, with a closely knit 
chain of American dealers to serv- 
ice them from coast to coast, that 
they will continue to be in strong 
demand,” he said. “After all, they 
offer the strictly European styling 
and British craftsmanship which 
could not be easily paralleled.” 

= * = 


Renault 


IFTY-FOUR Renault dealers 
from Arkansas, Louisiana, 
Tennessee, Mississippi, Alabama, 
Georgia and northwest Florida at- 
tended a special dealers meeting in 
Pensacola, Fla., held by Jarrard 
Motors, Renault distributor. 
Wendell Jarrard, president, or- 
ganized this meeting upon his re- 
turn from the Renault distributor 
meeting in Houston. 
The objectives of the meeting 
were to outline to the dealers the 
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policies and goals laid down by 
Robert E. Valode, general manager, 
and Jack C. Kent, national sales 
manager, 

Similar meetings will be held 
throughout the country by all 
Renault distributors. 

+ * * 
_— demand for imported cars 
in the American market has 
outrun production facilities, accord- 
ing to Lord Arthur W. Tedder, 
chairman of Standard Motor Co., 
Ltd., Coventry, England. 

On a visit to the U. S., Lord 
Tedder said his company is plan- 
ning to develop more than 280,000 
additional square feet of produc- 
tion space to meet the demands of 
the U. S. market. 

“We anticipate that a minimum 
of 15,000 units will be sold this year 
as opposed to 8,000 last year,” he 
said. 

* * * 
Simca 
ORE than 1,200 Simca automo- 
biles have been sold in the 
State of Washington in the last 12 
months, according to Leonard M. 
Wilcox, president of Wilcox Mo- 
tors, Seattle. 

His firm is the statewide distrib- 

utor for the French cars. Simca 


The only complete 
line of both d.c. and 
a.c. generators — 
right for your job! 


Name your generator need. Better charge 
at engine idle? More power for the ever- 
increasing demands of more and more electri- 
cal accessories? Lower replacement cost for 
lighter duty operation? 


You name it. Delco-Remy meets it. Delco- 
Remy, in fact, has the only complete line of 
both d.c. and a.c. generators with matching 
waterproof regulaters to meet every fleet re- 
quirement. Whether you haul light loads or 
heavy loads—off the road, around town, or 
across the nation—at highway speeds or in 
creeping traffic—Delco-Remy has the right 
generator to fit your need. 


The complete Delco-Remy line brings you 
this important benefit: When you buy these 
extra-duty generators through the United 
Motors System, or from your vehicle dealer, 
you get the tailored performance you need— 
at minimum cost. 


Specify Delco-Remy extra-duty generators 


on your new equipment, and for replacement 


on your present equipment. Only the com- 


plete Delco-Remy d.c. and a.c. line covers 
all the bases to fit every generator need. 


current control— 


no current regulator or limiter needed 


@ Exclusive stainless steel slip rings 


@ Extra-large ball bearings 


at both drive and commutator ends 


@ Shaft-keyed rotors 


prevent high torque slippage 


@ Easy all-around maintenance— 


positive oiler lubrication 


Delcg 
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GENERAL MOTORS LEADS THE WAY—STARTING WITH 
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ELECTRICAL SYSTEMS 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS «+ ANDERSON, INDIANA 
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ranks second in foreign-car sales in 
State of Washington, Wilcox said. 
* * * 
Lloyd 
IONEER DISTRIBUTORS, 2311- 
47 S. Jefferson, St. Louis, has 
been organized to distribute, retail 
and service German-made Lloyd 
vehicles. 
The firm, a subsidiary of Pioneer 
Plymouth, Inc., was organized by 
H. B. Pelke. 


* * + 


Ford International 


HE Ford International division 

has opened an office in Brussels, 
Belgium, to assist Ford gales and 
assembly companies in Europe, 
according to Tom Lilley, general 
manager. 

Lilley said the Brussels office 
will advise Ford companies at 
Paris, Antwerp, Belgium; Amster- 
dam, The Netherlands; Bologna, 
Italy; Lisbon, Portugal; Copen- 
hagen, Denmark; Helsinki, Fin- 
land; Stockholm, Sweden, and 
Alexandria, Egypt. 

William E. Biggerstaff, former 
regional sales manager in Europe 
and Egypt, will manage the office. 


* * * 


British Motor Corp. 


RITISH MOTOR CORP. an- 

nounced that its first-quarter 
exports were the highest of any 
comparable period in company 
history. Exports were 21 percent 
above the first quarter of 1957 and 
18 percent above the January- 
March period of 1956. 

The company said the North 
American market continues to ex- 
pand and claimed that BMC ac- 
counts for more than 40 percent of 
the British industry’s exports in 
the world market. 

> © > 


Volvo 


MONG the 1,008 Volvo vehicles 

docked in Long Beach, Calif., 
last week were a number of trucks 
powered by Volvo’s new smokeless 
diesel. 

The Volvo diesel has its throttle 
linked to the air intake, not the 
fuel pump. A vacuum governor 
controls the fuel metering so that 
the engine cannot be flooded with 
fuel. Thus, says Volvo, its diesel 
never smokes. 

= > : 


Firestone Making Tires 
For Americans’ Imports 


AKRON. — American owners of 
European autos now can buy 
American-made tires for their cars, 
according to Firestone Tire & Rub- 
ber Co. 

Firestone said it is producing 
tubeless tires, that can be used on 
95 percent of the foreign autos, in 
the eight most popular sizes. 
are made in both white and black 
sidewall styles. 





are you a 


GUESSTIMATOR 


of new car costs? 


ompeti 
Order the ALL NEW 1958 edition of 
“AUTO COSTS” — the 
authoritative book that 
gives you complete list- 
ing of the DEALER 
COST of all new 1958 
American autos, 20 
foreign autos and 
Ford, Chev. and Dodge 
light trucks and their 

equipment. 

Don't lose sales to 
competitors because 
you "think" you 
what their costs are. A 

wrong guess of $25 may lose many deals. 
Now you can know the exact DEALER 
COST of competitive makes! You'll save 
many deals with this valuable informa- 
tion. All supplements are free. 
SATISFACTION GUARANTEED 

Send no money! Just fill-out and mail the 
convenient coupon. We will bill you on 
delivery. Remit accordingly. If not entirely 
@s represented, return the book imme- 
diately for full credit. 





| AUTO COSTS PUBLICATIONS | 
| P. ©. Box 224— Dept. R2 I 
| New York I, N. Y. | 
Please enter my subscription to | 
| “AUTO COSTS" for (3 yes. $18 I 
j $:----------- enclosed C2 yes. gis | 
,oO™ Me Ol yr. so | 
D eMNG  nnaconccvceisccossessecbin eta | 
| WOON ni 6c casbuncoasdcacasdedoesaaec eee ! 
| GE viivigikins ossecacngecekeavaancane ! 
BIIOOR i. on'k< cakiac ctcskanccecshacieeaee | 

Zone. .... State ! 
























































































|or domestic—are here to stay.” 


| might be expected. 
“An _ indeterminate 
| foreign car - buyers 
bought used cars—or 


number 


One of the accessories for the 
1900 motorists was an ammonia 
squirt gun for use against dogs. 








|must compete.” 
The AUTOMOTIVE NEWS ALMANAC is | 
@ year-round friend. Use it often for statis- | 


Auto Washington 


(Continued from Page 10) 


But he suggested that foreign- 
car sales have not hurt sales of 
new U. S.-made cars as much as 


would have 
no cars— 
were no imports available,” Crooks 
said. “It is, in fact, the U. S. used 
car with which the smaller imports 


But Crooks predicted that the| 





tics, buyer information and personnel data. ' imports will keep right on arriving 


THERE'S A BIG DIFFERENCE IN THE THREE HOUSTON NEWSPAPERS .. . 


wo ADVERTISERS wow m: 


% OF TOTAL LINAGE EXCLUSIVE ACCOUNTS 


43% 68% 
38% 26% 
_19% 6% 
100% 100% 


TWICE AS MANY ADS AS THE POST! SIX TIMES AS MANY AS THE PRESS! 
NUMBER PERCENTAGE 

133,882 61% 
64,804 29% 
21,795 10% 


220,481 100% 


CHRONICLE 
Post 
Press 


TOTAL 


CHRONICLE ADS 
Post Ads 
Press Ads 


TOTAL 


TOTAL ADVERTISING LINAGE FOR YEAR 1957 
MORE THAN BOTH OTHER NEWSPAPERS COMBINED! 


CHRONICLE 42,710,266 
Post 31,694,991 
9,764,940 
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PRODUGTTON 
Sf 
-GREY JIRONSGASTINGS 
ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
RODUCTION *FOLINDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


TENNESSEE 
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E. Crooks, who handles auto test-|on our shores “because they are 
ing for Consumer Reports maga-| fun to drive.” 

zine, said he felt sure that “small, 
tight, quicksilverish cars—imported 


“Perhaps,” he concluded, “if 
there get to be enough of them, 
Detroit will tumble. to the fact that 
all is not gold that is 18 feet long 
and has tail fins.” 

* * 


Inventiveness Lag 


_ lofty witness of the week 
was Richard S. Latham, an in- 
dustrial designer, who spoke airily 
of things like “appearance and 
use,” the “industrial system” and 
the “annual model change.” 

But theoretical as his statement 
| was, Latham aroused some interest 
when he said: 

“One thing is clear. No _ indi- 
vidual can invent enough new 
products to maintain a large com- 
pany today. Most manufacturers 
recognize this fact. The significant 


* 


of 





to do about it.” 


Since U. S. manufacturing is 
so complex, he said, the men 
| who run industries have de- 
veloped simplified formulas for 
managing them, They are slow 
to alter formulas which have 
brought them success, Latham 
added. 


One formula that has worked in 
|the past, he said, consists of de- 
| sign, merchandising and advertis- 
|ing. But in what some might call 
a voice of doom, Latham ques- 
tioned whether the formula is 
much good anymore. 

“Products which are well de- 
signed, thoroughly merchandised 
|and completely advertised are fail- 
| ing,” he testified. “Companies which 
|make products and apply all of 
these formulas in the most modern 
|}and complete sense are failing.” 
Concluded Latham: “The fact is 
| thet the familiar formulas for de- 
|sign and merchandising are no 





thing is that they don’t know what | 
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-*|Kansas Dealers 


+» |At May Parley 


KANSAS CITY, Kans.—F rede 
J. Bell, NADA executive 
president, will address the 
annual convention of the Kar 
Motor Car Dealers Assn. which 
scheduled for May 28-29 at ¥ 
Town House Hotel here. 


Also on the program will be D 
Carl S. Winters, a General Motos 
lecturer. Paul Bruce, convent 
chairman, said other speakers 
be added. Another feature will 
a panel discussion on dealer pre 
lems. 

J. M. O'Mara, chairman of ¢ 
KMCDA, has urged delegates to ij 
vite nonmember dealers and th 
wives to join them at the conve 
| tion. 

Entertainment events include 
luncheon for the ladies, a dinn 
for delegates, their wives ap 
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Easy to Install— 


The compressor for the 1958 Vornado 
air conditioner is installed on the en- 
gine by removing four bolts and attaching | guests and attendance at ¢ 
with a special bracket. The unit is manu-| Kansas City Athletics-New York 
factured by O. A. Sutton, Corp., Wichita.! Yankees baseball game May 28. 





| Auto Markets 


> 


° | DeSoto, 13; Lincoln, 10; Stude 

. | , , 
Providence | baker, 7; Imperial, 5; Continen- 
A total of 956 new cars and 67) 2; Edsel, 2; Nash, 2, and: 


new trucks was sold in Providence| miscellaneous, 44, 
| during March, compared with 834) ‘Truck registrations were: Ch 
cars and 53 trucks a month earlier. | rolet, 22; Ford, 19: Internatio 

New-car registrations by make, | 12; Volkswagen, 5; White, 4; Dodg 
said the Rhode Island Automobile | 2: GMC, 2, and Divco, 1.—(Thom 
Dealers Assn., were: Ford, 2373;  L. Forbes.) 
Chevrolet, 198; Plymouth, 115; 
Oldsmobile, 69; Rambler, 49; 
Buick, 39; Cadillac, 38; Volks- 
wagen, 34; Pontiac, 29; Dodge, 
22; Chrysler, 21; Mercury, 20; 


Hard-Sell Theme 
Slated for Truck 


= . 


Cincinnati 


During the week ended Apr. 
| Hamilton County (Cincinnati), © 
| automotive sales increased gene’ 
ally with new and used-car 
trations showing gains of 12 an@ 
10 percent, respectively. 

New-truck registrations jumpe 
8 percent and used truck sales ro 
43 percent over sales in the p 


. 





llonger good enough. Something 
new has to be found.” 


British Imports 
To N. America Up 
50%, Rootes Says 


MONTREAL. — Sir William 
Rootes, chairman of the delegation 
of United Kingdom Dollar Export 
_| Council, on a 30-day business tour 
of Canada, said Britain’s auto ex- 
ports to North America increased. 
50 percent in the first quarter of 
1958. 

He said Britain exported 1,250,000 | 
cars in 1957 and set production| 
records to beat out West Germany| 
as Europe’s major car producer. 
He said the industry, already Brit-| 
ain’s greatest dollar earner, now) 
accounts for 18.6 percent of Brit-| 
ain’s total exports. 

The demand for British cars in| 
Canada has reached new heights, | 
he said, indicating that last year’s 
record of 28,500 car sales will be 
beaten. 

Research made possible by Cana- 
dian and U. S. car buyers, has en- 
abled European makers to design 
automobiles especially for the 
North American market, Rootes 
said. 

While predicting large sales of 
European cars in Canada, Rootes 
said there always will be a prime 
demand for big American and 
Canadian-built autos. 

“Within a few years the world 
car market will be vastly greater 
than it is today,” he said, “but 
there will be room for all types— 
large, medium and small.” 


4 Dodge Dealers 


Receive Citations 


DETROIT.—Four Dodge dealers 
have been given “Quality Dealer 
Awards” for outstanding achieve- 
ment in performance, administra- 
tion, service, teamwork and facili- 
ties. They are: 

Joe Doering, Doering Motor Co., 
Milwaukee; Claude Shortman, 
Shortman Motor Co., Inc., Topeka, 
| Kans.; Jim Clark, Jim Clark Motors, 
Lawrence, Kans., and Joseph M. 
Schneider, Schneider-Trotte, Inc., 
Hempstead, L.I.’, 





| taxes, insurance and refrigeration. 





Body Convention 
A total of 564 new cars and 5 


WASHINGTON. — Aggressive| new trucks were registered, com 
merchandising and sales promotion} pared with 504 new cars and 47 
will be the leading theme of the! new trucks in the previous week. 
Truck Body and Equipment Assn.’s| 4 total of 936 used cars and 
11th annual convention and display} yseq trucks were retailed. 
in Atlantic City, Oct. 6-8. lagainst the sale of 854 used 

oe > ee re a land 40 used trucks a week ear! 
president, predic a at- : : . 
tendance and the number of dio-| to 95 dartay the’ panied. Tule tan 
plays will set records. sented an increase of 16 units o 

The show is being planned by a) the previous week and 17 above the 
21-member committee, headed by} like week of 1957.—(Frank Kappel. 
Sam Morrison, president, Morrison -_ | om 
Steel Products, Inc., Buffalo. The 4 
men represent practically every Miami 
type of manufacturer, supplier and A marked improvement in bot 
distributor within the industry. the new and used-car market v 

While merchandising and sales| reported in Miami during Ap 
promotion will be stressed, speak-| particularly in the last half. 
ers and panel members will discuss| Some dealers credited the retu 

of good weather and the fact th 


other subjects such as the business 
outlook for 1959, distribution at all| the tourist season lasted longef 
levels, market research, accounting,| than usual this year. 

Foreign-car sales continue to t 


a big factor in the new-car mark 
One import dealer has awarded 
contract for building two addition 
stories on his sales building.—(G. & 
Connell.) 









car 








































Among the many clinics will be 
one on body materials. Representa- 
tives of steel, plastic, magnesium 
and aluminum companies will par- 
ticipate. 


















































Plan Truck Body, Equipment Show— 


Officers and directors of the Truck Body and Equipment Assn., Inc., met in Columbus, 
O., to discuss the 1958 convention-exhibit to be held in Atlantic City Oct. 6-8. Seated, 
from left, are Sam Morrison, Buffalo, committee chairman; John F. Reagan, Medford, 
Mass.; Arthur H. Nuesse, Washington, TBEA executive manager; Robert H. Hunter, 
Solon, O.; Paul R. Hafer, Boyertown, Pa., and TBEA secretary-treasurer, and Fearso® 
S. Meeks, Washington, TBEA president. Standing: Franklin B. Platt, Chicago, TBEA 
vice-president; Eugene E. Miller, DeKalb, Ili.; Cari J. Stahl, Cleveland; Al Nu 
Dearborn, TBEA public relations-promotion director; Walter A. Carlson, Milwauk 
and TBEA vice-president; Arthur C. Hoffman, Columbus, O.; G. E. Herr, Marion, Ow 
and Dudley V. Walker, Cleveland. 





























Specify SPICER 


for full-power traction 
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Spicer is your best source 
for complete Four-Wheel 


Drive Assemblies... 











It’s power-matched . . . and, that’s the big advantage of 
the Spicer four-wheel drive assembly. For only Spicer 
can offer you front and rear driving axles, transfer cases 
and propeller shafts that were designed to work together. 


And, you’re assured of durability and quality by Spicer’s 
record of producing 90% of the light-weight four-wheel 
drives in use throughout the world. 


For further information, or assistance in laying out a com- 
plete four-wheel drive package, call the Dana engineers. 
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ges or electric powered Junior autos 

we authentically scaled down, real cars. 
as their ‘58 big brothers. Sensa- 

for dealer publicity and big car 
Wire or write for complete detoils, 
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NEW 
1958 
PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products 


MYRLO CO. 


Dept. N, 1231 Main Ave. 


How much 
Should a dealer 
pay himsetf? 


You'll find the 


answer to this 


and countless 
other questions 


AUTOMOBILE 


Fin Martin H. 


. 


| Bury’s 


remark- 
able new book, 
“The Automo- 
‘Dile Dealer.” 
The book is 
Palready in its second printing and 
Whas been hailed as the “bible” of 
‘its field. Required reading for 
ry automobile dealer and sales- 
n. Use coupon to order now. 
Wf, after 10 days, you are not con- 
Winced that this book belongs on 
shelf for permanent reference, 
it and we will refund your 
! Order now, while it’s on 
mind! 


| PHILPENN PUBLISHING COMPANY 


copy (copies) of new book, 


"Send__. 
“The Automobile Dealer," at $5.20 each, 


| 
1750 N. Broad St., Philadelphia 21, Pa. | 
! 
| 


Postpaid. 

0 | enclose check 
0 Send C.0.D 
Name 
ak sei ie oe 
City _—Zone__State__ 
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Highways and Safety... 


Pennsylvania Expands 
‘Blueprint for Safety’ 


Seven more proposals were added 
to the “Ten-Year Blueprint for 
Traffic Safety” in Pennsylvania at 
the spring meeting of the Gover- 
nor’s Traffic Safety Council in 
Harrisburg. 

The proposals bring to 34 the 
numberof suggestions now “listed 
for study” in a long-range pro- 


gram to provide greater traffic 


safety in the state. 
Dr. Amos E. Neyhart, director of 


the Institute of Public Safety, 
Pennsylvania State University, who 


serves as executive director of the 
group, presided. The following 
recommendations were added to 
the original 27-point coordinated 
program of action: 

1. Amend the vehicle code to per- 
mit the secretary of revenue to deal 


more severely with the driver who | 
habitually violates the law or be-| 


involved in accidents for 
is fully or partially 


comes 
which he 
responsible. 
2. Amend the vehicle code to 


29 New Cities 


Join in Sponsoring: 


|’58 Soap Box Derby 


The 2ist All- 
Derby at 


DETROIT. 
American Soap Box 


Akron Aug. 17 will bring together) 


159 boy champions from all over 
the world to compete for $15,000 
in scholarships and other awards. 


Twenty-nine new sponsoring) 


cities, including for the first time, 
a South American representative 
from Venezuela, are 
Soap Box lineup, according to W. 
G. Power, executive director of 
the competition. 

Power, advertising manager of 
Chevrolet, which sponsors. the 
event internationally, said cham- 
pions also will come from Alaska, 
Canada, West Germany and the 
Philippines. 

Power said at least 90 newspapers 
and 15 television and radio sta- 
tions are listed as sponsors of local 
Soap Box Derby races this year, 


while other newspapers and sta-| 


tions are cooperating in promoting 
the program with civic, service and 


fraternal organizations in ad-| 


ditional contests. 

The 29 new sponsoring cities, be- 
sides Caracas, Venezuela, are: 

Aberdeen and Ephrata, Wash.; 
Amsterdam and Mt. Vernon, N. Y.; 
Anniston, Ala.; Bowling Green, 
Ky.; Charleston and Huntington, 
W. Va.; Cheyenne, Wyo.; Cicero 
and Elgin, Ill.; Coshocton, Mans- 


field, Middletown and Warren, O.; | 


Covington, and Savannah, Ga. 
Crawfordsville and Marion, Ind.; 
Dover, N. H.; Fayetteville, N. C.; 
Las Vegas, Nev.; Minneapolis. 
Minn.; Natchez, Miss.; Oclwein, 


in the 1958) 


|conform with the Uniform System 
of Traffic Signs, Signals and Mark- 
|ings, with procedures for enforce- 
| ment also to be in conformity with 
the Uniform Vehicle Code. 

3. Enactment of legislation 
giving the secretary of revenue 
authority to establish standards 
and issue certificates of approval 
for brake lining due to the sub- 
standard quality of a substantial 
percentage of brake lining now 
being offered for sale. 

4. General adoption and use of a 
uniform traffic ticket that cannot 
be “fixed” in any way. 

5. Amend Pennsylvania’s safety 
responsibility act to extend the 
time from 60 to 120 days the time 
for establishment of the amount of 
security uninsured drivers involved 
in an accident are required to post 
to comply with the law. 

6. Amend the vehicle code to 
require all magistrates to file a 


violations of the vehicle code within 
|/10 days after conviction and pay- 
ment of fine, instead of the tenth of 
| the following month as at present. 

The 27 points adopted at a 
February session run a wide range 
of subjects from bringing Pennsyl- 
vania’s motor vehicle code into 
closer conformity with the Uniform 
Vehicle Code to requiring periodic 
re-examination of drivers based on 
age. 

Looking ahead to broaden the 
scope and effect of the “ten-year 
blueprint,” Dr, Neyhart named a 
committee to study means of organ- 
izing “support groups” composed of 
business and civic leaders to carry 
| out recommendations of the council 
at the local level. 

Appointed to the committee were 
Harry H. Brainerd, Pittsburgh, of 
the Western Pennsylvania Safety 
| Council, chairman; George Lowe, 
| Philadelphia Safety Council; Wil- 
liam White, Pittsburgh Press, and 
Clark McClelland, Harrisburg, 
| Pennsylvania Motor Federation. 

Greater protection for school 
children riding school buses would 
be provided under the provisions 





Message in 5 Languages 


URDOCH CHEVROLET, Pitts- 
| burgh, said, “In any language, 
it’s Murdoch,” and proved it with 
an ad in English and four foreign 
| languages. 

| The English message listed ad- 
| vantages of dealing at Murdoch— 
|volume sales, 33 years in Pitts- 


|burgh, proper service before and 
| 


Iowa; Tampa, Fla.; Tidewater, Va.; | 


including Norfolk, Suffolk and 
portsmouth, and Torrington, Conn. 

Originated in 1934, the Soap Box 
Derby is open to boys 11 to 15, 
who build and race gravity- 
propelled coasting cars of their 
own design. Boys winning the local 
competition go to Akron to race 
in the All-American. 


Chrysler to Honor 


Top Taxi Drivers 


DETROIT. — Thirty of the na- 
tion’s taxicab drivers will be hon- 
ored as the best in the business 
June 8-9. Selected from among 
more than 200,000 of their associates, 
the 30 men will be named America’s 
Four-Star Drivers of 1958. 

Their prizes will include cash 
awards, Four-Star certificates for 
their records of service, citizenship, 
courtesy and safety and an expense- 
paid trip to Detroit, where repre- 
sentatives in the fields of traffic 
safety and the automobile industry 
will pay tribute to them. 

The drivers will be the guests of 
the Plymouth and Fleet Marketing 
divisions of Chrysler Corp. A com- 
mittee will judge the qualifications 
of the drivers who are nominated 


for the awards by fellow cab driv- | 


ers or officials of cab companies. 


Door Prize — 


Howard Loven, Concord (N. C.) dealer, 
hauls in his “door prize” at the kickoff 
rally of the “You Auto Buy Now" week 
in Charlotte, N. C. His “beauty” is Terry 
Dixon, a Charlotte car salesman. Dixon, 
a six foot, two inch 220-pounder, sported 
@ gaudy size 25 housedress he scoured 
the town to find. To the stunned Loven, 
his “kiss me honey" was too much to take 
but brought down the house of over 500 
dealers and salesmen. 


| copy of all “conviction reports” for | 


of resolutions calling on the High- 
ways Department and authorities 
of political sub-divisions to install 
adequate guard rails on all roads, 
and making it unlawful to drive 
a school bus over any bridge with 
a load greater than the posted 
weight limit of the span. 


Other resolutions approved dealt 
with abolishment of illegal “no 
passing” zones established by some 
municipalities; adequate lighting 
facilities for entrances and exits 
of limited access highways, and 
uniform pavement markings. 


The council will hold its next 


Pa, 


* * * 
Dayton Dealers Provide 
9 Cars for Schools 


Dayton (O.) dealers have furn- 
ished, free of charge, nine new ’58 
cars to be used in the driver- 
training program conducted 
local high schools. 

The Dayton Automobile 
provides dual controls for the cars 


by the Board of Education. The 


1,500. 


Vehicle Inspection Law 


Is Suggested in Missouri 
| Missouri Attorney-General John 


i 


|M. Dalton has suggested that the 





State require periodic inspection of 


vehicles. 

He also said that the next ses- 
sion of the Legislature might con- 
sider more stern measures to deal 
with habitual and flagrant traffic- 
law violators and drunken drivers 
plus a tighter driver’s license law 
with the possibility of examination 
of all drivers. 
| > 


Safety Belts Recommended 


For Turnpike Unit’s Vehicles 
| The New Jersey Turnpike Au- 
|thority has unanimously recom- 
mended that safety belts be in- 
stalled on all vehicles operated by 
the authority. 


> * 


State police officials have ex-| 


pressed no opposition to installa- 
ition of the belts in troopers’ cars 
which are used on the turnpike. 
| Advantages of the belts for troop- 
ers, who must frequently get out 
of their cars, has been questioned. 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


after the sale—and closed with: 


“The management and employes 
at Murdoch really appreciate your 
business. All we ask is—Give us a 
try before you buy.” 

The other four messages said the 
same thing. 

> > > 
Service with Every Deal 
A DRAWING of a Boy Scout 

carrying an elderly lady across 
| the street emphasized that “Service 
goes with every deal” at F. G. 
Smart Chevrolet Co. Pine Bluff, 
Ark. 

“When you buy a car at F. G. 
Smart, you’re our customer for 
good,” the ad declared. “We want 
you to bring your car back here. 
For the life of your car we're at 
your call—at your service any hour 
of the day.” 

Smart noted that its service per- 
sonnel have a combined total of 337 
years experience. The firm has 
been in business since 1906. 


Dealers Count Blessings 


“TL PASO has real reason for 

optimism,” said El Paso Ford 
and Kemp Ford in a full-page ad 
in the El Paso Herald-Post, count- 
ing the Texas city’s blesings. 

The Ford dealers cite a dozen 
areas which “point to a banner 
year for business in El Paso and 
the fabulous Southwest.” These in- 
clude three military projects, road 
and school building, farming and 
ranching, a growing population and 
expanding shopping centers. 

“Business is good in El] Paso and 
it will remain so if each one of 
us remains optimistic and faces the 
future with confidence,” the ad 
continues. “Buy with - confidence. 
Buy what you need now, and help 
the Southwest grow.” 


meeting July 31-Aug. 1 at Bedford, | 


in | 


Club} 





and trains teachers for the pro-| 
gram. Teachers’ salaries are paid) 


| Dayton program began in 1938 and/| 
|now embraces 10 schools. Enroll- | 
ment in the courses totals about 





17 


Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
fee relations . . . builds 
repeag business .. . in- 
creases sales volume. 
Typical sample, complete 
details on request. 


Arg rere - Ftemat 


5434 So, Delaware, Littleton, Colo. 


MOTIVE 
vas SUPPLIES 


FORQOG manes 


OF CARS ano TRUGKS 


® 


Extra Profits 


Happier Customers? 


is 


HUBS 


ee ea 
TTS kbs 


Any 4- or 6-wheel drive vehicle own- 
er Operating on or off the highway 
needs a set of WATSON LOCKOUT 
Front Wheel Hubs—here’s why: 


SAVES GAS, TIRES, REPAIRS with front 
hubs in “free wheeling” on the high- 
way. 

ALL-WHEEL DRIVE INSTANTLY AVAILABLE 
for off-highway use...a flip of the 
LOCKOUT levers engages hub for 
power drive. Simple, rugged 
WATSON design automatically en- 


“gages or disengages without “rock »~. 


‘n roll”. There are no delicate parts 
to fail or “freeze”...WATSON 
LOCKOUTS never let you down 
when you're far away from main- 
tenance facilities. 


WATSON LOCKOUT HUBS are avail- 
able for all popular standard and 
military models of 4- and 6-wheel 
drive vehicles. Write today for liter- 
ature, prices and liberal dealer dis- 
counts; please address Dept. H-6 
GRADE TY 
. WATSON i 


ee) ARS 


ERS PS 


H. S. 
WATSON 
COMPANY 


1316 - 67TH ST., EMERYVILLE 8, CALIF, 
5 1606 LASKEY RD., TOLEDO 12, OHIO 
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Now, for the first time, 
an Operating Sales Con- 
trol for New York's surg- 
ing, expanding subur- 
ban area of 7 million 
consumers. Section 2 
covers 495 suburban 
towns — 1173 shopping 
streets—309 shopping 
centers — provides latest 
economic data. 


















’ 
to Sales and 
The field job involved walking 


| Advertising Executives a ae 


1958 OPERATING F<] 
SALES CONTROL += 


have been mapped and 2,867 shop- 
ping areas located. 



















of the vast, expanding 


New York Market 









is BRAND NEW for a NEW New York...a working sales tool of continuing value to 
you in realizing maximum sales results in the world’s largest, most complex market. 


/ 
107,387 Retail Outlets are listed in 




















Since 1946,the New York marketing area has undergone great change... unmatched 10 sales classifications of business. 
by any period of preceding years. We have had a housing boom—a baby boom—fan- 
tastic growth in suburban population and shopping areas— birth of new industrial 
regions — urban reconstruction on a vast scale—-new shopping streets and develop- 


ments—concentration of population and business along new traffic arteries. 


And now we place the NEW New York right on your desk, segment by segment, for a 
clear understanding of each working part. Here is sales visualization and interpretation 
of a market of 15 million people never before available to you. Here is a working sales 


tool that eliminates all guess work...includes the latest economic data...lays the 





world’s greatest concentration of consuming power before you in a specific yet flex- 


| ible form that assures top sales operation. The vast growth of the Suburban Area 
is pinpointed by a detailed study of 
495 towns and cities covered. 


Learn how the 1958 Sales Control Manual can work 
for you. A Hearst Advertising Service man stands 


ready to show you a copy. Write or telephone today. 


American 


Represented Nationally by Hearst Advertising Service Inc. 





Hundreds of sales and advertising 


executives, associations and municipal 
959 Eighth Ave., New York City - COlumbus 5-3700 authorities in three states contributed 


ALBANY * BALTIMORE * BOSTON * CHICAGO ®* DALLAS © DETROIT * MIAMI BEACH * MILWAUKEE information and advice. 
LOS ANGELES * PHILADELPHIA © PITTSBURGH * SAN ANTONIO © SAN FRANCISCO @ SEATTLE 
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How Nation's Salesmen Meet .. . 
e ° 
Practical Problems of Selling 
Bob Selle, salesman for Whit- wasn’t much difference in price car that other cars in the 





DeSoto Cites Master Salesman— 


Bob Ward, right, salesman at Bruce Perry Motors (DeSoto-Plymouth), Huntington, | 


W. Va., receives the keys to a new DeSoto as winner of the “Early Bird Contest” in 
the DeSoto Pittsburgh region. James Kolts, left, DeSoto Pittsburgh regional manager, 
mokes the presentation while DeSoto's Mrs. Pittsburgh, Jane Reisdorf, and Bud Foss, 
Foss Motors (DeSoto-Plymouth), Etna, Pa., look on. Ward was one of nine DeSoto 





salesmen in the Pittsburgh region to receive a “Master Salesman" award. 


field Motor Co. (Oldsmobile- 
GMC), Fayetteville, Ark., tells 
this story: 

I proved to myself that product 
knowledge and persistence can 
close deals that seem almost im- 
possible. 

The prospect owned a truck 
and was looking at a 58 Oldsmo- 


bile. The stepup 

Sales was so great that 
I realized that any 

Case new car would 
Histories drive and handle 


so much better 
than the truck he would be hard 
to hold to any one brand. 

I got him in the demon- 
strator as soon as possible and 
had him use the new controls. 
He liked everything but said the 
price was too high. 

Fortunately, he didn’t buy any 
other car right away and so I 
decided to use every means pos- 
sible to get him to buy my car. 

First I pointed out there 


of cars in the same class but 
that there was a tremendous 
difference in the cars. 

I didn’t make one call on him 
—I made dozens. Every time I 
thought of a new point I went 
to see him. I told him I had 
just thought of another good 
reason why he should buy my 
car. 

Each time I bore down harder 
on the things he could get on my 





Autos, Fashions Parade 


In California Affair 


MONROVIA, Calif—Auto deal- 
ers and merchants held their an- 
nual auto and fashion show in 
downtown Monrovia. 

The fashion show covered a 
three-block area, in which raised 


platforms were built for parading | 


models. All 1958 domestic cars 
and many imports took part in 
a giant auto parade. 

LLL 





ARTIST'S INTERPRETATION 


There is no substitute for Stainless steel 


im outer space 





From the intense cold of outer space to the heat 

of a jet engine, Stainless Steel is the one metal that 

will stand up. In rockets, missiles and supersonic aircraft, 
Stainless Steel resists heat, friction and corrosion, 

has a high strength to weight ratio and maintains 

its structural integrity under the most severe conditions. 


Specify McLouth high quality sheet 
and strip Stainless Steel. McLouth Steel Corporation, 


Detroit 17, Michigan. 


Mc LouTH STAINLESS STEEL 


same price bracket didn’t offer, 

I also got him to drive it again, 

Then I let him and his wife 
make a short drive in my dem- 
onstrator so they could talk over 
some of the points together. 

Each time I made a visit 
they set up new objections, 
They objected to price and [I 
tried to show them that we 
offered more for the money, 
Then they objected to various 
features, 

The least thing to which they 
objected was the chrome and 
stainless steel and aluminum 
decoration on the rear fenders 
and on other parts. 

Then I got into a quality dig. 
sertation on the value of stain- 
less steel and aluminum-—solid 

| all the way through — and how 
easy all of them were to clean, 
including the chrome-plated 
parts. 

I then told them about the 
rust-proof qualities of these 
metals, the protection they af- 
forded, and long-lasting qualities. 

In the end they said that 
while they disliked some parts, 
they liked my car better than 
others they had looked at and 
they signed for delivery. 

Persistence and hammering 

away on product knowledge 
were responsible for completing 
the deal, but I worked harder for 
it than I had ever worked before. 
Each call was driving another 
nail in the contract, so it pays 
to make calls. 


Colbert Slaps 
Auto Excises, 


Depreciation Rules 


CHARLESTON, 8S. C.—L. L. Col- 
|bert, Chrysler Corp. president, 
|urged the removal or a “drastic 
reduction” of automotive excise 
taxes and a new Federal policy on 
depreciation allowances in an ad- 
| dress before the cadet corps of The 
Citadel. 

“It makes no more sense for the 
| Federal Government to tax a man 
|for buying a new car than it would 
to tax him for buying a new house,” 
Colbert declared. 

On the depreciation issue, he 
argued that modern machines sel- 
|dom are used long enough to wear 
out, “The length of life of machin- 
ery today is determined by the pace 
of technological progress, not by 
how long it takes to tire out a 
piece of metal,” he said. 

Government officials are begin- 
ning to recognize this new situa- 
|tion, he said, but they are a long 
| way from giving the faster write- 
offs realistic consideration in their 
tax decisions. 

Declaring that tax policy can be 
an incentive to national progress, 
Colbert declared: “Used in such a 
way as to keep in proper balance 
the incentives of individuals and 
the sound progress of the country 
as a whole, tax laws and tax ad- 
ministration can tap the greatest 
of all resources—the will of men— 
and put it to work in the nation’s 
interest.” 


Speedway Adds 
2nd Grade of Gas 


DETROIT.—Speedway Petroleum 
Corp. last week announced the in- 
troduction of two new grades of 
gasoline, the first time in its 25- 
year history that the firm has 
marketed more than one grade. 


C. William Sucher, president, 
said the independent Detroit firm 
for the first time is producing a 
premium-grade gasoline to sell at 
regular prices. The gasoline, called 
Speedway Extra, has an octane 
rating of 95, he added. 

The octane rating of Speedway 
79, previously the firm’s only grade, 
has been increased from 98.3 to 99.3, 
Sucher said. Speedway has more 
than 800 outlets throughout Michi- 
gan and in Toledo. 








The doors 
that serve the 


BIGGEST 


service market! 


The cars that drive through doors like 
these represent the largest ready-made 
service market in the automotive industry. 
The figures that back up this statement 
are staggering. There are nearly 16 million 
Chevrolet cars and trucks on America’s 
roads. That’s almost 3 million more than 
any other make. Or, to look at it another 
way, one out of four cars and trucks is a 
Chevy. And this big market grows even 
bigger with every new Chevrolet owner! 


Chevrolet dealers serve the industry’s 
biggest service market with trained man- 
power, with up-to-date facilities and equip- 


ment—and with the sense of pride and 
responsibility that comes from knowing 
they’re No. 1. 


The busiest doors in the business 


lead to Chevrolet dealerships! 


ena 


Chevrolet Division of General Motors 
Detroit 2, Michigan 


' 
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Columbus Dealers Cite Retiring President— 


George H. Woodworth (Chevrolet), fifth from left, was presented with a plaque for | 
his services as 1957 president of the Columbus (O.) Automobile Dealers Assn. during | 
the group's onnval dinner-meeting. New officers and directors taking port in the| 
presentation are, from left, George D. Simeon (Buick), director; George W. Byers 
(DeSoto-Plymouth), director; Richard R. Rodenfels (Chevrolet), director; George Krieger 
(Edsel), vice-president; Woodworth; C. W. Medick (Ford), director; Herman Marte 
(Pontiac), secretary, and Robert D. Keim, president. Not pictured are A. J. Merrick 
(Dodge-Plymovth), treasurer, and L. K. Fishinger (Ford), director. 





Since 1903 
PARTNER 

IN PROGRESS (o the 
AUTOMOTIVE 
INDUSTRY 


MERCURY - one of the outstanding cars using Perfect Circle 
piston rings for both original equipment and replacement service 


Behind the overwhelming preference for 
Perfect Circle products is a heritage of leader- 
ship in research, engineering and manufactur- 
ing...factors that work constantly for the 
benefit of both the automotive industry and 
the motoring public. 

Because they are specifically engineered to 
meet the exacting demands of modern high- 
compression engines, Perfect Circle piston 
rings are preferred by more engine manufac- 





Across the Nation .. . 





Auto Dealer Changes | om =. tom sw 


Oscar Maples has opened a Ford 
dealership at 227 N. Market, Ingle- 
wood, Calif., the former location of 
Sutton Ford. Maples formerly was 
a Ford dealer in Torrance, Calif. 

* x * 


Plymouth for Keefer 
Bob Keefer has been awarded 
a Plymouth franchise in Haw- 
thorne, Calif. The dealership is 
at 501 N. Hawthorne Blwd. 
+ * * 


Williams Heads Ohio Firm 


Jack Williams is the new owner 
of Mid-Town Motors (Chrysler- 
Imperial-Plymouth), 350 N. Verity 
Pky., Middletown, O. 

ok * 


* 


Big Trucks for Courtesy 

Courtesy Motor Sales, Inc. (Ford), 
3567 W. Grand, Chicago, is handling 
Ford division’s new extra-heavy- 
duty trucks with GCW ratings up 
to 72,000 pounds. Howard B. White, 





turers for original equipment and for replace- 
ment service than any other brand. 


For all your engine overhauls, do as the 
manufacturers do. Specify Perfect Circles! 
PC 2-in-1 Chrome piston rings more than 
double the life of cylinders, pistons and rings, 
assure thousands of extra miles of sustained 
power with lasting oil economy. Perfect Circle 
Corporation, Hagerstown, Ind.; The Perfect 
Circle Co., Ltd., Don Mills, Ontario, Canada. 


PERFECT CIRCLE }isron eines 


| and general manager of the d-aler. 
| ship, and Harold Swanson is sales 
manager. 


* + * 


Brock Heads Olds Deal 


eral manager for Tucker Olds, 
Inc., 3415 S. Grand, St. Louis, has 

| been named president of the 
Courtesy truck sales manager, is| newly organized Tucker-Brock 
in charge of the new line. Timm) Oldsmobile, Inc., 4933 Natural 


Hohmann is his assistant, Bridge, St. Louis. 
* * * 


* * * 


Citrus Plymouth Opens Hanna Deal Renamed 


Citrus Plymouth Co, has opened| Hanna Lincoln-Mercury, Inc, 
at 312 N. Los Angeles St., Anaheim,| Shreveport, La., has changed the 
| Calif. Owners are C, E. Vesy jr. and|name of the firm to Bill Hanna 
J. D. Traveler. Ford, Inc. 5 i 
+ x * * 


Plumpton Buys into Deal El Bauer Builds 
Wesley A. Plumpton has pur- El Bauer Chevrolet Co. is con- 
|chased controlling interest in| Structing a new building ‘bn a 10- 
|Koup’s Garage, Inc, (Edsel), Wa-/| acre site on Pershing Rd. near 
|tertown, N. Y. He succeeds Alfred | Route 51, Decatur, Il. 
|L. Koup as president. L Ralph | 
Koup is vice-president, and Frank | 


L. Shepard, secretary. 34 U. S. Dealers 


* * * 


Diamond T Deal Opens 
General Truck Sales & Service, 
2601 W. Clybourn, Milwaukee, has 
|been awarded a Diamond T fran- 
chise. Edgar Boucha is president 


Standard-Triumph Motor Co. has 
added 34 dealers in the U. S. It 
brings the company’s total to 520 
and is an increase of 14 percent 
over the 455 listed at the beginning 
of 1958. 

The new Triumph dealers are: 
B & D Motor Imports, Inc., San 
Angelo, Tex.; Bill Newport Motor 
Co., Tulsa, Okla.; Burlingame Mo- 
tor Co., Burlingame, Calif.; Cedar 
Cove Motors, Port Orchard, Wash.; 
Ellis Motor Sales, San Jose, Cailif.; 
Imported Cars, Inc., Tyler, Tex.; 
Liberty Imported Cars, Liberty, 
Tex.; Martin Motors, Lemoore, 
Calif.; Peterson Motors, Hoquiam, 
Wash.: Porter Cadillac Co., Joplin, 
Mo.; Auto Works, Granada Hills, 
Calif. 

Motorsport Corp., Albuquerque, 
N. M.; Schultz Motor Co., Lincoln, 
Neb.; Arrowhead Pontiac, Inc, 
Belleville, N. J.; Baron Oldsmo- 
bile Corp., Yonkers, N. Y.; Foreign 
Cars of Monmouth, Eatontown, 
N. J.; Garden State Motorama, Inc., 
Hackensack, N. J.; Gonzales Motor 
Sales, Monticello, N. Y.; Great 
Lakes Motor Corp., Buffalo; Ham- 
burg Raceway Foreign Cars, Ham- 
burg, N. Y.; Imported Autos of 
Utica, Inc., Utica, Mich.; Wares & 
Rivard Auto Sales, Traverse City, 
Mich. 

Litteral Motors, Parkersburg, W. 


Va.; Beach Motor Sales & Service, 
Inc., Treasure Island, Fla.; DeKalb 
Motors, Inc., Decatur, Ga.; Childs 
Motor Co., Tifton, Ga.; Colonial 
Buick Co., New Orleans, La; 
Grady Buick Co., Mobile, Ala.; Huie 
Motor Co., Inc., LaGrange, Ga; 


Kelly Motor Co., Marietta, Ga; 
Martin Motors, Panama City, Fla; 
Mel Casler Plymouth, Inc., Bir- 
mingham, Ala.; Quality Motors, 
Tuscalossa, Ala.; Sports Car Center, 
Inc., Miami. 

= : 


Hamilton Plans 2nd Outlet 


| Cc. S Hamilton Co. Dallas 
(Plymouth - Chrysler - Imperial), 
plans to open a second outlet at 
620 S. Central Expressway, Rich- 
ardson, Tex., according to Clifton 
L. Dennard, president. The new 
unit will be known as C. S. Hamil- 
ton’s Richardson Motors. 
* * * 


Savidge Adds Renault 
Samuel L. Savidge jr., president 
of S. L. Savidge, Inc. (Dodge- 
Plymouth), Seattle, announced the 
acquisition of a Renault fran- 
chise. 





* * * 


New Quarters Planned 


Cc. S. Hamilton’s Richardson 
Motors (Plymouth-Chrysler- 
Imperial) expects to occupy its new 
quarters at 620 South Central Ex- 
pressway, Richardson, Tex., about 
June 1, according to Clifton Den- 
|mard, president. Ned Barrett will 
|be general manager. Richardson is 
|a suburb of Dallas. 
| = x 


* 


Gardner Edsel Adds L-M 


Gardner Edsel Co., 790 N. Jack- 
| son, Milwaukee, has added Mercury 
and Lincoln franchises. Gardner 
| Goldsmith, president, said the firm 
|name has been changed to Gardner 
Mercury, Edsel, Lincoln, Inc. 

| * * 7 


Import Deal Expands 
Waco Motors, 1301 W. Flagier, 
Miami, is adding a fourth floor, ac- 
|cording to Frankie Watts, pres- 
j}ident. Waco is an imported-car 
dealer and distributor. 
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Added by Triumph | 
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by 


Joseph M. Callahan 


Engineering Editor 





Briton Claims Ideal Small-Car Automatic Transmission 


HE thing that is needed 


to make a small car really 


“click” is a compact, efficient and inexpensive automatic 


transmission. 
This is the “gospel” which 
Hobbs and Alister D. Mackay, 


two Englishmen, Howard F. 
are carrying to Detroit. Pre- 


viously, the y brought theie?Q——————_ 


message to the auto makers 
in England, Italy, France, 


Germany and Czechoslovakia. 

It comes as no surprise then 
that Hobbs, director of Hobbs 
Transmission, Ltd., and Mackay, 
Birmingham Small Arms Co., have 
just such a _ transmission which 
they will produce or license some- 
one else to produce. 

Hobbs, who developed and 
brought his first automatic trans- | 
mission to England from his | 
native Australia in 1931, devel- | 
oped this transmission and sold | 
51 percent of the rights to BSA. | 

He said the device's outstanding 
feature is that it is completely me- 
chanical, distinguishing it from) 
practically all other automatic 
transmissions because they have 
either a fluid coupling or a torque 
converter. 

“The fact that it operates me- 
chanically,” Hobbs said, “makes it 
just about as efficient and eco-| 
nomical as a stick transmission. | 
With a good driver, it will operate 
more efficiently. On the other hand, 
there is a 20 to 25 percent power 
loss in the typical fluid-drive auto- 
matic transmission. 

> > > 


Unsuitable for Small Car 


“4. ENERALLY, the fluid drive is| 

not suitable for small cars and 
it is not economical. That’s why} 
only 1% to 3 percent of our British 
cars have automatic transmissions. | 
The British are very gas conscious 
and they want high efficiency.” | 

Another reason for the unpopu-| 
larity of the automatic transmis-| 
sion is its high price in Europe.) 
For example, an automatic trans-| 
mission for the Zephyr and Zodiac 
models of the English Ford costs| 
$290 in Detroit. 

Mackay, who was demonstrat- 
ing the Hobbs transmission in a | 
left-hand drive Morris Oxford, | 
chimed in that he had noted an 
increasing concern in this coun- 
try about gas consumption and 
the most frequent question asked 
him was: “How much mileage 
does she give?” 
Declaring that transmission man-| 
ufacturers in the U. S. and England | 
had been trying to develop an effi- 
cient mechanical automatic trans- 
mission for many years, Hobbs 
said the major stumbling block has 
always been in starting the vehicle 
to move. 

He continued: “Our solution was 
to develop a new way of construct- 
ing and controlling the clutch for 
Starting. This transmission in- 
cludes the clutch. The fundamen- 
tally different feature of this clutch 
is that it is completely engaged 
when you start and completely dis- 
engaged when you stop. 

7 * . 





New Type of Gearing 

‘Tt HAS a new type of gearing, 
a new type of disk brake for 

Selecting gear ratios and a new 

way of controlling the hydraulics 

for engaging the brake and 

clutches.” 

__ Hobbs, who has applied for pat- 


Universal CIT Moves 


Pittsburgh Headquarters 


PITTSBURGH.—Headquarters of 
the Pittsburgh division, Universal 
CIT Credit Corp., have been moved 
to 300 Mt. Lebanon Blvd., until 
Completion of new offices being 
constructed at 250 Mt. Lebanon 
Bivd., according to R. L. Cook, di- 
vision head. 

The division office formerly was 
at 1801 Grant Building. The divi- 
Sion expects to occupy its new 
building in July. 





ents on his invention in England 
and the U. S., also claimed these 
advantages: 

1. It is no larger and only 
slightly heavier than a stick 
transmission. 

“For a small car,” he said, “This 
transmission weighs about 120 
pounds, only about 20 pounds heav- 


".and I save alll the cost § 
every year!” 


ier than the regular transmission. 
Ordinarily, the fluid-drive trans- 
missions very substantially increase 
the weight. My transmission is ap- 
proximately the same size as a 
stick transmission. You use the 
same floor pan and you have the 
same ground clearance. 

2. It provides as much engine 
braking as a stick transmission 
does. 

3. It operates at relatively low 
temperatures and requires no trans- 


mission cooling, as do the fluid-| 


type automatic transmissions, 
* * = 


Unit Has Only One Oil Seal 


OBBS said “I think a measure 
of its efficiency is that it has a 
normal operating temperature of 
140 Fahrenheit, compared to about 
240 for other transmissions. You 
have no problem with your oil seals 
breaking down. Anyway, this unit 
has only one oil seal—at the rear.” 
4. It doesn’t require a lot of 
noisy “revving” up when start- 
ing, as you often have with fluid 
automatic transmissions. He said 
this noise is especially offensive 
in a small car. 
The Hobbs transmission is oper- 
ated like most other transmissions, 


| 
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“You can easily tell the back 
from the front, the front only has 
four lights” 





except that the driver has the op- 
tion of switching to full manual 
operation. 


This positive manual override, 
which provides three forward gears 
compared to two on the average 
U. S. automatic transmission, is for 
use on different grades and on icy 
or rough roads. 


This feature apparently is also 
a concession to the average British 
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and European motorist who has a 
great fondness for shifting gears. 
> * 


$100 Installation Cost Seen 


nn said his transmission 
could be installed on an Ameri- 
can small car for about $100 if 
enough volume were attained. 

Hobbs and Mackay said that 
as a result of their “market in- 
vestigations,” three British and 
five European auto makers are 
interested in the transmission 
and are now testing prototypes. 

The British manufacturers are 
Standard, BMC and Rootes. Hobbs 
has also tried to interest the Brit- 
ish manufacturer of American 
Motors’ Metropolitan. 

The Hobbs transmission is also 
adaptable for delivery wagons, 
trucks, tractors, boats and indus- 
trial equipment. 

An indication of the growing 
British interest in an automatic 
transmission is that a British in- 
dustrywide research group, Motor 
Industry Research Organization, 
has recently developed a new type 
of automatic transmission. 

This is a hydraulic-displacement 
transmission and operates much 
like the hydraulic-power drives on 
industrial equipment. Thus far, no 
English manufacturer has adopted 
the MIRO unit. 


ONLY Clalional Adding Machines have Live Keyboard’. . . 


plus 13 other vital Owner-Operator features! 


Never before haveso many time-and-effort- 
saving features been placed on one adding 
machine. Compare them—feature by fea- 
ture—with any other adding machine: 


. “Live” keyboard. 


ouwana Qn a 


prints. 
. Large answer dials. 


san 


. Full visible keyboard. 


THE NATIONAL CASH REGISTER COMPANY, varron 9, on10 


989 OFFICES IN 94 COUNTRIES 


. Instantly adjustable keytouch. 

. Automatic clear signal. 

. Subtractions print in red. 

. Automatic credit balance prints in red. 
. Automatic space-up of tape when total 


. Easy-touch key action. 


motor bar. 


10. Automatic ciphers. 
11. Rugged duty construction. 
12. Keyboard interlock. 
13. Four-way paper space control. 
14. Three-way repeat. 
(quietness and beauty, too! ) 


Reduce hand-motion and effort up to 50% 
with National’s exclusive “Live” key- 
board, instantly adjustable to any oper- 
ator’s touch. Every key operates the motor 
—so you can forget the motor bar. No 
more back-and-forth motion from keys to 


PRPS SSS OB 


or dealer. See phone 
book yellow pages. 


A National “De luxe” Adding Ma- 
chine pays for itself with the time- 
and-effort it saves, continues sav- 
ings as yearly profit. One hour a 
day saved with this National will, 
in the me office, repay 100% 
a year ont 


e investment. See a 


demonstration on your own work, 
Call nearest National branch office 


= 
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Now celeb 


THE FIRST ISSUE OF FORD TIMES 
(cover above) appeared on April 15, 1908— 
six months before the first Model T was built. 
Originally, the magazine went out to Ford 
Motor Company employees, Ford dealers, and 
dealer personnel. This continued until 1910, 
when it was mailed to anyone who wrote in 
and asked to receive it. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 
NO. 82 


iden year of publication 


With the April 1958 issue, Ford Times marks its 
50th Anniversary . . . making it the oldest continu- 


ous automotive publication in the country. 


Through the years, Ford Times has had its changes 
—the size, format, the contents—but it still does the 
job it was originally designed for: winning and keep- 


ing friends for our dealers and Ford Motor Company. 


We’re mighty proud of the way Ford Times helps 
create goodwill for you in your community . . . attract- 
ing new prospects and holding on to customers. We 
hope you'll join with us in toasting Ford Times in 


this, its golden year of publication. 


‘Another reason why it’s great to be a dealer in the Ford 


Family of Fine Cars. 


AMONG THE AUTHORS FOUND in past 
issues of Ford Times are a Nobel Prize winner, 
several Pulitzer Prize winners and a number of 
distinguished novelists and journalists. Many 
talented artists and photographers, too, have 
contributed their special creative works as 
illustrations for Ford Times’ feature articles. 


THE SIZE OF FORD TIMES IS NO 
ACCIDENT. Years ago, Henry Ford visited 
: the editorial office and tried to stick a copy of 
it in his coat pocket. When it wouldn’t fit, he 
TIMES HAS BEEN turned to the editor and said, ‘“‘Make the Ford 


ete anit Times so that it will go in my pocket.” 


mich is in the United 
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ation, highlights of the 
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Burketts Receive Dodge Award— 


Harry J. Burkett sr., second from right, and Harry J. Burkett jr., right, of Burkett 
Motors, Inc. (Dodge-Plymouth), Houston, receive the Dodge 
from Dan Kraft, Dodge regional manager. At left is H. J. Johnson, Dodge Southern 
sales manager. Burkett is said to be the first Texas Dodge dealership to receive 


the award. 








“Quality Dealer Award" 
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Auto Personnel 


Cc. C. Gibson, vice-president in 
charge of Goodyear Tire & Rubber 
Co.’s automotive products division, 
has completed 20 years’ service 
with the company. A service pin 
was presented to Gibson by R. S. 
Wilson, executive vice-president. 

Elected to his present position 
in 1956, Gibson joined Goodyear in 
1937 as a sales trainee. With the} 
exception of a four-year tour of 
duty in the Navy during World| 
War II, he has spent his entire} 
period of employment in the com-| 
pany’s sales orgaateation. 

* + 
Dodge Appoints 2 | 

Dodge has named two regional | 
service representatives in the De- 
troit area. They are B. G. Laws, 
East Detroit, and Anthony Boraw- 
ski, West Detroit. 


Bendix Unit ‘Ups Buckley 


James P. Buckley, former West | 
Coast sales manager for six East-| 
ern divisions of Bendix Aviation 
Corp., has been eee director 








_ KEEP CAR OWNERS HAPPY 





WITH THE 


A happy new car owner always comes back. With Valvoline’s guaranty program, he 
meets your Service Manager and builds a personal relationship which promotes cus- 
tomer confidence and increased service sales. 


A complete advertising program to merchandise the FREE Guaranty is furnished every 
Valvoline dealer. Write TODAY for your brochure that will show you how to KEEP CAR 


OWNERS HAPPY. 


Never has a program covered so much with 
such a small amount of effort or detail. 


ALVOLINE 


OIL. COMPANY 


GUARANTY PROGRAM... 





FREEDOM, PA. 


Division of 


Ashland Oil & Refining Company 


AN-258 











| August and had 
|been operations 


|manager of 
| Houdaille-Hershey Corp. at Chi- 





a 


Sons Corp. Caldwell manufactures 
lifting slings and hoisting devices, 
+ * * 


Ford Moves Cannon 


S. K. Cannon has been appointed 
assistant manager of Ford divi. 


of sales and service of the Eclipse-| sion’s assembly plant in Atlanta. He 
Pioneer division. He replaces| was promoted from a similar Posie 


Charles A. Wolf, who resigned. 
= +: 


a 


AC Spark Plug Promotes 


| Lee, Grimm and Jones 


William C. Lee has been ap- 
pointed distribution and marketing 
director for replacement sales for 
AC Spark Plug 
division. 

Named to suc- 
ceed Lee as east- 
ern sales manager 
was James W. 
Grimm, Philadel- 
phia regional 
manager. Howard 
R. Jones, in 
charge of mer- 
chandising spark 
plugs, will become 
the new regional 


| Manager in Philadelphia. 
= > 


W. ©, Lee 


Sturges Heads Lock Thread 


Edward B. Sturges II, has been 
elected president of Lock Thread 


| Corp., Detroit, succeeding Dr. M. C. 


Teague. Sturges was former pres- 

ident of his own consulting firm 

and of Weiss Engineering Corp., 

both of New York. 
= 


* > 


BDSA Appoints Hughes 


Deputy Administrator 

H. Herbert Hughes, Washington 
representative of ©. M. Hall 
Lamp Co., Detroit, has been ap- 
pointed deputy administrator of 
the Business and Defense Serv- 
ices Administration of the Com- 
merce Department. 

Hughes has served in Govern- 
ment posts here and overseas. 
From 1941 to 1944, he was a 
member of the Washington staff 
of the Autombile Manufacturers 
Assn. and later was Studebaker’s 
Washington representative. 

> > > 


Trans Continental Names 
Charnay to Head Board 


Trans Continental Industries, Inc.., | 


has elected David B. Charnay 
chairman of the board. He succeeds 
Grover A, Whalen, who resigned. 
Charnay also has been elected 
chairman of the board of Highway 
Trailer Co., which T. C. L. recently 
acquired. Harold Meagher, pres- 
ident of Highway, has been elected 
to the T. C. L. board. 
> > 


Carrico Is Appointed V-P 


Of Rheem Automotive Unit 


O. Wayne Carrico has been ap- 
pointed vice-president and general 


manager of the Automotive divi-| 


sion, Rheem Mfg. 
Co., Fullerton, 
Calif. 

Carrico has 
been general 
manager of the 
division since last 


manager since 
October, 1954. 
Previously he had 
been a division 





0. W. Carrico 


cago. Rheem Automotive division 


| manufactures springs and bumpers 

| for automobile assembly plants on 

| the West Coast. 
© 


Ford Promotes Cavanaugh 


Gerald W. Cavanaugh has been 
named manager of the Twin Cities 
Glass manufacturing operation of 
Ford Motor Co. He succeeds C, O. 
Slater, who retired. Cavanaugh had 
been quality contro] engineer. 

* * > 


Dodge Ups Erickson 

Cc. C. Erickson has been named 
new-truck manager in Dodge's 
Minneapolis zone office, replacing 
M. C. Fogerty, who was transferred 
to the Detroit sales staff of the 
heavy-duty truck division. H. C. 
Boone succeeds Erickson as Dodge's 
business management manager in 
Minneapolis. 


oa * 
Caldwell Names Walles 
Caldwell Co., Inc., Rockford, IIL, 
has appointed Karl H. Walles sales 
manager. He formerly was Chicago 
district sales manager of the Wire 





tion at Ford’s Mahwah (N. J) 


plant. Cannon joined Ford in "1929, ' 
+ + * 


Eaton Moves Up Rooke, 


Schneider in Stamping U nit 


Robert J. Rooke has been pro- 
moted from production control 
manager to general superintend- 
ent of Eaton Mfg. Co.’s stamping 
division. 

George T. Schneider was named 
to succeed Rooke. He had been 


a sales representative. 
= > * 


Wagner Unit Ups Warren 


The Automotive Parts division, 
Wagner Electric Corp., has ap- 
pointed R. E. Warren manager of 
its Milwaukee office, succeeding the 
late George Kopatzke. Warren had 
been Wagner sales representative 


in the Atlanta and Memphis areas. 
> * = 


Dearborn to Head Sales 


For Ford Tractor Division 


L. E. Dearborn has been named 
general sales manager for Ford 
Motor Co.’s tractor and implement 
division. He suc- 
ceeds E. H. 
Woods, who re- 
signed to take 
over a Ford trac- 
tor and implement 
distributorship. 

Dearborn has 
served since May, 
1957, as assistant 
general sales z 
manager in j 
charge of regional 
operations. He L. E. Dearborn 
joined the division in 1955 and was 
appointed manager of the Detroit 
regional sales office in February, 
1956. 





> : > 
Frohnapple Appointed 
Howard J. Frohnapple has been 
|} named personnel manager of Gen- 


| eral Drop Forge Corp., Buffalo, a 


subsidiary of Dana Corp. 
> > 


Pittsburgh Plate Names 


Hufnagle to Sales Post 


Appointment of Edward W_ Haf- 
nagle as assistant manager, auto- 
motive sales, for Pittsburgh Plate 
Glass Co.’s glass division has been 
announced. He will have head- 
quarters at the firm’s Detroit 
offices. 

Hufnagle joined Pittsburgh 
Plate’s product development depart- 
ment in 1945. The following year he 
was assigned to Detroit to handle 
automotive glass development and 

(Continued on Page 27, Col. 1) 


HOW TO SELL 
MORE CARS 
TO MILITARY 
PERSONNEL- 


Tell them that Federal Services will fi- 
nance their cars with these advantages 
—NO EXTRA CHARGE for financ- 
ing when cars go overseas—anywhere 
in the world. 
—UP TO 36 MONTHS TO PAY. 
—NO RED TAPE. No lengthy delay 
for investigation. Applications are 
immediately. 
You'll sell more cars if you let us finance 
service personnel on a world-wide basis. 
We serve all officers and 3 top grades of 
non-coms. “First ... oldest ...and largest 
firm offering financing for servicemen. 
Address inquiries to office nearest you— 
Send us your service personnel customers 
for quicker action... faster sales — 
Address: FEDERAL SERVICES 
ALBANY, GA., 2015 W. Broad Ave. 
ALEXANDRIA, VA., 120 my ~ Pitt St. 
AUGUSTA, GA. 108 Eighth St. 
BALTIMORE, MD., 2137 Dundalk Ave. 
BELTON, TEXAS, i2t North Main 
COLUMBIA, S. C., 2421 Forest Drive 
COLUMBUS, GA., "3300 Victory Drive 
ELIZABETHTOWN, KY., P.O. Box 549 
EL PASO, TEXAS, 618 E. "Yandel! Bivd. 
FAYETTEVILLE, N. C., 850 Bragg Bivd. 
FRANKFURT / a GERMANY, 123 Zeil 
HONOLULU, T. , 1410 Kapiolani Bivd. 
LOUISVILLE, ey.” "4249 Dixie Hwy. 
PENSACOLA, FLA., 31 Navy Bivd. 
SAN ANTONIO, TEX., 2100 Broadway 
SAN FRANCISCO, CALIF., —- Bush St. 
WASHINGTON, D. c., 6400 Ga. Ave., N.W. 
NEW YORK CITY financin affiliate, 
1733 Broadway, Circle 7-4230 
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Auto Personnel 





(Continued from Page 26) 


engineering problems. He has 
served as industrial sales engineer 
at Detroit since 1951. 

* * * 


Pitts Named Vice-President 
Of Manufacturing for Bohn 


Directors of Bohn Aluminum & 
Brass Corp. elected Guy H. Pitts 
manufacturing vice-president. He 
will oversee all manufacturing op- 
erations at Bohn’s 10 plants in 
Michigan, Indiana and Illinois. Pitts 
joined Bohn in 1950 and served as 
chief engineer, plant manager and 


manager of the fabrication division. 
a” * * 


U. S. Rubber Ups Neeley 
Kenneth G. Neeley has been 
named assistant district sales man- 
ager in Los Angeles for U.S. 
Rubber Co. He has been with the 
firm since 1951. 
> 


* * 


Ford Ups Moore, Secrest 


Robert F. Moore has been named 
purchasing agent of the Ford divi- 
gion trim materials department. 
John C. Secrest succeeds Moore as 
manager of the division’s purchase 
analysis department. 

= * * 


Mack Truck Expands 
Duties of Zeller, Bush 


7. J. Zeller, forward - planning 
vice-president for Mack Trucks, 
Inc., has been placed in charge also 
of parts-supply and service- 
engineering activities, and Harvey 
W. Bush, vice-president in charge | 








T. J. Zeller 


H. W. Bush 
of Allentown (Pa.) operations, has 
been named head of manufactur- 
ing operations for the entire com-| 
pany. 

In other promotions, J. Carl) 
Moore, formerly Bush's assistant, 
has been named manufacturing 
manager at Allentown, and Brent | 
C. Jacob jr. has been named manu-| 
oe manager at Plainfield, | 


| 
> * * 


Breunig Appointed 
Edward O. Breunig has been ap-| 
pointed manager of truck-tire sales 
in the Southern California division 
of General Tire & Rubber Co. 
> 


* * 


Handles Import Fords 


A. H. Langridge has been named 
Los Angeles sales representative | 
for the foreign products branch of 
Ford. He joined Ford in 1953 as| 
Sales manager for the Mercury 
division in Oakland, Calif., and he 
has since served as regional man- 
ager for DeSoto. 

~ 





Bank Ups Fitzgerald 


Frank J. Fitzgerald, Bank of 
America vice-president, has been 
named head of the bank’s Timeplan 
loan department for Southern Cali- 
fornia. He succeeds Henry A. 
Chandler, who is retiring. Fitz- 
8erald formerly headed the bank’s 
auto-dealer operations. 

= 


Goodyear Gives New Duties 


To Laughlin and Moore 


M. T. Laughlin, former tire 
representative for Goodyear in the 
Angeles district, has been 
named manager of the district 
Office in Billings, Mont. 
R. N. Moore, former assistant 
district retail manager in Los An- 
geles, has been appointed manager 


of the El Paso district. 
oa * 


a7 
2 Assistant Sales Chiefs 
Appointed by Hyster 
Appointment of two assistant 
es managers'has been announced 
by Robert F. Moody, sales manager 
of Hyster Co.’s newly created in- 
dustrial truck division. 
Walter A, St. Clair, assistant sales 
Manager of the company’s former 





eastern division, has been named 
assistant sales manager of the in- 


dustrial truck division and will) 


work directly with all domestic 


dealers in the nationwide wholesale | 


organization. 
James N. Rector, former Hyster 


district manager in the southeast | 


tor, general products divisions; L. 
H. Loufek, marketing director, ap- 
paratus products, and R. M. Wilson, 
marketing director, defense divi- 
sions. 


+ * = 
|Wilson Elected President 
Of GMAC of Canada 


president of General Motors Ac- 
ceptance Corp. of Canada, Ltd., 
Toronto. He succeeds Charles G. 
Stradella, who remains a director. 


Wilson joined GMAC in 1926 and 





district, also has been made an/| 
assistant sales manager of the in-| 


dustrial truck division. Rector will 
handle the administrative duties 
connected with the new division’s 
sales activities. St. Clair has been 
with Hyster since 1945 and Rector 


since 1947. 
* > * 


3 Marketing Directors 
Named by Westinghouse 


served in the U. S., overseas and 
in Canada before becoming eastern 


Canadian manager in 1955, He was| 


named vice-president and general 
manager in 1957. 


| * * + 


|Autocar Appoints Potts 


|Aide to General Manager 


Frank Potts, former manager of 
the Montreal branch of White 


Motor Co. of Canada, Ltd., has been | service representative for Dodge) 


| appointed assistant to Karl A. 


W. Eric Wilson has been elected | 
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| 


Westinghouse Electric Corp. has| Roesch, White vice-president and/| 
appointed marketing directors for| general manager of the Autocar| 
three of the company’s major prod-/| division, Exton, Pa. 


uct divisions. 


| He succeeds Robert G. Oakley, 








White in 1952 as general sales man- 
ager of the Sterling division. 
ca * * 


L-M Appoints Coward 


District Sales Manager 


Thomas A. Coward has been 
appointed Chicago district sales 
manager for Lin- 
coln and Mercury. 

Coward for- 
merly was assist- 
ant district sales 
manager for Lin- 
coln and Mercury 
at Detroit. In his 
new post, Coward 


Burke, who was 
promoted to 
southeastern _re- 
gional sales man- 


T. A. Coward 


ager at Washington. 
* * * 


Dodge Appoints Ward 
Meyer K. Ward has been named 


in the Chicago region. 


* * * 


National Seal Ups Spencer 
William P. Spencer has been 





succeeds J. Basil | 
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Federal-Mogul-Bower Bearings, Inc. 
He had been a field representative 
in Indianapolis. 

* ° a 


Chrysler Promotes Clancy 
Richard T. Clancy has been 
named director of personnel for 
Chrysler Corp.’s engine division. He 
joined the corporation last June. 
* * * 
| Johns-Manville Names 


\Fisher to Succeed Cassidy 


Adrain R. Fisher has become 
| chief executive officer of Johns- 
Manville Corp. in a realignment of 
executive responsibilities following 
retirement of Leslie M. Cassidy, 
chairman. Fisher continues as 
| president and director. 

Cassidy continues as director and 
will be a consultant. Clinton B. 
| Burnett was elected executive vice- 


| president and named a director. 
| = * * 


DesRuisseaux Named 


Robert DesRuisseaux has been 
appointed resident comptroller of 
| Chevrolet's Baltimore assembly 
|plant. He succeeds Thomas A. 
| McDermott, who has been named 
resident comptroller of the Chevro- 





Named to the newly created posts| who became White’s branch man-| promoted to field engineer in De-|let assembly plant in Van Nuys, 


were S. F. Davies, marketing direc-' ager at Cleveland. Potts joined! troit by the National Seal division, ! Calif. 











80’ wide post-free service area 


Spacious, attention-getting display 


The beginning of so many successful businesses 
---A BUTLER BUILDING 


Whatever you sell to the public, the building in 
which you sell it plays the role of salesman, too. 
The building is part of the image of you—in 
your customer’s mind. Penner Motors of Ke- 
nora, Ontario realized this fact when they chose 
a Butler building. But they found they bought 
more than good looks. They got an abundance 
of usable display and service space—and at a 
price that left more money for working capital. 

These same advantages can also be yours — 
and you don’t have to be in the automobile 
business to enjoy them. Wide, obstruction-free 
interiors, natural ventilation, superior lighting, 
economical heating, individualized beauty are 
Butler features that make these buildings ideal 
for every kind of business. 

Another Butler “plus” is faster construc- 
tion. Once you decide on your design, mass- 


as: 


produced, pre-engineered structurals are 
shipped to your site right from standing fac- 
tory inventory. In a matter of days a powerful, 
basic framework is bolted together, metal roof 
in place, ready for curtain walls of your choice 


of materials. 


Savings in materials, lapor and time are con- 
siderable—and you're in your building, doing 
business, weeks to months sooner than other 
types of construction would permit. 


Do yourself this favor: look at a Butler building. You'll 
then see first-hand why this wonderful building can 
be an important ingredient in your formula for suc- 
cess. For all the facts, call your Butler Builder. He’s 
listed under “Buildings” or “Steel Buildings” in the 


Yellow Pages of your phone book. 


write directly to the address below 


Or, if you wish, 


BUTLER MANUFACTURING COMPANY 


21 papwwe” 7432 East 13th Street, Kansas City 26, Missougi 
Manufacturers of Metal Buildings + Equipment for Farming, Dry Cleaning, Oil Production and Transportation, Outdoor Advertising . Custom Fabrication 
Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. « Birmingham, Ala. * Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. * Chicago, Ill. * Detroit, Mich. 


Cleveland, Ohio » Pittsburgh, Pa. * New York City and Syracuse, N.Y. * Boston, Mass. © Washington, D.C. * Burlington, Ontario, Canada 











The 1958 Chrysler lines feature fine wool 
broadcloth in all luxury models 





WOOL 


‘he inside selling story 
of America’s finest cars 


In today’s highly competitive market, the informed 


car shopper looks inside. And when the interior is up- 


holstered in fine wool broadcloth, sales resistance 


begins to weaken. For wool offers an appealing com- 


bination of quality, styling, luxury in the best of taste, 


and plain comfort—all the extra values expected of a 


truly fine car. That’s why wool is going into more 


and more of America’s finest cars. 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is warmer in winter, pro- 
vides insulation, never feels unpleasantly 
cold. It develops no serious static charge. 


@ Wool upholstery is kinder to clothes 


... does not cause shine or excessive wear. 


@ Wool upholstery is safer. It helps the 
driver keep in position on sharp turns or 
sudden stops . . . and is highly flame- 
resistant. 


@ Wool upholstery stays neat-looking longer, 
has greater resale value. It defies wear —will 
not sag or wrinkle. Dirt and spots come 
out easily. 


A wool interior is one of the greatest sales 
advantages available to you in today’s highly 
competitive market. So don’t miss out... 
specify wool when you order from the factory. 


é 





nothing 


¥ 


Wool upholstery—built-in sales appeal, and lasting comfort in this 1958 Imperial Le Baron, by Chrysler 
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Bankers’ Recession Tip . . 





Consumers Must See 
Value in Purchases 


By Kenneth C. Kelley Jr. 
Staff Writer 


RINGING the consumer back 
into the hard-goods markets 
will take more than building his 
confidence in the economy. The 
consumer also must feel that he is 


getting his money’s worth in what | 


he buys. 
News That is the view 
of expressed in a sum-| 
mary of installment- 
Finance credit conditions| 


from the American 
Bankers Assn. 
The ABA does not underplay the 


need for assuring the consumer that’! purchase new automobiles, appli- 








there is reason for confidence. The 
bankers feel that the consumer's 
record for repaying installment 
debts has been good, even in the 
current recession. 

This view of the present buying 
slowdown was expressed: 


“The consumer at present ap- | 


pears to be taking a ‘debt holiday’ 
which, in our opinion, is of tem- 
porary nature, Cash reserves are 
being accumulated as reflected in 
increased savings. 

“These reserves will come in 
mighty handy when released to 





ances, homes, home improvement 
and other goods and services.” 


When will these funds be re- 
leased? 

When the consumer feels more 
confident of the soundness of the 
economy and considers that prices 
are “right,” the ABA said, adding: 

“Because he is in a relatively 
healthy financial condition is no 
reason why he should be taken 
undue advantage of by sellers of 
merchandise.” 

* * * 


Time Extension Opposed 


1. bank publication expressed 
concern that the heavy inven- 
tory of autos and other consumer 
hard goods might lead to pressure 
for extension of financing periods. 

Any movement for more liberal 
terms “should be resisted vigor- 
ously,” according to ABA. The 
current recession is different from 
the other postwar dips with more 
soft spots in the economy, so 
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At Motor Wheel 


| 140,158, compared with $19,443,186 | 


| throughout 1958. He told sharehold- 





Dealers’ Investment Put 
At $20 Million in Dayton 


DAYTON, O.—The Montgom- 
ery County Automotive Dealers 
Assn, estimates that franchised 
dealers in the Dayton area have 
invested nearly $20 million in 
buildings, real estate and equip- 
ment. 





It was estimated further that 
in the first quarter of 1958, the 
dealers’ combined payroll was 
$427,525 a month, that 945 per- 
sons were employed and that 
their earnings averaged $550 a 
month. 





the ABA urged greater care in 
granting loans, rather than more 
liberal terms. 

ABA said that auto manufac- 
turers could “also be helpful” by 
making “public the factory- 
delivered price so that the con- 
sumer... will have some basis for 
comparison.” There was no elabora- 
tion on this suggestion. 

* * ” 


Important Business 


T= installment credit summary 
also showed that time-sales 
financing is big business and im- 
portant business for the nation’s 
banks. 

In banks with total loans and 
discounts of less than $10 million, 
income from installment loans pro- 
vides 40.28 percent of all loan in- 
come. The percentage drops off in 
larger banks, but it is 24.73 percent 
in the group with the highest loan 
volume. 

The banks with loan volume of 
less than $10 million do 27.61 per- 
cent of their lending on install- 
ment contracts. In the largest 
banks, 16.16 percent of loans are 

installment loans. 


Bank auto loans, both those made 
directly by banks and those made 
through dealers, take up 46.26 per- 
cent of the money going into in- 
stallment loans and produce 45.48 
percent of the banks’ installment- 
credit income. 








Profit for 


uarter 


Net earnings of Motor Wheel | 
Corp., Lansing, in the first quarter | 
of 1958, were $68,405, compared 
with $530,376 for the corresponding | 
period last year. Sales totalled $14,- | 


in the 1957 period. 


M. F. Cotes, president, said the) 
first quarter showed a decided im- | 
provement over both the third and | 


| fourth quarters of 1957. Losses were 
| sustained in each of these quarters. 


The improved showing, Cotes 
reflects the progress made 
on the company’s recently an- 
nounced centralization program, | 
under which appliance and auto-| 
motive production are being inte- 
grated. The program is on schedule | 
and, when completed later this 
year, will bring about a major re- 
duction in overhead, he said. 
- * = 


Binks Mfg. 


Binks Mfg. Co., Chicago, fiscal 
year ended Nov. 30, 1957, vs 1956: 
Profit after taxes, $811,688 and $939,- 
470; sales, up 7 percent to a record 
total. 


* * * 


Twin Coach Shows Profit 


After $3 Million Loss in °57 

Twin Coach Co. reported a profit 
of $190,948 on sales of $5.8 million 
for the first two months of 1958. 
The company showed a 12-month 
loss of $3,071,794 in 1957. 

W. H. Coleman, president, pre- 
dicted profitable operations 


ers that, for the first time since 
1951, all company divisions operated 
profitably in the first quarter. 


* * * 


H. K. Porter 
H. K. Porter, Inc., New York, 
first-quarter 1958 vs. 1957: Net 
sales, $32,732,789 and $39,094,871; 
profits, $1,187,625 and $3,538,357. 


* * * 
General Contract Tops 
°57 Earnings for Quarter 
Earnings of Genera! Contract 
Corp., St. Louis, for the first quar- 


ter of 1958 were $651,848, or 29 
cents per common share, compared 





with $648,568 for the corresponding 
period of 1957. 

Arthur Blumeyer, president, tolq 
shareholders that “all signs indicat, 
that we shall have as good a vear jp 
1958 as we did in 1957.” The com. 
pany’s operational earnings last 
year were $1.22 per common share 
an alltime peak, he said. 

* * * 


National Propane 


National Propane Corp. first 
quarter, 1958 vs. 1957: Profits, $258. 
100 and $225,400; sales, $3,969,509 
and $3,434,800. 

5 


* 


+ 
First-Quarter Sales, Net Up, 


L-O-F Glass Fibers Reports 


L-O-F Glass Fibers Co. reported 
net earnings of $292,287 for the 
first three months of 1958, com. 
pared with $225,005 for the corre. 
sponding period in 1957. 

President R. H. Barnard said 
sales were slightly in excess of 
those for the corresponding quarter 
in 1957. 


* * * 


11% Boost in Cars Leased 
Is Reported by Emkay 


An 11 percent gain in the num- 
ber of cars fleet leased to industry 
has been reported by Emkay, Inc. 
Chicago, in the company’s first 
quarter of 1958. 

Emkay said its fleet grew to more 
than 3,200 cars in the quarter. That 
was double the rate of growth in 
1957, the company said. 


CCC Reports Dip 
In First Quarter 


Consolidated net income of Com- 
mercial Credit Co. for the first 
quarter was $6,263,480, compared 
with $6,447,972 for the like period 
of 1957. 

Consolidated gross income was 
$42,606,592, compared with $41,321, 
812 for the same period in 1957. 

The volume of finance receivables 
acquired by the company’s finance 
subsidiaries for the first quarter of 
| 1958 was $762,304,435, compared with 
, $962,006,810 for the similar period of 
| 1957, a decrease of approximately 
| 20 percent. Seventy-five percent of 
this decrease was the result of re- 
duced volume of new-car wholesale 
financing. However, the outstand- 
ing finance receivables at the end 
of March were $1,412,447,350, com- 
pared with $1,367,404,644 at the end 
of March, 1957. 

= 


> * 


Corning Glass Works 


Corning Glass Works, first- 
quarter report, 1958 vs. 1957: Net 
income, $3,189,152 and $3,872,798; 
sales, $36,976,719 and $35,655,461. 


a * > 


National Malleable 


National Malleable & Steel Cast- 
ings Co., first-quarter report, 1958 
vs. 1957: Profits, $174,547 and $742; 
762; sales, $13,078,461 and $16, 
914,996. 


© + * 


Inland Steel 


Inland Steel Co., first-quarter, 
1958 vs. 1957: Sales, $149,213,763 
and $202,688,625; earnings, $7,961,- 
147 and $14,613,704. 

” 


U.S. Rubber Net 
Drops 52 Percent 


United States Rubber Co. re 
ported net sales for the first three 
months of 1958 were $196,280,095, 
compared with $232,224,961 for the 
corresponding period in 1957, a de 
cline of 15 percent. 


First-quarter net profit was $3- 
890,699, compared with $8,179,761 in 
1957, a decrease of 52 percent. 
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MOTOR MASTER PRODUCTS CORP 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLO® 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 

O GENUINE BLUE CROWN SPARK 
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OMOTOR MASTER UNIVERSAL 
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drive, and (ps) indicates power | DeSOTO—'56 (8) station wagon, $1,455* 
Market Trend stoeving (a). 
: z F "55 Fireflite 4-dr., $1,225* (ps). 
, = - DODGE—'57 Coronet (8) 2-dr., $1,675*, 
The overall average price of - 
~ $1,625", 2 at $1,620°, $1,585". 
used cars sold at wholesale auc- LITTLETON, COLO. | FORD ‘58 Thunderbird, $3,950* (ps), $3.- 
Colorado Auto Auction, Inc. Sale ever 940° (ps), $3,900° (ps), $3,850° (ps); 
tien declined $14 last a Monday. Prices are for sale of Apr. 28. P Fairlane (8) 500 4-dr., $2,225*; Coun- 
$955, according to Automotive Demand is very strong, We need more | try sedan, $2,075; Custom (8) 300 
News’ index good clean cars. 4-dr., $1,995, $1,990°. 
F a BUICK—’57 Special 2-dr, Riviera, $1,725*| "57 Fairlane (8) 500 Hardtop, $1,750°, 
Despite the overall decline, (ps). $1,700*, $1,695*, $1,650° (ps), $1,- 
three models showed modest in- "55 Super 4-dr., $915* (ps). 620°; Custom (6) 4-dr., $1,425°, $1,- 
creases: "Sis went up $2 while CADILLAC—’58 (62) coupe, $4,340* (ps). of chile 4 eten. ne, eee 
7 "56 Eldorado Seville, $2,755* (ps); (60) soun s : , + $1, ; 
és and "55s each advanced $1. 4-dr., $2,590° (ps). . = Fairlane (8) 2-dr. Hardtop, 2 at $1,- 
: . 55 (62) coupe de Ville, $2,275° (ps). 270°, $1,270* (ps), $1,195° (ps), $1,- 
Losses amounted to $10 on "4s, "52 (62) 4-dr., $540°. =, me (8) 2-dr., $865, $850°, 
» » 9 51 (62) 4-dr., 2 at $445°, $375°. , . 
$13 on 53s, $13 on "Sis, $19 on ts, CHEVROLET—'58 Impala (8) conv., $2,- "55 Custom (8) station wagon, $950°; 
and $52 on ‘57s. The adjusted 680° (ps), $2,475° (ps); 2-dr., $2,550° Fairlane (8) 2-dr., $885°; conv., 
rese < : . b 
oe cies odel. ladles srsto" eve eee eee "54 Crest (8) Victoria, $705. 
low for that mode ‘S57 Bel Air (8) 4-dr. 1,805° 1,770°*, "53 Crest (8) sedan, $390. 
At f p ntative $1,750°, $1,675*, $1, Lobe ea een $1,- | LINCOLN —'56 Premiere 2-dr. Hardtop, 
a group oO represe 575° 51.545° "$1,500: Two-ten (8) $1,980° (ps); 4-dr. sedan, $1,775* (ps). 
auctio : rage 2-d cs 1,700° (ps), 1,600° 1. . "53 4-dr., $395°; 2-dr., $350°. 
ms last week, the ave ( ; > . .~ . . . . — MERCURY—'57 Commuter station wagon, 
consi t 216.5 it ps), $1.475*, $1,445°, $1,400°, $1,325; “ 
gunmen was un 8, One-fifty (8) 2-dr. station wagon, $1,- $2,100° (ps); Montclair 4-dr. Hardtop, 
compared with the year’s high of 430. are, aa 4-dr., $1,800° (ps), 
"56 Two-ten (8) station wagon, $1,470*; ’ ‘ : . 
“2 units a week earlier. The 4-dr., $1,285*, $1,215° (ne), oe ‘56 Montclair 2-dr. Hardtop, $1,360° 
sales ratio was 69.7 percent, com- $1,060; Bel Air (8) 4-dr., $1,250*, $1.- on ‘os'aen?’ $1,325° (ps); Custom 2- 
175° (ps). 
pared with 67.3 percent in the ‘55 Bel Air (8) 2-dr., $1,155* $1,125*,| °55 Montclair Sun Valley coupe, $1,015* 
previo’ 1,045°; Two-ten (8) 4-dr.) $1,100* (ps). 
us week. to. $790°. » * "53 Monterey Hardtop, $605°. 
Prices marked with an asterisk ‘54 Bel Air 4-dr., $540. ‘52 Hardtop, $285. 
indicate @ unit equipped with "51 conv., $105. NASH—'55 Ambassador 4-dr., $845°. 
indicate ; qq PP an | CHRYSLER—’54 NY station wagon, $1,- 53 Ambassador 4-dr., $295. 
automatic transmission or over- 300°. OLDSMOBILE — ‘58 (S88) 2-dr. Hardtop, 


Prices of "57s added and '49s dropped in November, 1956. Prices of 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive oe from Auction Reports.) 
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Figures alongside bars represent dollars. 





‘58s added and '50s dropped in December, 1957 
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075* (ps). 










CHEVROLET—’56 Two-ten 2-dr., $875*, 
$835; One-fifty 2-dr., $750. 
’54 Two-ten 2-dr., $430, $415, $390; Bel 
Air 4-dr., $400. 
53 Bel Air 2-dr., $500; conv., $390*; 
Two-ten 2-dr., $310*. 








CHRYSLER—’53 NY Newport, $450*. 
DeSOTO—’56 Fireflite 4-dr., $1,210* (ps). 
DODGE—’55 Royal 4-dr., $875*. 

’53 Coronet 4-dr., $280. 
FORD—’56 Ranch Wagon, $1,075. 


'55 Custom 2-dr., $910*%; Fairlane 2-dr., 
$785*. 
54 Main 4-dr., $385*, $385. 


’53 Custom coupe, $425*; 4-dr., $345; 
Ranch Wagon, $385*. 
’52 Ranch Wagon, $350. 
MERCURY—’55 Montclair Hardtop, $860*; 


Monterey Hardtop, $725*. 


’54 Monterey 4-dr., $605*, $595*. 
’53 Custom 4-dr., $260. 
OLDSMOBILE — ‘57 (88) 4-dr., $1,585* 
(ps). 
’53 (88) Hardtop, $450*; 2-dr., $395° 
| (ps). 
°52 2-dr., $225°. 
PLYMOUTH—’'55 Savoy 2-dr., $375°*. 







| PONTIAC — '53 Chieftain station wagon, 
$390; sedan, $190. 
66 °57 "56 °57 "66 °5S7 "56 °57 56°57 °S7 °58 57 °'58 "57 °58 57°58 57 5a '53 Chieftain station wagon, $390; sedan, 
Aug. Sept. Oct. Nov. Dee. Jan, Feb. March Apr. May $190. 
to Date RAMBLER—’ 56 4-<dr., $730. 





STUDEBAKER — °52 Commander 2-dr., 
$120. 


WILLYS 





(Copyright, 1958, by Automotive News) $355*. 





‘55 Custom 4-dr., 


| $2,665* (ps). MANHEIM, PA. 
"57 (88) Super 4-dr., $2,090° (ps); (88) . 
9 . Manheim Auto Auction, Sale every Fri- 
| siesse”’ 2,650° (pe), GLSTO” (ps), | day. aeeaee, ane for = “ a, = 
7 7 Had sale ices and 
| °56 (88) Super Hardtop, $1,480* (ps), eo ae 
$1,430* (ps), $1,390* (ps), a Seld 83 percent of 669 cars 
. 4 4 b 
Sunes Aede srigoe say, (Pm? (S| BUSCK—'S8 Super Riviera, $2,875° (ps); 
51 4-dr., $275°. =e Special conv., $2,620° (ps). ae 
nn ee - ° conv., $2,030* (ps); 4-dr., 
PACKARD —'56 “400” 4-dr., $1,100* (ps).| "4, Sbes'*!, Sonn. Fist: Dan 
PLYMOUTH ~56 Belvedere (8) 4-dr., $1,- $1.730° (ps); RM 4-dr, Hardtop, $1,- 
$1,165 Savoy (8) 4-dr. station wagon, | 975* (ps); Century 4-dr. Hardtop, $1,- 
rm | . . 
"52 4-dr., $135. 760°; 2-dr. Hardtop, $1,720° (ps). 


'56 Century station wagon, $1,800° (ps), 


"50 club coupe, $170. * de *, $1,415°; 
PONTIAC—'57 ‘Star Chief 4-dr., $1,810° oeei o-ae. sedan, ‘Si bee®, 61058? 
+53 2c 255° (ps), $1,400°, $1,400° (ps), $1,390°, 
=dr., $265°. $1,380°; 2-dr., $1,460°, $1,375°, $1,- 
RAMBLER—’57 Cross Country, $1,745. 305*: 4-dr. station wagon, $1,410* 
STUDEBAKER—'67 Scotsman’ (6) 2-dr., (ps), RM conv., $1,500° (ps); 4-dr. 
i o*' (ps); 2-dr. Hardtop, 
MISCELLANEOUS —'57 Chevrolet %-ton| $1390" (os): Sener 4-dr. Hanaten, 
pickup, $1,180. $1.200* (ps). 


$1,355; 


"55 Chevrolet Cab and + —— '55 Century station wagon, $1,325* (ps); 








Dodge %-ton pickup, > o. 
4-dr. Hardtop, $1,215* (ps), $1,110°*; 
— ae oe 2-dr. Hardtop, $1.075*, $1,025° (ps), 
SS Chhevectst %i-ton plekup, SS70. $1,010* (ps); Special '2-dr. Hardtop, 
$1,250°, $1,060°, $1,030°, $1,000°; 4- 
BUFFALO dr. sedan, $1,060*, $900°; 2-dr. sedan, 
$850° ‘00°; -dr. n, 
Thruway Auto Auction, Inc. Sale every $1 ase" ea $1 ise o1.ene* (ps): 
Friday. Prices are for sale of Apr. 28. 9-dr. $990° . (ps), $875°: RM 4-dr.. 
i 2 PS ee oo a | $1,070* (ps), $1,060* (ps). 

oy cars by the score. Sold | +54 Century 2-dr. Hardtop, $840° (ps), 
49 cars from 85 consignments. $700*; Special 4-dr., $750, $560; Super 

| BUICK—'57 Century Riviera, $1,810°. 4-dr., $720*; RM 4-dr., $660° (ps). 
"56 Century Riviera, $1,275° (ps). ‘53 Super Hardtop, $410°; sedan, $300°. 


"55 Super Riviera, $885. "52 Super Hardtop, $205°. 


CADILLAC — ‘58 coupe de Ville, 
(Continued on Page 35, Col. 


"53 RM Riviera, $360°. 
"56 (62) coupe de Ville, 


$5,200° 


CADILLAC $2,- 1) 


Frequency Rates: Listing (maximams three lines of byped—$8.08, 1-time; $4.00, 13-times; $3.50, 52-times. Display ‘cahenes tian 1 
columa—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lewrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 


COLORADO AUTO AUCTION 
UTTLETON, COLO. —— 


Sele Every ae am. 

Owners: Francis R. Cassell—Cearroll K 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 





DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
75 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 





NEW ENGLAND'S OLDEST 


AND BEST ° 

Dealers Auto Exchange in our I2th year 
of continuous operation. ° 
Sele every Wednesday - 11:00 A.M. | * 
SOUTHERN AUTO SALES, INC. e 
oe 


Warehouse Point, Conn. 


FLORIDA 


ne 
DAYTONA BEACH — Florida Auto 
duction, City Airport. Tues., 11 
_A.M. Dealer-owned. Dealers only. 
ae 





On M2i—One Half mile west of Grandville, 
Mich. 








12:30 SALE EVERY WEDNESDAY 


M. 
3711 Western 





JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MICHIGAN MISSOURI 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


Wed.-Fri. All models both days. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 





in—T. lo Hi a 
ib & etn Ga ee Phone Franklin 1-3845 
MELVINDALE, MICHIGAN SALES EACH TUESDAY 
AND FRIDAY 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





GRAND RAPIDS AUCTIONS, INC. 





EVERY TUESDAY—CHECKS INSURED NEW JERSEY 


At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


CROSSROADS OF THE EAST 


N-:A:D-E 


WEDNESDAY, 11 A.M. 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenia! auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


D. McCollum, Vice-President and Mana 
Road Phone CEdar 


MISSISSIPPI 


Albany 5, N. Y. 


Monday — I! O'Ciock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve: 





KANSAS CITY—K. C. Auto Auction, | 
1900 Truman Rd. Two big sales each | 


NEW YORK CITY'S 


_ NEW YORK PENNSYLVANIA 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


Thruway Auto Auction, Inc. | 
Rovte 188 Buffalo, New York | 
| EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
| Phone: HObart 4700 Al Clements, Owner 


| Flyi Dealers — Land at Buffalo Air-Park, 
|5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
| pick you up. 


¥%& Dual Lane Selling 
%& Auction Checks 
%& Titles Guaranteed 





Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5240! 


SKYLINE 
AUTO AUCTION) 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 








- WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Beb McConkey 


and checks ore insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8. Spielman 
John W. Becker 








WEST VIRGINIA 
Wer Waa Bale 
eed ee eile) 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss" 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 








CLASSIFIED WANT ADS 
BRING RESULTS 












remove metal pickup or galling. It 
has been found that metal pickup 
is not likely to occur again in the 
same area, the company said. 


* * * 








RADII CONES—Barrett Equipment Co., 
St. Louis, Mo., announces two Radii Cones 
required for machining front drums on 
the 1958 Pontiac and Chevrolet. These 
Radii Cones are of the exact diameter to 
assure proper seating in the shallow cups 
of the new bearings being used. The 
cones fit brake drum lathes having a 
one-inch arbor such as Barrett, Van| 
Norman, Lempco and Ammco. Reducer | 
sleeves are also available to fit 34-inch | 
and 11/16-inch step arbors. 

.- € s 


Total-Contact Brake Chart 


Offered by MoPar Division 
MoPar division, Chrysler Corp., 





ROOFS — Golde 
6636 Charlevoix 

7, Mich., has announced sliding roofs for 
the 1958 Chevrolet. Vinyl tops are avail- 


SLIDING 


| division, 


Body Parts 
Ave., Detroit 


able in manvally and electric operated 


P. O. Box 1718, Detroit 31, Mich.. models, as well as a steel sliding roof 
is offering a free quick-reference | "°%*- The tops ore available for all ‘58 
total-contact brake poster to all |‘"* 
dealers, service stations and inde-| 
pendent garages. 
Showing an “exploded view” of | 
Chrysler Corp.’s new total-contact 
brake system, the three-color wall 
chart (35 inches x 45 inches) is a 
valuable aid in identifying and 
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ordering brake system parts and 
service packages, MoPar said. 









BATTERY LIFTER—The Zim bottery lifter 
clamps solidly to the outside of any type 
and size of 6-volt or 12-volt storage 


poses. Although made all of steel, the 
model 711 battery lifter weighs only about 
2% pounds. Zim Mfg. Co., 3047 W. 
Carroll Ave., Chicago 12, Ill. 





> > > 





WHEEL ALIGNER—The Wheel-A-Matic 
wheel alignment equipment can be used 
in a minimum of space alone, or in con- | 
junction with or as a supplement to an 
aligning rock. The caster-camber-kingpin- 
steering axis angle gauge is magnetically | 
held to the only machined surface on the 
outside of a wheel and stays in position 
while the adjustments ore made, it is 
claimed. Wheel-A-Matic Co. of America, 
Dept. 10, Franklin, N. H. 

= Ss 6 | 
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BRAKE SHOE TOOi—Barrett Equipment 
Co., 2101 Cass Ave., St. Louis, Mo., has 
announced an improved Broke Dokter that 
has been simplified for speedy precision 
brake service. All models, both car and 
truck, are preset at the factory to grind 
shoes for correct fit to drum. No special 





training is required for use—set the 
Brake Dokter drum size .. adjust 
and/or centralize shoes . . . tailor lining 


for correct fit . . . install drum, and the 


job is complete, it is claimed. 
eve '~e 


TRAILER COUPLER—The Draw-Tite trailer 
coupler is said to be foolproof, rustproof 
and safe at all times. The chain which 
attaches to the coupler handle is a special 
safety device. The handle can't be re- 
leased without first pulling the chain and 
pin, it is said. Designed to haul gross 
weight loads up to 2,500 pounds, this 
coupler features cath tension which elim- 
inates any chance of its being too tight 

i or too loose on the hitch ball. The coupler 
i is supplied with a 1%-inch hitch ball as 
j standard equipment. Draw Tite Co., Belle- 
ville, Mich. 
e ‘gece 


Lube Stick Removes 


Scratches from Dies 
A Die Lube Stick has been in- 
troduced by Lubricants, Inc., 16170 
James Couzens, Detroit 21, Mich. 
The item is used to fill in the 
seratches or scoring left on the 
surface of the dies after grinding to 





CARRIER—A lightweight aluminum car- 
rier attachment for cars, called the KiPcO 
Car Karrier, has been introduced by Kip 
Co., P. O. Box 235, Livingston, N. J. 
Designed to carry 150 pounds, the unit 
can be attached to either side of the 
car. With the addition of a bracket, the 
carrier can be used on most panel and 
closed trucks. 


battery to become a handle for all pur-| 
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NEW PRODUCTS 


| 














and on the farm, as well as in 
schools, institutions and shops, the 
guns spray all types of paints and 
fast drying lacquers. They have 
been designated Models 35 and 36, 
and can be used with air compres- 
Sors rated to one horsepower, the 
company said. 








ROCKER PANEL MOULDING — Rocker 
panel moulding, a custom-built strip made 


of stainless steel, has been introduced 
by Groboski Industries, Inc., 4344 S. 
Western Ave., Chicago 9, Ill. Designed | 


and built with a telescopic feature, the | 
moulding is said to fit a large percentage 
of new and older cars. The unit is 





| 
| available in 2% and 3%-inch widths. BEARING REMOVER—A “bridge” toot 


eee for removing and installing flange-type | 


| rear-axle bearings fast has been an- 
| nounced by the Owatonna Tool Co., 314/ 
| Cedor Si., Owatonna, Minn. Designed to | 
| work with either OTC hydraulic or me- 
chanical Grip-O-Matic pullers, this OTC 
“bridge” eliminates the heating, torches, 
hammers ond curses usually needed to 
pull beorings, it is claimed. There's no 
danger of shoft worping or scoring, beor- 
ing injury or separation when this tool 
is used. Even bearings with zero-tolerance 
shoft-fits ore quickly eased off, it is said. 


> > > 


CIRCUIT TRACER—A tool thot can be 
used as a continuity tracer for dead cir- 
cvits and for low and high voltage live 
circuit testing hos been introduced by | 
Hunter Tools, P. O. Box 564, Whittier, 
Calif. Shown in the illustration is the cir- 
cuit tracer being used as a continuity 
tester. Under this setup, the tracer is 
powered by two small pin light batteries 
and oa signal light built into the tip of 
the tool shows thot the user has a closed 
circuit. 


| 





HYDRAULIC REPAIR PARTS — Boxed os- 
| sortments of hydravlic jack repair ports 
ore now offered by Texas leather & 
| Packing Co., 422 Ohio St., Wichita Falls, | 
| Tex. Sold under the trade nome, “Joc-| 
| Box,” these assortments ore said to in- 
| clude all ports necessary for on-the-job 
| repoirs for the majority of jock failures. 
Some of the advontages of assortments 
| are thot they provide the greatest pos- 
sible coverage in meeting on-the-job | 
| emergency repairs, simplify ordering 7 
reduce inventory of ports. Ports for @-| 
poiring pumps, volves, release assemblies 
|and other components are available in oa 
wide variety of “Jac-Box"™ assortments. 

- 


Clear Plastic Mats 


A clear plastic multiuse nonskid 
mat has been introduced by Budge 
Mfg. Co., Inc., Tenth and Ontario, 
Philadelphia 40, Pa. It is marketed | 
in lengths of six, 12 and 18 feet, all | 
|27 inches wide. 





TACHOMETER — A “POW-R-TACH”™ 
Transistor Tachometer has been introduced 
by Almquist Engineering, Milford, Pa. The 
unit hos @ 0-8,000 r.p.m. scale in attrac- | 
tive colors. Models are available to fit six | 
or 12-volt systems on all six and eight- 
cylinder cars and trucks. 

> > > 


| 





BALANCING WEIGHTS — Turner Mfg. 
Co., Inc., Kokomo, Ind., has introduced a 
wheel weight especially designed for use 
with hubcaps and straight rim flanges of 
the type used in the 1958 Cadillac. The 
retaining fingers of the hubcap seat into 
the straight rim flange thereby preventing 





ARMATURE TESTER—Auto-Test, Inc., 600 


the use of conventional-type weights and S$. Michigan Ave., Chicago 5, Iill., has 
necessitates this unusual design, it is|°°™e Ovt with an all-purpose | growler 
claimed. Weights are available in sizes and armature tester. This unit is desig- 
Y% through three ounces in Y ounce nated as “model GAT-6" for 115-volt 


single phase, 50/60 cycles AC, and in- 
cludes the following features: Double 
winding which provides two different flux 
densities (without resistors); 115-volt, AC, 
series test light; large, easy-to-read meter 
dial; special “‘bar-to-bar" two-pronged 
test prod; four-position switch for ac- 
commodating all tests, and long, neoprene- 
covered test prod leads. 


graduations. 
oe og 


Paint Spray Guns Offered 

Two lightweight spray guns for 
general maintenance or occasional 
paint jobs have been announced by 
Binks Mfg. Co., 3122 Carroll Ave., 
Chicago 12, Ill.: Useful in the home 






FAN DRIVE—Savings in horsepower an¢ 
in fuel, as well as marked reduction i, 
fan roar at high speeds, are claimed for 
a viscous fan drive which the O. W. Dieh 
Engineering Co., 28749 Floral, Roseville 
Mich., is marketing under the nam 
“Hydratorque."’ The unit, manufactured by 
Eaton Mfg. Co., is said to promote engine 
cooling efficiency at all speeds, by altering 
the speed curve of the fan. Incidentg 
benefits include the dampening cf laterg 
fan vibrations by the fluid coupling, sharp 
reduction in fan stresses, and long 
trouble-free life, it is claimed. The Hydro 
torque is available for installation o- 
most overhead valve V-8s built since 1954, 
with the exception of 1955, 1956 and 
1957 Chevrolets. 





7) 


E-RING—The Woldes Truarc Series 5144 
reinforced E-ring, manufactured by Walda 
Kohinoor, Inc., 47-16 Austel Place, Long 
Island City 1, N. Y., is designed for us 
in assemblies in which the ring is subjed 
to strong push-ouvt forces resulting froe 
heavy vibration and shock loads, high 
rotational speeds or relative rotation be 
tween the retained parts. It has opprox:- 
mately five times the gripping power of 
conventional E-type rings and 50 percent 
higher r.p.m. limits, and may be used 
with abutting retained parts having large 


corner radii chaomfers, it is claimed. A 
Sithovette of the ring is shown in the 
insert. 
* * * 
i = 
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AIR LIFT—A portable air lift for use i# 
servicing all cors including low silhouette 
and sports car types has been announced 
by the Bay Mfg. Division, Life Time Prod 
ucts Corp., Canfield, O. The unit is called 
the Bay-Lift Low-Boy Model APL. The Bay 
Lift Low-Boy rests 6% inches off the ground 
at the highest point, from lifting forks 
back to the air cylinder assembly. Two 
rocker shaped forks are adjustable 
through a range of approximately 10 
inches. The lift is fully air operated ond 
the hose can be removed for use wilt 
cther tools, once the car is in a raised 
position. It double locks automatically 
in any raised position, is equipped wilt 
a self-lubricating cylinder, and has ¢ 
3,000 pound capacity with only 12 
pounds of air pressure required, it # 


claimed. 
oe ire 


Alemite Oil Additive 


Now Has Phosphodyne 


Alemite CD-2 Concentrate, an ail 
additive introduced in 1953, now i 
cludes Phosphodyne, a surface 
agent that directly effects the lub 
ricating oil film between rings 
cylinder walls, the bearings 20 
crankshafts and all parts lubricated 
by crankshaft oil, according 
Alemite division, Stewart-Warnet 
Corp. 

The company said the success of 
lubrication depends upon es 
lishing and maintaining an oi! film 
between the pistons and cylindef 
walls. It claimed that Phosphodyné 
strengthens that oil film. 
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By Martin L. Whitmyer 
Staff Writer 

Car manufacturers spent $27,747, 
6% for magazine advertising in 
1957, or $4.54 for each of the 6,115,- 
454 cars produced, according to the 
annual analysis of automobile and 
truck magazine advertising volume 
by Farm Journal magazine. 

The total expenditure was $19,- 
996 less than the total the in- 
dustry invested in magazines in 
1956. The dollar volume remained 
almost the same, but the number 
of pages of advertising dropped 
sharply, from 1,918.27 pages in 
1956, to 1,658.01 pages in 1957, or 
a 13 percent decline. 

Life edged out Saturday Evening 
Post for first place in number of 

es by only one page: 226 com- 
pared with 225. A year ago it was 
the Post with 246.26, followed by 
Life with 222. The two magazines 
accounted for 27.20 percent of all 
pages and 55.25 percent of all dol- 
lars of car advertising in maga- 
zines in 1957. Dollarwise, Life led 
with $8,184,228, followed by the Post 
with $7,143,875. 

After Life and Post, magazines 
carrying 1 percent or more each 
of the dollar volume, in order, were: 
Time, Look, Newsweek, Readers’ 
Digest, Better Homes & Gardens, 
Farm Journal, U. 8S. News & World 

, New Yorker, Sports Illus- 
trated and Holiday. 

Ford division was the big maga- 
sine spender in 1957, with an in- 
vestment of $3,395,342, or 12.24 
percent of the industry total. Al- 
though this was less by $155,637 
than Ford invested in 1956, it 
moved Ford from second to first 
place. 

Chevrolet, which topped the list 
a year ago with a $3,605,234 invest- 
ment, cut back to $3,133,628 to place 
second. Buick was third with $2,- 
959,610. Edsel, though not launched 
until well into the second half, ac- 
counted for a $1,597,712 investment 
to give it 10th rank among the 19 
makes. 


After Buick in dollar investment: 
Pontiac, Cadillac, Plymouth, Olds- 
mobile, Dodge, Mercury, Edsel, 
Chrysler, DeSoto, Imperial, Lincoln, 
Rambler, Studebaker, Continental, 
Packard and Willys Jeep. 


On a cost-per-car basis, the 
makers were arranged in the fol- 


lowing order: Continental, $296.20; | 


Edsel, $29.26; Imperial, $22.82; 
Packard, $20.59; Lincoln, 
Cadillac, $14.65; Chrysler, 
DeSoto, $9.41; Buick, $7.27; Pontiac, 
$6.63; Dodge, $5.95; Mercury, $5.89; 
Rambler, $5.36; Oldsmobile, $4.51; 
Studebaker, $3.66; Plymouth, $3.07; 
Ford, $2.23, and Chevrolet, $2.06. 

General Motors was the number 
one group investor, with a total 
of $12,375,671 for its five makes. 
Ford Motor invested $7,454,915 for 
its five; Chrysler Corp., $6,968,193 
for its five. 

Truck manufacturers increased 
their magazine advertising heavily, 
investing $4,822,967 in 15 magazines, 
up from $4,029,252 they spent in 
1956. The Post was first by both 
dollars ($1,380,247) and pages 
(53.50). 


Dollar-wise, in order after the 
Post: Life, Farm Journal, Time and 
Progressive Farmer. These publica- 
tions and the Post carried as much 
as 5 percent each of the industry’s 
investment, and accounted for 74.82 
Percent of the total. 


Ford held onto its number one ad 
Spot, investing $1,862,577 and using 
153 pages of space at a cost of $5.52 
Per truck. This amounted to 38.62 
percent of the industry’s dollars. 

International took second place 
from Chevrolet, investing $668,554, 
for 66 pages to promote sales of 
121,775 units at a unit cost of $5.49. 
Chevrolet, the year’s biggest pro- 
ducer, with 351,738 units, held its 
unit cost to the industry low of 
$1.55 as it invested $545,213 in 59.30 
Pages of space. 

Dodge, fourth in production 
with 76,601 units, was also fourth 
in investment with $512,109 for 
62.50 pages, and $6.69 per truck. 
GMC invested $390,510 in 24 pages 
of space; Willys, $388,535 for 
29.10 pages; Mack and Brockway 
combined to invest $328,892 for 25 
Pages; Studebaker spent $122,552 


$19.01; | 
$10.45; | 


Affecting Factories and Dealers... 


Auto Advertising 





for 16.40 pages, and Reo invested 
$4,025 in 1.10 pages. 

On a cost-per-unit basis, Dodge 
spent $6.69; GMC, $5.62; Willys, 
$5.69; Mack and Brockway com- 
bined, $18.60, and Studebaker, $13.07. 

Missing from the 1957 list is 
White, which invested $42,244 in 
1956. Reo, however, made a come- 
back after a year’s absence. 

Copies of the report, in tabular 
form, may be obtained from Farm 
Journals Research Department, 
Washington Square, Philadelphia 5, 
Pa. 

= + + 


Dinah Shore Show Cited 


The Dinah Shore Chevy Show 
has been given one of television’s 
highest honors for 1957—the cov- 
eted Peabody Award as the top 
musical entertainment. 

The Peabody Awards are set up 
to recognize the most distinguished 
and meritorious public service 


Here's how 
to develop 


REPEAT CUSTOMERS 
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rendered each year by radio and 
television. 


* * * 


Kaiser Names Morrow 


Ford R. Morrow, former eastern 
region public relations manager for 
Kaiser Aluminum & Chemical 
Corp., has been promoted to a man- 
agement position with Kaiser Alu- 
minum in Chicago. 

Morrow joined Kaiser in 1950 and 
was named to the regional public 
relations job in 1956. 

= + = 


BSF&D Gets Account 


Brooke, Smith, French & Dor- 
rance, Inc., has been appointed ad- 
vertising and merchansing agency 
for the consumer products of Motor 
Wheel Corp., Lansing. 


Anti-Recession Measure 


Nine thousand banks and the na- 
tion’s largest auto insurance com- 
pany have joined in an anti- 
recession measure aimed at 
boosting sales of new and used 
cars. 

Half a million dollars will be 
spent by State Farm Mutual Auto- 
mobile Insurance Co. to stimulate 
car sales through a program devel- 
oped by the company and cooperat- 





ing banks throughout the nation, 
according to Adlai H. Rust, presi- 
dent of the Illinois firm. 


A heavy advertising campaign in 
newspapers, magazines and over 
network television will describe the 
“bank plan” to U.S. consumers. 
Rust said the plan will ease finan- 
cial arrangements for prospective 
buyers and can reduce the net cost 
of an automobile by $75 to as much 
as $300. 

The campaign opens this month 
with double-page advertisements in 
Life, Look and Reader’s Digest. The 
company also will describe the plan 
on its weekly network television 
show over CBS-TV’s “Baseball 
Game of the Week” on Saturdays. 
State Farm’s 7,500 agents through- 
out the country will carry the bank 
plan message to local markets with 
advertisements in newspapers and 


other media. 
a = + 


Newspaper Auto Ads Up 


Automotive advertisers boosted 
their advertising in newspapers 
from $182,214,000 in 1956 to $199,578,- 
000 in 1957, an increase of 9.5 per- 
cent, it was announced by the Bur- 
eau of Advertising of the American 
Newspapers Publishers Assn. 


The biggest sub-classification 
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of automotive—new-car advertis- 

ing—jumped 13.6 percent, from 
$103,256,000 to $117,332,000. 

The figures, compiled for the 
Bureau by Media Records, Inc., are 
based on measurements of national 
advertising lineage in newspapers 
representing 88.8 percent of total 
daily circulation in the U. S. 

Big gains also were made by parts 
and accessories—up 140.7 percent 
from $962,000 to $2,316,000—and by 
tires and tubes—up 38.9 percent 
from $5,132,000 to $7,126,000. 

The gasoline and oil sub-classifi- 
cation, which hit a new peak of 
$32,357,000 in 1956, was off 6.6 per- 
cent with a 1957 total of $30,224,000. 

All national advertising in news- 
papers, exclusive of cooperative ads, 
chalked up a gain of 2.6 percent— 
from $737,996,000 in 1956 to $757,- 
401,000 in 1957. 

of 


* * 


Names 


R. T. Kingman has been named 
General Motors regional public 
relations manager for the Kansas 
City (Mo.) area. He succeeds 
Herbert P. Grenda, who is leaving 
General Motors to enter private 
business. Kingman joined GM in 
1957 as a regional public relations 
representative in Flint. 


WICE AS MANY 











NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 


Regular customers are the surest way to in- 
creased overhead absorption. Pennzoil’s pro- 
gram helps you develop customers who will 
come back to you for all their car maintenance. 


It helps you keep new car buyers as service 
customers, develops new ones, makes regulars 
out of inactives. It keeps all phases of your 
service operation busy, increases the number 
of charged-for items to more than the average 
144 per R.O. The extra profits you realize put 
you in a better position to trade on new and 
used cars. 


City. 


Name of system | use now 


Name 


Address. 


to coast. 


This program builds profitable service traffic 
two ways. First, with motor oils and lubricants 
that support your service by keeping cars in 
top condition and keeping customers satisfied. 

Second, with a customer relations system 
that makes customers want to come in for the 
services they need when they’re needed. This is 
the exclusive Pennzoil Kontax System®—4 to 1 
favorite over any other with car dealers coast 


Your Pennzoil Distributor has the proof. 


Call him, or mail the coupon zow. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 
Let's see you prove the claims you make for your program. 


i 
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The Man Behind the Wheel . . . 





Sales Testing the New Models 


Eprror’s Nore: This is another 
in @ series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may | 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
2,000 miles over seven days. 

* + > 
By L. H. Houck 
Travelling Correspondent 
EN R. B. Haley, zone manager 
for Pontiac in Kansas City, 
handed me the keys to this Star 
Chief Custom Catalina sedan, I) 
thought there was a sly grin on his 
face but I didn’t think much about 
it until I was well out of the 
Kansas City traffic and headed east 
on US-50 for the Jefferson City 
home base, there to load with the 
camera and supplies and head back 
west again. | 

Later with the open road ahead, | 
I tapped the gas pedal lightly. 
Nothing happened except it slip- 
ped from 45 to 70 without letting | 
me know. Then I remembered 
that six Pontiacs won at the | 
recent Daytona Beach tests with 
the winner clocking a fraction 
over 144 m.p.h. 
So, I thought to myself, if there’s | 

70 in less than the first half of the| 
pedal, there certainly must be} 
another 70 or 80 beyond the halfway | 
mark but I never did find out for) 
sure. | 
As far as Pontiac owners and) 
the public is concerned, unless they | 
have actually driven a ‘58 Pontiac, | 
the Pontiac is a “sleeper.” 

That is because neither the ads | 

nor the factory publicity nor retail | 
dealer activity can possibly convey 
the very desirable driving and) 
riding qualities of this fine car.| 
Pontiac has always been a good | 
car and it has made many friends | 
over the years, and I can assure | 
all these friends that until they! 
have driven this new Pontiac, they 
just don’t know what's in store for 
them. 





Top Performance 


EXPECTED good performance. | 

I can expect perhaps a little! 
better than average run-of-the-mill | 
performance from all the test cars| 
because they are placed in my| 
hands to run and factory officials 
are careful that the car is prepared | 
for the work-a-day job that it 
must perform when in my custody. 
That is because I work my terri- 
tory with these cars and a shop 
interruption would throw me seri- 
ously off schedule. 

So I can report that I was very | 
much surprised at the performance | 
of this new Pontiac and I im- 
mediately began to wonder how it) 
had been accomplished. 

I wish I could tell you in exact | 
words and precise figures. But I 
can’t. I doubt if factory engineers 
can do that either, entirely. In | 
the list of data used with these 
pieces I have included an extra | 
paragraph which shows axle 

‘ ratios, engine r.p.m., rear wheel 
r.p.m., etc., in case you want to 
do some figuring for yourself. 

I have an idea what it is. I think 
it is balance. When you have bal- 
ance through all the units from fan 
to rear wheels you have less waste 
of power and more pep and better 
utilization of energy. Here again 
we must fact the fact that all cars 
nowadays have a high degree of | 


balance. 
> - * 


Value of Racing Tests 


Ac in the early days of the 
automotive industry, when we 
had rear-end trouble we blamed it 
on an engine that was too powerful, 
conversely, cars that didn’t have 
rear-end trouble had a weaker en- 
gine. 

Each year since those days there 
has been an effort on the part of 
engineers and designers to get just 
exactly the right amount of thrust 
for the materials in the transmis- 
sions, differentials, and in relation 





they have succeeded is proved by 
the fact that differential and trans- 
mission trouble is virtually extinct, 
like the Dodo. 

So in Pontiac I think that they 
have carried this balance into a 
new realm of refinement. When 
we have balanced rotating units 
in any kind of machinery we have 
long-lasting bearings and long- 
lived parts. So I think Pontiac 
engineers have achieved a new 
balance in this short-stroke en- 
gine which is half an inch over 
square, the new Hydra-Matic, the 
newly designed driveshaft with a 


Car Tested: 
PONTIAC 


Model: Star Chief Custom 
Catalina sedan. (Leather uphol- 
stery standard), Series 28, 


Engine: Pontiac Tempest 395 
V-8 which is used in all models. 
It has a displacement of 370 
cubic inches, 4 1/16-inch bore 
and 3 9/16-inch stroke. The 10- 
to-1 compression ratio requires 
use of premium fuel and is 
standard on Hydra-Matic models. 
This engine features completely 
machined combustion chambers, 
overhead valves, ball pivot 
rocker arm construction, har- 
monic balancer, hydraulic valve 
lifters, aluminum pistons, gusher 
type valve cooling, straight 
valve guides, new and more effi- 
cient crankcase ventilation and 
lubrication systems. 


Transmission: Super Hydra- 
Matic Drive with two forward 
drive ranges. One is used for 
normal driving with fuel econ- 
omy, and the other is used for 
faster acceleration and driving 
in congested traffic. 


Accessories: Power steering, 
power brakes, radio with Casco 
automatic antenna (antenna 
raises when radio switch is 
turned on and lowers when 
switch is turned off). Safeguard 
speedometer which provides a 
warning signal when driver is 
above preselected speed. This 
warning also can be switched 
off. Heater and defroster, elec- 
tric clock, dual exhaust. 

Dimensions: Overall len g th, 
2155 inches; maximum width, 
Ti4 inches; height with pas- 
sengers, 57 inches; wheelbase 128 
inches; turning circle, curb-to- 
curb, 42.1 feet; overhang rear, 
measured from center of rear 
axle to outside of back bumper, 
57.03 inches (this gives part of 
trunk size area); generator to 
engine ratio, 2A47:1; standard 
fan to engine ratio, 88:1; rear 
wheel r.p.m. at 100 m.p.h. with 
8.50 tires, 1,230; axle ratio 3.08 
which provides engine r.p.m, of 
3,788 at 100 m.p.h, 


Tires: 850-14, U. S. Royal 
Cord, Safety 8, rayon. 





"Get a Pontiac’'— 


midship bearing and the trans- 
mission and the wheels. 


Someone is sure to say to some 
retail salesman: “So it won a race, 
I’m not a race driver. So it’s got 
balance and it’s fast, If I try it I'll 
go to jail for speeding and reckless 
driving.” 

Of course, racing should be re- 

stricted to the race track and also 
to professional race drivers. But 
|autos have been tested by racing 
ever since autos have been built. 
It’s like the Good Housekeeping 
seal of approval on a batch of 
cookie mix. 


Pontiac can operate economically 
for a long period. It can deliver a 
| smooth ride under almost all condi- 
| tions. I drove it 70 over a patched- 
}up road and it delivered a safe, 
no-bump, no-sway ride that was 


safe. 
> = = 


New Tubular Frame 


HE new 1958 Pontiac frame is 

called a tubular center X frame. 
Inherent structural efficiency of this 
frame provides gains in bending as 
| well as torsional stiffness with 
minimum weight increase. It uses 
| boxed siderails forward of the 
center. To the rear of center, boxed 
siderails are used on four-door 
| sedans and convertible coupes. 


Pontiac uses coil springs and 
ball-joint suspension at the front 





|in place of king pins and a basic 
| four-link suspension in the rear. 

A ride over some rough roads 
will be a revelation and, if you’re 
a prospect, you'll want to do the 
driving. 


| The rear axle “windup” is under} 
control at all times and there is no! 


whip or sway. This is accomplished 
by an “A” frame control arm and 


two lower control arms which form | 


| the basic links of the rear suspen- 
sion. 
The lower control arms carry the 


|load at the rear, maintain the axle | 


in line relative to frame and oppose 
torque reaction to the rear axle, 
|while the upper control arm con- 
trols rear-axle windup. The coil 
|springs and direct-acting shock 
absorbers and a stabilizer shaft are 
| mounted in rubber in front and in 
|rear on some models. 

i * > > 

|The Engine 

7 engine, 395 V-8 Tempest, 
| standard this year on all 
|} models, has a displacement of 370 
cubic inches, 10-to-1 compression 
|ratio in Hydra-Matic models and 
| develops 285 horsepower at 4,600 
| r.p.m. in Hydra-Matic models with 


at 2,800 r.p.m. 
| Thus it can be seen at a glance 


a balanced load and balanced power 
| train, it achieves truly remarkable 
| performance that is readily appar- 
ent to the man who doesn’t care 
whether torque is part of brake 








L. H. Houck, Automotive News travelling correspondent, observed, “You expect 
to the ratios of the gears and the/| People to look at this out-'onding car, but it was a surprise when the horses eyed 
sizes of the wheels and tires. That | it with obvious interest.” Houck sales-tested this 1958 Pontiac Star Chief hardtop. 


Pocketwise, it means that your| 


|four-barrel carburetor. Torque on| 
| the same engine is 395 pounds-foot | 


that this is definitely a high per-| 
formance engine and, coupled with | 





Leather Interior— 


Leather lends a look of luxury to 1958 
Pontiac Star Chief hardtops. It is standard 
equipment on these models and on the 
Bonneville convertible. 

a a 


lining or a speck on a carburetor 
jet. 

How engineers aided the fuel- 
pump action and virtually assured 
total absence of vapor lock under 
most all conditions, is interesting, 

| too. 

The cylinder block has two banks 
of four cylinders each, cast 90 de- 
grees to each other, with the left 
bank set slightly behind the right 
bank. This provides room for 
mounting the fuel pump in front 
of the engine on the left side where 
it receives direct cooling from the 
fan. This location also provides a 
shorter fuel line and both these 
| factors minimize the possibility of 
vapor lock. 

Taking further advantage of this 
arrangement of cylinders, it per- 
mits mounting of the generator on 
the right side, and why would this 
be important? Because it saves 
belts since it places the most severe 
j}turn in the belt on the slack or 
|side of the lowest tension. Such 
|}attention to details makes owners 
and prospects love this car. 

> > > 

Cool and Quiet 
— cooling to a lot of pros- 

pects probably mean a needle 
on the dash that hovers around 
normal, But if they know the en- 
gine’s cooling system has been en- 
gineered to reduce maintenance, 
they can feel a cool breeze of satis- 
faction in the realm of the hip 
pocket where the wallet is carried. 

Consequently, every prospective 
buyer ought to know that valve 
seats in this engine are entirely 
surrounded by water and that a 
water distributing tube is used to 
direct cooling water forcibly against 
valve seats. 

Couple this fact to the other 

fact that today’s high- 
compression engines and higher 
| speeds make the job of the valves 
doubly harder, and it can be 
readily seen that provision for 
cooling valves can mean a lot of 
saved dollars to the owner. 


We did discover one of the 
reasons for the exceptionally quiet 
operation of the Tempest engine 
as well as a feature that ensures 
a long life and retention of original 
power long past usual expectancy. 


Most of us think of pistons as 
going up and down within the 
cylinder in the only way they can, 
but Pontiac engineers have dis- 
covered that there is a difference 
in pressure on the cylinder wall in 
a standard crank throw. 


So they have offset the piston 
pins 1/16 inch toward the thrust 
side to provide a gradual change in 
thrust pressure against the cylinder 
wall as the piston travels its path. 
In addition to better wear charac- 
teristics and better retention of 
‘power over a long period, it defin- 
itely makes a quieter engine. Hard- 
ened steel piston pins have a float- 
ing fit. 








* * * 


Pistons and Valves 


As WOULD be expected, the 
pistons themselves are the last 
word in engine progress, being 
aluminum alloy, tin plated with a 
steel band to control expansion and 
give added strength. 


In line with the offset, pistons 
are cam ground so that the diam- 
eter across the thrust faces is 
larger than the diameter fore and 
aft of the engine which forces con- 
traction and expansion to occur to 
the front and rear and thus provide 
a constant diameter across the 
thrust face. 

The circular steel band cast 





a 

into the piston above the pin bos 
provides further assurance that 
the thrust diameter will not 
change. 

Every prospective buyer shoul 
know about the valve train. This 
engine retains the very simple bal 
and pivot which Pontiac brought 
out a few years ago. The rocke 
arm pivots on its ball and transmit, 
the camshaft motion to the valve 
Maximum durability is assured } 
the use of cyanide-hardeneg 
stamped steel rocker arms, and aj 
friction points are positively lubri. 
cated. Hydraulic lifters, of course 

Location of spark plugs might 
not seem important to most buyer 
as long as they land somewhere ip 
the cylinder head but, like the reg 
of the engine components, the 
spark plug location is engineered 
precisely. 


* * = 


Minimum of Maintenance 


5 ie are located near the intake 
valves for maximum power and 
to fire lean mixtures properly which 
to some degree is responsible for 
the excellent gasoline economy. 

The machined combustion cham- 
bers assure accurate volume con- 
trol and uniform shape for all 
cylinders. The contoured wedge 
shape minimizes detonation so if 
you hear a ping while using the 
required type of fuel it hints of a 
tuneup need, Intake valves are 
extra large which promotes better 
breathing and high combustion 
efficiency. 

Here’s a choice morse! that 
lets Owners sleep well. There are 
no periodic services required on 
the mechanical portions of the 
engine, Periodic services required 
consist only of tuneup, lubrica- 
tion, replacing oil filter. 

Let’s look at some of the ma 
terials used in the Tempest engine. 
Camshaft is alloy cast iron. The 
beefy crankshaft which has «a 
journal diameter of more than 2% 
inches (2.623) is forged steel. I 
beam forged connecting rods arte 
used. 

Valves are GM manganese moly- 
bdenum steel on the intake and GM 
T-XRC steel for the exhaust. Cam- 
shaft sprocket material is cyanide 
hardened cast iron and the sprocket 
on the crankshaft is SAE 100 
hardened steel. Aluminum alloy for 
pistons has already been mentioned 

> > * 
Engine Ventilation 
| Papen carpe on design has been 
earried to a new high with 
extra attention to the small details, 
The pump screen floats to skim 
the good oil off the top which, of 
course, is not new, but the oil pan 
has been made extra deep to pro 
vide a maximum depth for the oil 
This is new and minimizes splash- 
ing and foaming which would be 
detrimental to the operation of hy- 
draulic lifters. 


Additional baffles have been 
added to prevent oil thrown off by 
crankshaft from churning the oil 
in the sump. Five quarts are used 
for refill except when filter is re 
placed (recommended at 15,000-mile 
intervals). Then, an extra quart is 
| required. 

Owners of modern cars are 
going to hear more and more 
about engine ventilation, With 
higher rotative speeds as well as 
road speeds, higher compressions, 
higher horsepower, the air- 

(Continued on Page 40, Col. 1) 








Automatic Antenna— 


Pontiac's automatic antenna rises when 
the radio is switched on and retracts 
when the radio is switched off. Tools are 
held down by spring clamps to- prevent 
rattles, and the trunk provides plenty of 
luggage space. 
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$1,600* (ps), $1,555°; Bel Air (6) 
2-dr., $1,715*, $1,700°, $1,630°, $1,- 
390"; conv., $1,690°, $1,660°, $1,585°; 
4-dr., $1,650°; Two-ten (6) 4-dr. sta- 
tion wagon, $1,670; 4-dr., $1,420°, 
$1,360; 2-dr., $1,350, $1,335, $1,320, 
$1,300, 2 at $1,290, $1,285, $1,260; 
One-fifty 2-dr., $1,210. 

‘96 Bel Air 4-dr. Hardtop, $1,480°, 2 at 
$1,300*; conv., $1,400°; 4-dr. sedan, 
$1,250, $1,250°, $1,030, $1,020; 2-dr. 
Hardtop, $1,115; Two-ten station wag- 
on, $1,340; 4-dr., $1,300°, $1,035, $1,- 
010, $985; 2-dr., $1,010, 2 at $1,000, 
$990, $980, $985, $975, $970, $950, 
$925, $920, $890, $880, $740; One-fifty 
sedan, $1,030°. 

‘65 Bel Air (8) 2-dr. Hardtop, $1,225*, 
$1,140°, $1,045°, $1,010° (ps); 4-dr., 
$1,145*, $1,110° (ps), $1,090°, $985°; 
2-dr., $1,020°, $935°, $900°; Bel Air 
(6) 4-dr., $1,025°, $1,000°, $990°, 
$990, $910, $850, $830; 2-dr., $870, 
$840; Two-ten (8) 2-dr., $910°, $785, 
$770, $750; 4-dr.. $790°, $775, $695; 
One-fifty 2-dr., $770. 

‘S Bel Air Sport coupe, $850, $710, 
$610*°; Two-ten 4-dr., $735°, $720°. 
$710, $670°, $660, $610°; station wag- 
on, $730; Delray, $725°; 2-dr. sedan, 
$725*, $720°, $640, $575°; One-fifty 
2-dr., $620°. 


Cam-§ cunysLER—'5s “300° Hardtop, $3,780° 


(ps); NY Hardtop, $3,395*° (ps); Sara- 
toga Hardtop, $3,300° (ps). 
"ST Windsor 4-dr., $1,885°. 

‘Ss NY Hardtop, $1,828*° (ps), $1,660° 
(ps): Windsor 4-dr., $1,590° (ps). 
"SS “300° 2-dr., $1,280° (ps); Windsor 

4-dr., $1,120° (ps), $1,000° (ps). 
"HM NY Newport, $1,000° (ps); Windsor 
4-dr., $485". 


DeSOTO—'ST Firesweep Sportsman, $1,- 


abe eE 


beeE a 


(ie 
> 
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770°. 

'S station wagon, $1,675* (ps); Fire- 
dome conv., $1,480° (ps); Hardtop, 
$1,460° (ps). 

‘SS Firedome Sportsman, $1,145° (ps), 
$1.140° (ps); sedan, $1,140° (ps), 
$915. 

‘S33 Powermaster 4-dr., $325*°, $300°. 

"S52 4-dr., $230°. 


DODGE—'58 Coronet (8) 4-dr., $2,235* 


(ps). 

‘S57 Coronet (8) 2-dr. Hardtop, $2,010° 
(ps), $1,810° (ps); 4-dr., $1,650°; Cor- 
onet (6) 4-dr., $1,390. 

‘36 Royal (8) Hardtop, $1,510° (ps); 
Coronet (8) 2-dr. Hardtop, $1,365* 
(ps); 4-dr., $1,105*; Coronet (6) 4-dr., 
$750°. 

‘S55 Custom Royal 4-dr., $1.190°, $1.160°; 
conv., $1,000°; Royal 4-dr., $850°. 

‘M4 2-dr. station wagon, $645°. 


used § FORD—'58 Thunderbird, $3,970* (ps), $3,- 


hen 
acts 


940° (ps), $3,900° (ps), $3,870°; Sky- 
lines Hardtop, $2,825°; Fairlane (8) 
500 conv., $2,400° (ps), $2,310° (ps); 
4-dr. Hardtop, $2,365°, $2,.335°, $2,- 
300° (ps), $2,300°, $2,275* (ps), $2,- 
275*, $2,220°; 2-dr. Hardtop, $2,335° 
(ps), $2.250° (ps), $2,250°, $2,225°; 
4-dr, sedan, $2,275*, $2,235° (ps); 2- 
dr. sedan, $2,160° (ps); Custom (6) 
300 2-dr., $1,710. 

‘ST Thunderbird, $2,800, $2,740° (ps), 
$2,690°, $2,650°; Skyliner Hardtop, 
$2.200° (ps), $2,175° (ps); Fairlane 
(8) 500 conv., $1,850° (ps), $1,845°, 
$1,820°, $1, 790°, $1,740°* (ps), $1,690°, 
$1,685*, 2 at $1,675*; 4-dr. Hardtop, 
$1,815° (ps), $1,660°; Town sedan, 
$1,730* (ps), $1,685*, $1,480, $1,460°; 
aor. Hardtop, $1,725*, $1,640°, $1,- 

$1,600°, $1,540°, $1,520°, $1,490, 
Sraie. $1,430°; station wagon, $1,- 
800*, $1,750°, $1,635°; Fairlane (8) 
2-dr., $1,520°, $1,390°; 4-dr., $1,510° 
(ps), $1,500; Custom (8) 2-dr., $1,390, 
$1,285*, $1,275, $1,250, $1,250°; 4-dr., 
$1,280, $1,225, $1,210; Custom (6) 4- 
dr., $1,270*; 2-dr., $1,080; Ranch 
Wagon, $1,590, $1,225. 

"M6 Fairlane (8) Victoria, $1,410*, $1,- 
305, $1,300, $1,255° (ps), $1,120; 4- 
dr., $1,285*, $1,230°, $1,210°, $1,160*, 
$1,150°, $1,135°, $930; 2-dr., $1,237°, 
$1,140*, $1,140, $1,100* (ps), $1,025°, 
$900*; conv., $1,200*, $1,180°, $1,175°; 
Custom (8) 2-dr., $1,055* (ps), $1,- 
050, $1,000*, $920, $875, $820; 4-dr., 
$910, $900, $860; Custom (6) 2-dr., 
$910; Ranch Wagon, $1,030. 

‘35 4-dr. station wagon, $1,260* (ps); 
Fairlane Victoria, $1,085*; Town 
Sedan, $1,000*°, $840°; club sedan, 
$860*, $815; Custom (8) 2-dr., $860, 
$770; 4-dr., $760°, $755°; Main 2-dr., 
$650, $550; 4-dr., $520, $445. 

‘34 Crest conv., $940, $610; Hardtop, 
$700; Ranch Wagon, $650, $520; Cus- 
tom 4-dr., $560°, $550°; 2-dr., $520, 
2 at $500. 

‘53 Crest Hardtop, $590*, $430; station 
Wagon, $580*; Custom sedan, $425, 
$410*, $360; Main sedan, $220. 


ore IMPERIAL—’57 2-dr. Hardtop,  $3,080* 


vent 
, of 





(ps). 


LINCOLN — °58 Premiere 4-dr., $4,000° 


(ps); Capri 2-dr. Hardtop, $3,750* 
) 


(ps). 
‘ST Premiere 2-dr. Hardtop, $2,760* 











U C > p ° (Per, $1,000" (a); (88) 2dr. Hard- Model Breakdown delivery, $180. 
, ps . Ps), _~ 
d- A ct oO e 220*; sedan, $1,190° (ps), $1,060%,, Of Auct 
se ar U ! n r Ic s $925*; (88) Super Hardtop, $1,240°: ction Averages CHICAGO 
54 (88) Hardtop, $720*; sedan, $700* Mod May, 1958 April, March Arena Auto Auction. Sale every Tuesday. 
(ps). el To Date 1958 1958 Prices are for sale of Apr. 29. 
deiaimesh 6 . 53 sedan, $620*. 1958.............. $2,284 $2,646 $2,778 We wish to thank all dealers for our 
ontinued from Page 31) PACKARD — '56 Clipper 2-dr., $1,400*| 1957.............. 1,639 1,652 1,657 | high consignment and good peceuntage 
(ps), $5,100 (ps), $4,950° (ps), $4,- (ps), $2,750* (ps); Capri 2-dr., $2,-| +55 Ciioper 4-dr., $940°. 1,152 1,166 | omerings. wa ane 
g50° (ps), $4,730° (ps), $4,720* (ps); | | 660°. PLYMOUTH—’'58 Belvedere (8) conv., $2,- 906 895 | BUICK—’57 Super 4-dr. Hardtop, $2,065* 
(62) conv., $4,975° (ps), $4,940° (ps); | ‘56 Premiere conv., $2,235* (ps); Hard- 640* (ps); 4-dr, Hardtop, $2,300* 606 598 (ps); Century 4-dr. Hardtop, © $1,895* 
4-dr. Hardtop, $4,765 (ps). _ top, $1,985* (ps), $1,790* (ps). (ps); 2-dr. ap araton, $2,370* (ps), 369 359 (ps), $1,850* (ps); Special conv., $1,- 
"57 Eldorado conv., $4,010° (ps), 7: ,950° | MERCURY—’57 Turnpike Cruiser Hardtop, $2,260*, $2,200 835*; 4-dr., $1,500°. 
(ps); coupe de Ville, $3,700° (ps); $2,310* (ps); Montclair 4-dr, Hard-| °57 Belvedere (8) 4-dr., $1,840* (ps), 237 243 '56 RM 4-dr., $1,425* (ps), $1,350* (ps); 
sedan de Ville, $3,650° (ps) 49,625" top, $2,010* (ps); Monterey 2-dr. $1,770*, $1,730*, $1,630*, $1,630* (ps), 182 185 Super Riviera, $1,305*; Special Riviera, 
(ps); 4-dr. Hardtop, $3,400° (ps); Hardtop, $1,825*, $1,750°*. $1,610* (ps); 2-dr. Hardtop, $1,810* $1,285*, $1,170°; 4-dr., $995°. 
(60) Special Hardtop, $3,525 vs). '56 station wagon, $1,530* (ps), $1,510°; (ps), $1,610"; conv., $1,800* (ps), 'S5 Century Hardtop, $1,125* (ps); Super 
"56 (62) coupe de Ville, $2,650° (ps), Montclair 2-dr., $1,400* (ps), $1,380°; $1,700*, $1,680*; station wagon, $1,- Average $ 955 $ 969 969 $985 985 Hardtop, $1,005*, $945* (ps), $860* 
$2,500° (ps); coupe, $2,400° (ps), §2,- Monterey 2-dr. Hardtop, $1,320°, $1,- 560; Savoy (8) 2-dr., $1,410*, $1,320° (ps); Special Hardtop, $1,000°. 
ears’ (se). $2,390° (ps); 4-dr., 310°; 4-dr. ——> $1,305*; Custom $1, 245°; Savoy (6) 2- ‘dr., $1,200; Plaza ’54 Century station wagon, $1,015* (ps); 
15 ; station wagon, $1,150; 2-dr., $1,025°; (6) 2-dr., $1,160, $1,010." . *: 4- - conv., $640° (ps); Super Riviera, 
"55 Eldorado conv., $2, it (ps); (62) Medalist 4-dr. Hardtop, $1,095°, $1,- ’56 Fury teak aa $1,460°, $1,410°; oaze yy on rsa” ott $765* (ps); Special Riviera, $675°. 
oy $1,920° (ps); ‘conv., ee Sate, SURE. apn - Belvedere Hardtop, $1,375*, $1,320°,| ‘53 Chieftain (6) 4-dr., $420. | "| "SS Bae qoav.. Sane (re) $-4r., seen 
f . ontclair conv., $1,1 (ps); Mon- 1,255, $1,225*, $1,170*; conv., $1,205* , % , ; ps); per 4-dr., $435°; viera, 
‘ (62) conv., $1,950°; coupe, $1,475* tte 4-dr., $960°, $920°, 590°, $835". ay Ay teape i oa a station wagon, $960; se- 5 
ps). . Monterey conv. *; 4-dr. °, ,150* ; o : Y > F 62) 4-dr., * » | ; 
wg) 4. $905" (om. bannato, on MOTE Aedes $90") Sons Fonte ‘gaai, "eas. ** peace | SFUDEBAKER— st President sar. #1-| "erage ga anos (pay ete” Pe 
"§2 (62) 4-dr., $500°. NASH—’'55 Ambassador (8) 4-dr., $1,110* 910: 2-dr. station wa 985; Savoy| , : '57 (62) conv., $3,665* (ps), $3,605* 
50 Fleetwood. 7 pass., $530°; (61) Hard- (ps); Statesman 4-dr. $980*, o 4-dr., $650. gon, $985; Savoy 53 Champion 2-dr., $400*. (ps), $3,375* (ps); coupe, $3,310* (ps); 
top, $400°, $350. ’54 Ambassador 2-dr., $520°*. ’55 Belvedere 4-dr., $1,070*, $1,065*,| WILLYS—'5S3 4-dr., $170*. 4-dr,. Hardtop, $3,195* (ps). 
49 2-dr., $285. OLDSMOBILE—’58 (88) Super 2-dr., $2,- $1,020°; Hardtop, $1,050%, $925*,| MISCELLANEOUS —’58 MG coupe, $2,-| ‘56 (62) coupe de Ville, $2,500° (ps); 
OHEVROLET—'58 Impala 2-dr. Hardtop, 875* (ps). $875*; conv., $1,020; 2-dr., $835, $800; 100; Volkswagen conv. $1,850; bus conv., $2,405* (ps); coupe, $2,300° 
$2,660*, $2,550° (ps), $2,480°, $2,445] ‘57 (98) conv., $2,325* (ps); 4-dr., $2,- Savoy 4-dr., $785; 2-dr., $560; Plaza $1,725; Ford %-ton pickup, $1,575. | (ps), $2,180° (ps). 
(ps), $2,435° (pa), $2,425* (ps); Cor- 100* (ps); (88) Super 4-dr., $2,070° 4-dr., $750°*. 'S7 Ford Ranchero, $1,225; %-ton pick-| °55 (62) coupe de Ville, $2,200* (ps). 
vette, $2,485° (ps); Bel Air 4-dr. (ps). - ’54 station wagon, $905, $400; sedan, up, $1,220, $1,100; Morris Minor 2-dr. "54 (62) coupe de Ville, $1,710° (ps); 
Hardtop, $2,350° (ps), $2,325° (ps), "56 (98) Holiday, $1,710* (ps), $1,685* $435*, $285. $835. : m coupe, $1,545° (ps); 4-dr., $1,435° 
$2,310* (ps), $2,300° (ps), $2,290° (ps); coupe, $1,500* (ps); 4-dr., $1,-| ‘53 station wagon, $380. ’56 Chevrolet %-ton truck, $975, 2 at (ps). 
(ps), $2,280° (ps), $2,275° (ps), $2,- 400° (ps), $1,325° (ps); (88) Holiday,| PONTIAC--'57 Star Chief 4-dr., $1,945° $900; %-ton panel, $650; Ford %-ton| ‘53 (62) coupe de Ville, $1,100*; coupe, 
230° (ps), $2,100° (ps); 4-dr. sedan, $1,650° (ps), $1,560° (ps), $1,535° (ps). pickup, $825, $800, $786, $775, 2 at $875* (ps); 4-dr., $610°, $600° (ps). 
$2,280°. (ps), $1,530° (ps), $1,500* (ps); 4-dr.,| °56 Star Chief Hardtop, $1,380*, $1,350°, $735, $685, $680; International '%-ton| CHEVROLET—’5s Impala Hardtop, $2,450° 
"ST Corvette, $2,610, $2,210*; Bel Air (8) $1,300°, $1,235*; 2-dr., $1,100; (88) $1,325* (ps), $1,315*; conv., $1,300°: pickup, $630; Simca 4-dr., $900. (ps), $2,375° (ps); 2-dr., $2,250° 
2-dr. Hardtop, $1,825*, $1,620°, $1,- Super 4-dr., $1,595, $1,450°, $1,430°* sedan, $1,220°*; Chieftain Hardtop, $1,- ‘55 Chevrolet %-ton pickup, $710; %-ton (ps). 
550; 4-dr., $1,740° (ps), $1,685°, $1,- (ps). 245°; 2-dr., $1,200 pickup, $560; Ford %-ton pickup, $740. "57 Bel Air (8) station wagon, $1,835*, 
680° (ps), $1,660° (ps), $1,605*, 2 at "55 (98) conv., $1,400° (ps), $1,325° 'S5 Star Chief conv., $1,280° (ps); 2- "54 Chevrolet %-ton pickup, $635, $540; (Continued on Page 36, Col. 1) 
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(ps); 2-dr. Hardtop, $1,350* (ps); 4- 
dr. Hardtop, $1,330* (ps), $1,110* 









Ford %-ton pickup, $700. 
"53 Chevrolet pickup, $405, $395; Ford 
























































































































































HOW CAN YOU SWITCH 
TIRES $O FAST? 






HERE'S MY NUMBER ONE 
HELPER, AN AUSCO 10-TON 

SERVICE JACK — SEE HOW EASY 
IT IS TO MOVE INTO POSITION? 



















This quick lift 
lever brings the 
saddle up to the load 
3 times faster; 
easier, too! 


Now Ausco’s spring- 
balanced handle 

takes over for a fast, 
easy, high lift, even 
on this big truck. 





@ Roller-bearing front wheels, ball- 
bearing caster rear wheels 


@ Large malleable iron lifting saddle 
@ Quick-lift foot lever 
@ Spring-balanced detach- 
able handle 
@ Safety overload valve 
@ Extra-low shoulder 
@ Oilite bearings 
on pivot pins 
@ Sturdy channel frame 



















Here's my other helper . . . 

Ausco’s Dual Wheel Lift Dolly 
really speeds up the job 
and eliminates backache. 








LOOK AT THESE 
SUPERIOR 
AUSCO FEATURES! 









Ausco offers a complete 
line of rugged, safe, easy- 
to-use service jacks, 1%, 
1%, 2, 4 and 10 tons 
capacity. 








AUTO SPECIALTIES MFG. CO., IN 
St. Joseph, Michigan 


See your Ausco 
Lacks jobber now! 


Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 


C. 






















Used-Car Auction Prices 
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about held their own. Give them both 

barrels this week while the market it 

hot, It’s sure to cool off later. Sold 147 

cars from 169 offerings. 

BUICK—56 Super 4-dr. Riviera, $1,225* 
(ps); Special conv., $1,550* (ps), $1,- 
450°; 4-dr., $1,010*; Century 4-dr., 
$1,250* (ps); RM conv., $1,100* (ps). 

’55 Special Riviera, $1,025; 2-dr., $720*. 





PACKARD—’53 Clipper conv., $460°*. 
PLYMOUTH — ’'57 Belvedere (8) Sport 
coupe, $1,675* (ps); Savoy (8) 2-dr., 
$1,270*. 
’56 Belvedere (8) Sport coupe, $1,100*. 
55 Plaza station wagon, $740; 2-dr., 
$570. 
’54 station wagon, $625. 
53 Plaza station wagon, $400*; Cran- 


ae 
MISCELLANEOUS—’57 Volkswagen 2-4, 


$1,120. 
Doda 


’56 Chevrolet 
%-ton pickup, 


DYER, IND. 


Dyer Auto Auction. Sale ever} 
Prices are for sale of May 2. 


%-ton pickup, $705 
$600. 


Friday, 











(Continued from Page 35) ’54 Super conv., $800*; RM 4-dr., $650*. brook 4-dr., $300; Cambridge 4-dr., Sold 224 cars from 311 offerings. 

’53 Super 2-dr., $320°. $200. BUICK—’56 Super Riviera, $1,270* 
$1,735*; conv., $1,800, $1,790° (ps), 935* (ps), $1,765° (ps), $1,730* (ps). | CADILLAC—’57 (62) 4-dr., $3,400* (ps); | PONTIAC—’'57 Safari station wagon, $1,- 54 B Riviere. 9660° (pe) (Ds), 
$1.690°, $1,670*; Hardtop, $1,715*| ‘56 Montclair Hardtop, $1,450 (ps); 2-dr., $3,300* (ps). 635°. BR ag $610° (ps); 4-dr vat to 
(ps), $1,705* (ps); 4-dr., $1,695° (ps); Custom station wagon, $1,200*; Mon- "56 (60) Special 4-dr., $2,400*° (ps). °56 Chieftain 4-dr. station wagon, $1,- 53 ner 4-6r 410° $285: Rig 
Bel Air (6) Hardtop, $1,665°; 4-dr., terey Hardtop, $1,100* (ps). 54 (62) coupe, $1,460* (ps). 450* (ps); 4-dr. sedan, $1,230°; Star $200°; 8 cial 4-dr., $245°. tiviera, 
$1,500*; Two-ten station wagon,. $1,-| ‘55 Montclair conv., $1,070* (ps); 4-dr.,| CHEVROLET—’57 Bel Air (8) 4edr., $1,- Chief (8) 4-dr., $1,355°. rg te . 

675%, $1,505*; 4-dr., $1,335%, $1,325; $875° (ps). 650* (ps); Sport coupe, $1,585*. '55 Star Chief conv., $1,145* (ps); | CADILLAC —’57 coupe de Ville, $3,159 
2-dr., $1,260, $1,225; One-fifty 2-dr., 54 Monterey Hardtop, $595*; 4-dr., ’56 Two-ten (6) station wagon, $1,240*; Chieftain 4-dr., $790*. : (ps). 
$1,050. $490°. 4-dr., $995, $925; 2-dr., $915, $900; ’54 Star Chief conv., $425*; 2-dr., $380; 54 (62) 4-dr., $1,240° (ps). 

'56 Two-ten (6) station wagon, $1,380*;| NASH—’56 Ambassador sedan, $1,060°. Two-ten (8) 4-dr., $1,225*, $1,000. Chieftain 4-dr., $360*. *50 coupe, $350°. 
4-dr., $1,010; Two-ten (8) Hardtop, | OLDSMOBILE—’58 (88) Super Fiesta sta- 55 Bel Air (8) 4-dr, station wagon, 53 Chieftain Catalina, $400; 2-dr., | CHEVROLET—’57 Bel Air (8) 4-dr Hard. 
$1,215*, $1,125; 2-dr., $1,075; 4-dr., tion wagon, $3,165° (ps). $1,200*; Sport coupe, $1,100*; 4-dr., $420°. __ top, $1,660°. 
$995; Bel Air (8) conv., $1,360°; "57 (98) conv., $2,400* (ps); Holiday, $1,075*, $970°; 2-dr., $830°%; Two-ten | RAMBLER—’54 4-dr., $610*. 56 Bel Air (8) conv., $1,290" (pg). 
Hardtop, $1,350*, $1,320, $1,305°, $1,- $2,285* (ps), $2,240° (ps); 4-dr., $2,- (8) 2-dr., $1,100; Two-ten (6) station ’53 station wagon, $500; sedan, $370°*. coupe, $1,195° (ps); 4-dr $890°. 
290°: 4-dr., $1,165*; Bel Air (6) conv., 195° (ps); (88) Super Holiday, §2,- wagon, $950; 2-dr., $760; One-fifty (8) | STUDEBAKER—’55 Champion 2-dr., $675, __ Fwo-ten 4-dr., $780; 2-dr., $575 
$1,180*; 4-dr,, $1,155*; Hardtop, $1,- 020* (ps); (88) 4-dr., $1,800*, $1,720°, 2-dr., $700. $550. 55 Bel Air coupe, $1,045* (ps); Two-ter 
135°. $1,700°. ’54 Bel Air 4-dr., $725; Two-ten 4-dr., ’53 Commander coupe, $310°. __ 4-dr., $825; One-fifty 4-dr., $600 

'55 Bel Air (8) Hardtop, $1,120°; 4-dr., "56 (98) Holiday, $1,720° (ps), $1,665* $630, $290; 2-dr., $450. WIL. YS—’52 station wagon, $190. 54 Two-ten 4-dr., $550°; 2-dr., $529, 
$1,050*, $870*; 2-dr., $925°; Bel Air (ps); (88) Super Holiday, $1,555°*; '53 Bel Air Sport coupe, $550, $520*; | MISCELLANEOUS — '57 Chevrolet %-ton 495, $490. 
(6) 4-dr., $885, $820; One-fifty (6) (88) 4-dr., $1,210°. 2-dr., $400*, $310; 4-dr., $360; Two- pickup, $1,100. 53 Bel Air 4-dr., $460, $395*, $395. 
station wagon, $915; Two-ten (8) 2-| °55 (98) conv., $1,320* (ps); (88) Holi- ten 4-dr. station wagon, $375; 4-dr., °53 GMC %-ton pickup, $350. CHRYSLER—'56 NY 4-dr., $1,450* (ps), 
dr., $860°. day, $1,200° (ps), $1,150° (ps), $1,- $310; 2-dr., $250. ’52 Chevrolet i1-ton cab and chassis, 53 NY 4-dr., $375* (ps), $220* 

‘54 Two-ten 2-dr., $605*; Bel Air 4-dr., 130°, $1,125°; 4-dr., $1,140°. CHRYSLER—’51 Windsor 4-dr., $100*. $135. DeSOTO—’53 Firedome 4-dr., $115*. 
$600, $570°. 54 (88) Holiday, $970*; (88) Super| DeSOTO—’56 Firedome Sport coupe, $1,- NEW YORK CITY DODGE—’55 Coronet coupe, $59 

‘53 Bel Air 2-dr., $470, $455, $400; Two- 4-dr., $965*°, $950° (ps), $885°, $805°*, 410* (ps); Fireflite 4-dr., $1,350* (ps). *53 Coronet sedan, $245, $190*, $100*, 
ten 4-dr., $395; 2-dr., $390; One-fifty $800; (98) Holiday, $940° (ps). ’54 Firedome 4-dr., $435°*. Skyline Auto Auction. Sale every Tues-| EDSEL—'58 Ranger coupe, $2,140* 
2-dr., $380. PACKARD — ’'55 Clipper Hardtop, $885°; | DODGE—'55 Royal Sport coupe, $980°; 4-| day. Prices are for sale of Apr. 29. FOR D — '57 Thunderbird, $2,480° (ps); 

CHRYSLER—’57 NY 4-dr., $2,225*; Wind- 4-dr., $705* (ps). dr., $890; Coronet 2-dr., $910°. Consignment very light here this week Fairlane (8) Victoria, $1,590° (ps), 
sor Hardtop, $2,070° (ps). PLYMOUTH—’57 Belvedere (8) Hardtop, 54 Coronet station wagon, $675. as the used car prices remain firm right $1,500* (ps), $1,300%; Custom 4-dr, 

'56 NY St. Regis, $1,785*; 4-dr., $1,665° $1,620° (ps); 2-dr. station wagon, $1,- *53 Meadowbrook Suburban, $370*; 2-| aseross the board. Sold 64 cars from 91 ,- 31,260. 
(ps); Windsor Nassau, $1,100°. 350°; Savoy 4-dr., $1,300°. | dr., $400. consignments. 56 Fairlane (8) Victoria, $1,290°, $1. 
'55 Windsor 4-dr., $965° (ps). "56 Belvedere (8) Hardtop, $1,225° (ps); | FORD—'58 Fairlane (8) 500 4-dr., $2,450°| BUICK—'56 Special 2-dr., $1,180* (ps); 125; conv., $1,040* (ps); sedan, $1. 

DeSOTO — ‘57 Firedome conv., $2,000° conv., $1,225*; Savoy (8) 4-dr., $950*, (ps). 4-dr.. $1,135°. : 060°, $1,005*; Custom (8) 4-dr., $905; 

(ps); Firesweep 4-dr., $1,575° (ps). $805°, $775; Plaza (6) 4-dr., $675. ’57 Custom (8) 300 4-dr., $1,365*; Cus- ‘55 Special 2-dr., $1,000* (ps), $865*: 2-dr., $750° (ps); Main 4-dr., $930, 
'56 Firedome Seville, $995°. "55 Savoy (6) 2-dr., $710, $600; Belve- | tom (6) 4-dr., $1,330°. 4-dr., $975* (ps); Riviera, $940° (ps);| °55 Fairlane (8) conv., $1,000°; Victoria, 
'55 Firedome 4-dr., $850°. dere 2-dr., $690; Plaza (6) 4-dr.,| ’56 Country sedan, $1,450* (ps); Ranch RM 4-dr., $850° (ps). ; $950°, $940°, $920°; sedan. $725": 
‘54 Firedome 4-dr., $515°. $405. Wagon, $1,175; Custom (8) 4-dr.,| CADILLAC—’52 (62) 4-dr., $400°. Custom (8) 4-dr., $695°; Main 4-dr,, 
'53 Powermaster 4-dr., $350°. "54 Belvedere 4-dr., $570°, $445; Hard-| $875*. CHEVROLET—’57 Bel Air station wagon, $650°, $530. 

DODGE — °'55 Royal conv., $975° (ps); top, $485; Savoy 2-dr., $460. | ’55 Country sedan, $1,050*; Fairlane (8) $1,800°; 4-dr., $1,430°; Two-ten sedan "54 Ranch Wagon, $700, $650; Crest Vic. 
Hardtop, $990%, $910*°; Coronet (8) | PONTIAC—'57 Chieftain Catalina, $1,625°. 4-dr., $900*, $840, $785; Custom (8) $1,285, $1,265, $1,250, $1,230 $1,225. toria, $650; Custom sedan, $565*, 
4-dr., $900* (ps). | °56 Star Chief conv., $1,390° (ps); Cata-| 4-dr., $900°; Main (6) 2-dr., $525. '56 Bel Air Sport sedan, $1,180*; Two- $560°, $465. 

FORD — ‘58 Thunderbird, $3,875* (ps); lina, $1,300°; Chieftain Catalina, $1,-| ‘54 Custom (8) 4-dr., $580; 2-dr., $490, ten station wagon, $1,120; 4-dr., $1,- "53 Crest Victoria, $550°, $485, $385, 
Fairlane (8) 500 Hardtop, $2,525* 300°. $460*; Ranch Wagon, $560; Crest (8) 045°, $1,005, $965, $930, $925, ‘$850: $365; conv., $325; Ranch Wagon, 
(ps); conv., $2,400° (ps); Fairlane (6)| ‘55 Star Chief Catalina, $1,225° (ps), conv., $460. 2-dr., $915, $895; One-fifty 4-dr., $1,- $395°; Custom 2-dr., $270°; Main 4- 
2-dr., $1,745. $965° (ps); Chieftain Catalina, $1,-| ‘53 Crest (8) conv., $610*%; Custom (8) 050°. 7 ; dr., $230. 

‘ST Fairlane (8) 500 conv., $1,860° 010°, $1,000° (ps); 4-dr., $955°. 4-dr., $430, $420*; Main 2-dr., $260; 54 One-fifty 4-dr., $305. HUDSON—'54 Hornet coupe, $380; 4-dr, 

(ps), $1,680°; Hardtop, $1,765° (ps);| °53 Chieftain Catalina, $400°, $385°; 4-| 4-dr., $200. "53 Two-ten 2-dr., $480, $450, $370°; $300°. 

Country sedan, $1,715*, $1,555°; Cus- dr., $305°. | HUDSON—’53 Jet 4-dr., $360°. One-fifty 4-dr., $290. "53 2-dr., $125°. 

tom (8) Ranch Wagon, $1,590; 4-dr.,| RAMBLER—'5S7 station wagon, $1,500*. | LINCOLN —’'56 Premiere coupe, $1,870*| DeSOTO—'56 Firedome 4-dr., $1,100°*. IMPERIAL—'57 4-dr., $2,480° (ps). 

$1,285°; 2-dr., $1,140. "56 Cross Country, $1,350°. | (ps). EDSEL—’58 Ranger 4-dr., $1,850*. MERCURY—'57 Montclair 4-dr., $1,575* 
'56 Fairlane (8) Crown Victoria, $1,490°, "55 station wagon, $1,060°, $1,010°,|) MERCURY—'56 Montclair 4-dr.. $1,250*| FORD—'57 Fairlane 4-dr., $1,460; Custom {ps). 

$1,300*, $1,295* (ps), $1,290°, $1,200°; $950°; 4-dr., $1,050°. (ps). 2-dr., $1,260, "56 Monterey coupe, $1.250° (ps). 

conv., $1,205° (ps); 4-dr., $1,000°,| ‘54 2-dr.. $565. | °55 Monterey Sport coupe, $1,020°, $1,- '56 Country sedan, $1,295*; Ranch *55 Monterey sedan, $600°, $580 

$955* (ps), $915° (ps); Custom (8)| STUDEBAKER—’56 Champion 2-dr., $600. | 000° (ps); 4-dr., $910*. Wagon, $975°. "54 sedan, $625. 

station wagon, $1,230°; 4-dr., $845,| MISCELLANEOUS—’'57 Volkswagen sedan,| ‘54 Monterey coupe, $730*; 4-dr.. $560°. ‘5S Fairlane conv., $950° (ps); Main| OLDSMOBILE—'56 (88) Holiday, $1,460° 

$830. $1,595. NASH-—-'54 Ambassador 4-dr., $460. station wagon, $670. (ps). 
‘SS Fairlane (8) Crown Victoria, $1,- "55 Volkswagen sedan, $1,195. OLDSMOBILE—'57 (88) Super Fiesta, $2,- 54 station wagon, $305. "55 (98) Holiday, $1,330° (ps); (88) 4 
125°; conv., $1,015° (ps), $1,000°; 250° (ps); (88) Holiday coupe, $1,800* | LINCOLN—'52 Capri 2-dr., $135. dr., $960°. 

Fairlane (6) Victoria, $870°, $820°; ALBANY | (ps). MERCURY—’55 Monterey 2-dr., $900°. "54 (88) 4-dr., $715° (ps). 

Country sedan, $895; Custom (8) 2- | °56 (88) Super Holiday, $1,650, $1,560° ‘54 Monterey conv., $545. "53 (98) 4-dr., $320°. 

dr., $840. Tim Anspach Dealer's Auto Auction. | (ps); (88) 4-dr., $1,340° (ps). "53 2-dr.. $550° (ps). PACKARD —'53 Clipper sedan, $315", 
‘54 Crest Country Squire, $780° (ps);| Sale every Monday. Prices are for sale of "56 (88) Super Holiday, $1,680° (ps), | OLDSMOBILE—’53 (98) Holiday, $425°. $275°. 

Victoria, $705*; 4-dr., $520°; Custom/| Apr. 28. $1,560° (ps); (98) 4-dr., $1,475* (ps); | PACKARD—’'53 4-dr., $155°. PLYMOUTH—-57 6 pass. station wagon, 

(8) Country sedan, $600. Despite a nasty cold rainy day, the (88) 4-dr., $1,340° (ps); 2-dr., $1,230*. | PLYMOUTH—'56 Belvedere 4-dr., $1,000*; $1,550°; Plaza (6) 4-dr., $1,050. 

IMPERIAL—'55 4-dr., $1,005° (ps) car market bulged, pushing prices gen- "55 (88) Holiday, $1,175* (ps), $895*. Plaza 4-dr.. $820°. "56 Savoy 4-dr., $715. 

LINCOLN — ‘56 Premiere 4-dr., $1,835*| erally to a new high for the second quar- "54 (98) Holiday, $960° (ps); 4-dr., "55 Savoy 4-dr., $740°; Belvedere 2-dr., "55 Belvedere sedan, $725°; Savoy 4-dr., 
(pe); Capri 4-dr., $1,650°. ter of the year. Year models ‘53s, "54s, $920°; (88) Holiday, $850°. $730°. $525°; Plaza 4-dr., $430. 

"SS Capri 4-dr., $940° (ps). "65s, and "56s were the pacemakers with "53 (88) Super Holiday, $615°; 2-dr., "54 station wagon, $265°. "54 Savoy 4-dr., $380. 
MERCURY —'57 Monterey Phaeton, $1,' "S78 and ‘58 steady while old models $600° (ps). PONTIAC—'51 2-dr., $145. "53 coupe, $295°; sedan, $150, $150°. 
PONTIAC—'58 Chieftain 4-dr., $2,285°. 
+ "56 Chieftain 2-dr., $850. 
"54 Chieftain 4-dr., $515°. 
"53 Chieftain sedan, $295°. $260°, $225. 


RAMBLER — ‘55 station wagon, $1,005, 
$950°. 
"53 coupe, $345. 
STUDEBAKER — ‘56 Champion 4-dr., 
$725° 


"4 Commander 4-dr., $390. 
"53 Commander coupe, $390°. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Apr. 29. 


BUICK—'56 Century 4-dr. station wagon, 
$1.785° (ps); 2-dr. Hardtop, $1,495° 
(ps); Special 4-dr. Hardtop, $1.555*, 
$1,550° (ps); 4-dr. sedan, $1,450° 
(ps); 2-dr., $1,355°; RM 2-dr. Hard- 
top, $1,480° (ps). 

"55 Special 4-dr., $1,020°, 

"54 RM Hardtop, $1,050° 

conv., $995. 

"53 Super Hardtop, $595°, $460°. 
CADILLAC—'56 (62) coupe, $2,400* 
CHEVROLET—'57 Bel Air 2-dr. Hardtop, 

$1,950° (ps), $1,835°; conv., $1,905° 
(ps); 4-dr., $1,775° (ps), $1,760° (ps), 
$1,755° (ps), $1,750° (ps); Two-ten 
(8) 4-dr. station wagon, $1,935*; 2- 
dr., $1,525°, $1,475°; 4-dr., $1,405. 
"56 Two-ten (8) 4-dr. station wagon, 
$1,590°, $1,550°, $1,450°; Two-ten (6) 
4-dr. station wagon, $1,375; 2-dr., 
$1,185, $1,080; 4-dr., $915; Bel Afr 
(8) 4-dr. Hardtop, $1,555*; Bel Aljr 
(6) 2-dr. Hardtop, $1,205*; One-fifty 
(8) 4-dr. station wagon, $1,325 

"55 Bel Air station wagon, $1,465*°; 4- 
dr., $1,250°; One-fifty station wagon, 
$1,095*; Two-ten 4-dr., $1,060°, $1,- 
035°, $1,000; Delray, $1,025*; 2-dr., 
900 


$1,000° 
(ps); Special 


(ps). 


$900. 
"54 station wagon, $1,010*° (ps); Hard- 


top, $800*. 

"53 station wagon, $720°; Bel Air 4-dr., 
$580°; 2-dr., $550; One-fifty 4-dr., 
$370. 

DeSOTO —'56 Firedome Seville, $1,565° 
(ps). 


"55 Fireflite Hardtop, $1,155* (ps) 
DODGE—'57 Coronet Hardtop, $1,680*. 
*54 Royal 4-dr., $490°*. 





"53 Coronet 2-dr., $350*; Meadowbrook 
FORD. 5? (a: 4-dr, stati $1 
: ’ ( -dr, - 
*For year 1957 : 1,334,000 lines 875° (ps) r Seivinae 7 8) 500 club se- 
dan, $1,735* (ps); Fairlane (8) — 
$1,590*; Custom 300 2-dr., $1,475, 
R ‘ , ; ! tly ' 1,450*. 
That’s right. National champions! And the Daily and Sunday Enquirers also rank among “rae iim tein Comm, 51.00 
mh «34 : : ; : : (ps), $1,375*; Fairl 8) 4-dr., $1,- 
the nation’s leaders in the sed car classified department, with a whopping 2,388,000 lines! 350° (ps), $1,250", $1.200°; 2-dr. a 
‘ j : 2 x : 200°; Fairlane (6) sedan, $880; 
i t tati » 1,160; sedan, 
Meanwhile, the Dai/y Enquirer is leading locally for the fourth straight year in total automotive ge he a1.135",. 
e ° ° ° . ° ° ° ° "55 (8 4-dr. i 1,220°, 
linage. And its local circulation leadership keeps right on increasing in every category, too. $1,200", ‘Siaror;  Pairiane (8) tat 
1,130*, $1, *; 2-dr., $1,050°, $8 es 
id ji i i . i ‘ ° ; Cust Ranch W , $1,095", $1, 
Solid justification, wouldn’t you say, for automotive advertisers’ growing preference for a Se ee Be : 
. . ° e e . ® - °- 2-ar., 
that growing giant—the Cincinnati Enquirer? a 
’53 2-dr., $630*. 
; LINCOLN — ’54 Capri Hardtop, $1,060° | 


(ps). 
MERCURY—’56 Monterey 4-dr., $1 
(ps); 4-dr,. station wagon, $1,075 
54 Custom 2-dr, Hardtop, $725*; 
sedan, $580*. 
53 Monterey Hardtop, $720*. 
OLDSMOBILE—’57 (88) Super Harcitop, 
$2,000* (ps), $1,960*. 


A giant is growing in Solid Cincinnati! It’s... x 


The CINCINNATI ENQUIRER 


4dr. 





i ’56 (88) Super Hardtop, $1,720* (oats 
} ‘ 4 eo : ee $1,700* (ps), $1,620* (ps); (88) Hard 
| Represented by Moloney, Regan & Schmitt, Inc. Detroit Office: 1680 Penobscot Building, Detroit, Michigan top, $1,570*. 
i "55 (88) 4-dr., $1,350* (ps); Hardtop, 
‘ $1,250° (ps). 


(Continued on Page 38, Col, 1) 
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e-window’ test to sell more E-Z-EYE options 

















28 f 
™ See Raymond Burr as “‘Perry Mason’’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 
| “Pery Mason” proves EZEYE is the next best thing to air conditionin 
ly p Bl p 
ee a ee en ee a ee oe 
5°, 
+ 
- Let your customers drive your demonstrator out in Reduces fatiguing glare, too 
” the sun and roll the E-Z-Eyve window halfway down. : 3 
Z They’ll feel the sun burning their forehead while the This vase also shows how RerEue Pees sgean 
>, rest of their face stays shady cool. The reason: E-Z-Eye glare fatigue, caused by squinting into strong natural 
» Safety Glass has a special chemical composition that light. Particularly through the windshield, your cus- 
8 filters out a high percentage of the hot solar radiation, tomer will see how shaded E-Z-Eye Safety Plate 
i and gives this safety glass a pleasing blue-green tint. reduces glare while giving clear, undistorted vision. 
‘- Any wonder why E-Z-Ere is one of your car’s most wanted 
v options? And a most profitable one for you? Sell it! 
, 3 Steps 1. ORDER YOUR CARS FROM 2. EQUIP ALL YOUR DEMON- 3. SELL UP TO E-Z-EYE AT 
THE FACTORY WITH E-Z-EYE STRATORS WITH E-Z-EYE. No OPTION-CHOOSING TIME.One 
. GLASS. Cars move more better way to sell the of the least expensive of all 
e () d f easily with E-Z-Eye (na- features of E-Z-Eve than optional features, but an 
4 tional surveys show more by giving your prospects a extra sale for you and much 


than 55% of car buyers convincing look-through. of it clear profit! 


: pr atits | want tinted glass). 
| E-Z-EYE SAFETY '°,; PLATE GLASS 


r. -_ Po 


with the shaded windshield ' 


rc 





LIBBEY - OWENS - FORD GLASS COMPANY, TOLEDO 3, OHIO 
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Custom 300 Ranch wee, $1,680*; | MISCELLANEOUS — ’57 Metropolitan 
Fairlane (6) Victoria, $1,550 Hardtop, $1,010. 
e e ’56 Custom Ranch Wagon, 2 at "$1, ~~, "56 Ford ar is Ms a a” Volks- 
2-dr., $805; Fairlane (8) Victoria - wagen conv. 
Used-Car Auction Prices aide, Gates Teketane, F) Tiere | ua"onieae a tsen’cecin, 0000 
"55 Fairlane conv., $1, 050°; Custom 4- ’53 Jaguar coupe, $960. 


dr., $780; 2-dr., $650. 











54 Country sedan, $725; Custom 2-dr., FARGO, N. D. 
$450, $390, $370. 
’53 Custom 2-dr., $485*, $300, $235; Tri-State Auction Co., Inc. Sale every 
CORRES SHS Sag Sey Main 2-dr., $230, $200. Thursday. Prices are for sale of May 1. 

54 (88) Super 4-dr., $900*. BUICK—’56 Special 4-dr. Hardtop, $1,-| spynpsoN—’52 Wasp 4-dr., $120*, $110. Sold 67 cars from 106 consignments. 

‘8 (Oe) Marston, Gao" coe); (68) Super| "425"; Super, Haraton, $1880" (oe).” | Tivcou — "sa ‘conmopoltan’ Hardtop, | BUICK—'53 Rat ar. $270" (pe). 

e enema es +400" Hardtop, $1,400° *54 Super Hardtop, $620° (ps); Century $525°. , aed Hardt 51 adr, $100°.’ 

(ps). maine de Ville, $3 men2400". Monterey 4-dr. Hardtop, | oapiLAC—'55 (62) 4-dr., $1,675* (ps). 
UTH~’ he CADILLAC—’57 (62) coupe de le, ” 5 . " OHEVROLET—’58 Bel Air (8) Sport se- 
oot Guivedere (8) Hardtop,” $1,835". 800° (ps). 2 ee Se tne; Custom dan, $2,400°; Sport coupe, $2,400* 

'56 Savoy 2-dr., $1,015". oe oe 2-dr., $790° a coe). 

‘ °55 Plaza 2-dr., $685. CHEVROLET—'67 Bel Air (8) Hardtop, | 54 ‘Monterey ‘4-dr., $850° (ps). ‘07 Two-ten station wagon, £70, S1- 
’ a $450 1,650*; Bel Air (6) Hardtop, $1, i : , ,725, ,680; 4-dr., » 745, 
iti sie ¢ . 1,575* tps), $1,600"; Two-ten sedan,’ $1,390°, | NASH—'54 Statesman 4-dr., $500°. $1,455, 2 at $1,440. 

PONTIAC—'66 Chicftain Hardtop, $1, $1,225, $875. or saetatenman 4-dr., $215, $200". | 56 ‘Two-ten Delray, $1,185*; 2-dr., $1,- 
(ps). 56 E So . 4-dr., ILE —’ ) 4-dr., , 100; Bel Air 4-dr., $1,260 

"55 Star Chief conv., $1,215° (ps), $1,- gh ag ‘sdob G0, g000, $800. {PS}; (88) 4-dr., $1,020. | CHRYSLER—’53 Windsor ‘-ar., $250°; 
mater or cation wagon, $1,830* ’55 Bel Air 4-dr., $850; Two-ten 2-dr., 54 (98) Hardtop, $755* (ps); (88) 4- NY 4-dr., $185*. 

"54 stati o Salt 5 $790; One-fifty station wagon, $780. sect, $550° (ps). : : DeSOTO—'53 coupe, $245°*. ‘ 

on wagon, $1,065 ‘54 Two-ten 4-dr., $675*, $590; Bel Air| "53 (98) 4-dr., $400° (ps); conv., $300°| FORD—'57 Country sedan, $1.775*; Fair- 

"53 2-dr.. $560°. ‘ cats 2-dr., $595; One-fifty 2-dr., $530°, (ps); (88) 4-dr., $365. lane (8) 500 4-dr., $1,625* (ps); Vic- 
STUDEBAKER — ‘56 Commander s on $380° PACKARD—’ 54 conv., $570* (ps). toria, $1,460*; Custom 300 4-dr., $1,- 

ear en Sul Te. 01,108° (pe); cta-| "8S_Bel Air conv., 9495; 4-dr., 9200, |FLYMOUFE—~’6? Belvedere Hardtop, §1-| 400°; 2-dr., $1,235. 

- esiden seen? st oar P5200 | $360*, $340; One-fifty’ 4-dr., $300; 4 550° (ps). - 56 Fairlane ‘4-dr., $1,220* (ps); Custom 
‘WILLYS-—'6s 2-dr., $175° ‘s Two-ten 4-dr., $285. oo hee tee Pe Be: cee 4-dr., $1,020, $925; Ranch Wagon, $1,- 
MISCELLANEOUS—’'57 International %-| CHRYSLER—'53 Windsor 4-dr., $405°*. $420. 7 , * "| +55 Fairlane (8) Crown Victoria, $1,180° 

ton pickup, $1,020. DeSOTO—’57 Firedome Hardtop, $1,725*. 54 2-dr., $325. (ps); Custom (8) 2-dr., $756, $610. 

56 Dodge %-ton pickup, $825. 53 Custom (6) 4-dr., $235°. ’53 2-dr., $420*, $300, $280*, $200*, $155.| 54 Crest conv., $850°*. 

"53 GMC %-ton pickup, $530. DODGE—’57 Coronet 4-dr., $1,465*; Royal = Sees 7". Cunt tet $1 ’53 Main 2-dr., $335; Custom 4-dr., $325; 

4-dr., $1,225*. PONTIAC—’ tar e ardtop, 7 2-dr., $305 
POINT, CONN. *56 Coronet Hardtop, $1,200*. 550° (ps). LINCOLN — ‘57 Premiere coupe, $2,975* 
WAREHOUSE l ? co ’55 Royal 4-dr., $770° (ps). ’55 Chieftain Hardtop, $1,050*; 2-dr., (ps). 

Southern Auto Sales, Inc. Sale every| 54 Coronet station wagon, $600, $560* $775*. | MERCURY—’55 Montclair coupe, $910*. 

Wednesday. Prices are for sale of aie 30. (ps); 4-dr., $500°*. ’54 Chieftain station wagon, $900*. OLDSMOBILE—’ 56 oo) et $1,175°*. 
Wednesday sale attracted "53 2-dr., $225°. "53 2-dr., $450°. "53 (88) Super 4-dr., 85° (ps). 
eee from all the New Engiand otntes. 51 4-dr.. $170. RAMBLER—’57 station wagon, $1,500. PLYMOUTH — ’'57 Savoy 4-dr., $1,490*, 

Prices on the whole refiected good retail FORD—'58 Fairlane (8) 500 Victoria, $2,- "55 4-dr., $810, $570. $1,350. 
business. Demand high as usual on clean 240° (ps). STUDEBAKER—’52 Land Cruiser 4-dr., "54 Savoy 4-dr., $400 
models. ’57 Thunderbird conv., $2,825* (ps); $165. | PONTIAC — '55 Chieftain station wagon, 








If satisfied 
customers 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars...a “‘must” for new cars! 


















e Can double engine life . . . in summer heat, 
sub-zero cold. 


e In effect, increase the octane rating 
of gasoline. 


e Help control engine knock, pre-ignition 
ping, spark plug fouling. 


e Increase gas mileage, engine power. 





Outsells all other 
year-’round oils by far! 


/ SOCONY MOBIL OIL COMPAN INC., and Affiliates: . . . 
MAGNOLIA PETROLEUM CO., GENEMBL lemnanaes ate. Another reason you're Miles Ahead with Mobil 


$940". 
‘54 Chieftain Hardtop, $605*. 
STUDEBAKER—’56 President 4-<r., $1,. 
125*; Commander 4-dr., $1,02;*' ~* 
°55 President 4-dr., $875. 
MISCELLANEOUS—’56 Dodge 2-to, truck, 
$970. 

’55 Chevrolet 1-ton truck, $980; Ford 2. 
ton truck, $1,120; 1-ton truck, $959. 
1-ton wrecker, $1,600; GM 2-to, 
truck, $1,060. 


FLINT 


Flint Auto Auction. Sale every Wednes. 
day. Prices are for sale of Apr. 30. 


Demand for used cars is on the im. 
crease, Surprisingly, too, 1958 models 
are in demand and bringing good prtees, 
Sold 194 cars from 284 consignments, 


BUICK—’58 Special Riviera, $2,640* (pg). 
’57 Special Riviera, $1, ‘900°, $1,800°; 
4-dr., $1,800*° (ps); Century 4-dr. 
$1,720; 2-dr., $1,570°*. ” 
‘56 Super Riviera, $1,465* (ps): 4-dr, 
$1,280* (ps); Special conv., $1, 405: 
4-dr., $1,190*; Century Riviera, $1,330" 
(ps), $1,320°; RM Hardtop, $1,269 
(ps). 
°55 Century Riviera, $1,075*; Super 
Riviera, $1,010* (ps), $970* (ps): 
Special 2-dr., $975*, $785; 4-dr., $820, 


$775*, $750*. 
‘54 Super Riviera, $750*; Special 2-dr, 
$630°*. 
CADILLAC—'56 (60) Special 4-dr., $2. 
260° (ps). 


"55 (62) coupe de Ville, $1,745* (ps). 

CHEVROLET — ’'58 Impala (8) Hardtop, 
$2,550* (ps); club coupe, $2,500" 
(ps). $2,445*; Biscayne (8) 2-dr., $1,- 
950°. 

"57 Two-ten (8) station wagon, $1,899*, 
sa 775*, $1,745*, $1,710*; 2-dr., $1. 

$1,280; Bel Air (8) 4-dr., $1,605", 
$1,600° (ps); 2-dr., $1,410*°; One-fifty 
(6) 2-dr., $1,170, $1,085. 

"56 Bel Air (8) Hardtop, $1,500* (ps); 
station wagon, $1,450°; conv., $1,209: 
coupe, $1,150; 2-dr., $1,130*, $1,050: 
4-dr., $1,015* (ps); Two-ten 2-dr., 
$1,115*, $950; 4-dr., $1,065*, $1,050", 
$980, $940°. 

"55 Bel Air conv., $1,075*; coupe, $1,- 
035*, $980°; 4-dr., $915, $890°, $785*: 
Two-ten station wagon, $930* $875; 
2-dr., $810, $750°, $740; 4-dr., $770*, 
$760*, $755*, $515. 

'54 Bei Air club coupe, $670; 4-dr., 
$540*; Two-ten 4-dr., $400; 2-dr., $310, 

CHRYSLER—’57 Saratoga Hardtop, §2,- 
375* (ps). 

DODGE—'55 Coronet Hardtop, $820; 2-dr., 
$780*. 

"54 Royal 4-dr., $365*. 

FORD—'57 Country sedan, $1,800*, $1, 
770*, $1,750°; Fairlane (8) Victoria, 
$1,760*, $1,665°; 2-dr., $1,755*; Cus 
tom (8) 300 2-dr., $1,410°*. 

’56 Fairlane (8) Victoria, $1,235*, $1,- 
225°; 4-dr., $950; Custom (8) 4-dr., 
$1,155, $910; 2-dr., $850, 2 at $685*; 
Ranch Wagon, $1,150°, $1,070, $935; 
Main 2-dr., $750, $705. 

‘55 Fairlane conv., $950*, $805; Victoria, 
$920°, $830°; 4-dr., $825; Custom 
Ranch Wagon, $850*; 2-dr., $800*, 
$700*, $620; 4-dr., $735*, $700*, $620°, 
$600°. 

"54 Crest Victoria, $610°. 

HUDSON—’'57 Hornet 4-dr., $1,450* (ps). 

LINCOLN—'55 Capri Hardtop, $1,255* 
(ps). 

"53 4-dr., $375°. 

MERCURY —'57 Montclair station wagon, 
$2,300° (ps). 

"56 Montclair 4-dr., $1,265°; Medalist 
coupe, $1,120*; Custom coupe, $760. 

"55 Monterey 4-dr., $650°; Custom 2-dr., 

| $625. 

"54 Monterey 4-dr., $325. 

OLDSMOBILE—'57 (88) Super 4-dr., §1,- 
on a (ps). 

(88) Super 4-dr., $1,300°; (S88) 2- 
es $1,090*, $1,025°. 

| 55S (88) 4-dr., $1,060°, $1,025°; 2-dr., 
$960°. 

"54 (88) coupe, $710°*. 

PACKARD—'53 Clipper coupe, $335*°; 4 
dr., $270°. 

| Puy MOUTH—'57 Belvedere (8) 2-dr., $1,- 
570; Plaza (6) station wagon, $1,470. 

"56 Belvedere (8S) 4-dr.. $900°;: Savoy 
(8) 4-dr., $895°; Savoy (6) 4-dr., 
$825°; Plaza (6) 2-dr., $760. 

"55 Plaza sedan, $405. 

PONTIAC—'56 Star Chief coupe, $1,345* 
(ps); 4-dr., $1.300° (ps) 

"55 Star Chief conv., $1,065* (ps), $1,- 
065°; Chieftain station wagon, $825°; 
4-dr., $535°. 

RAMBLER—’57 station wagon, $1,500. 

"56 4-dr.. $910. 

STUDEBAKER—'56 Flight Hawk coupe, 


$895°*. 
MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $565. 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Apr. 30). Again this 
sale surpassed all others, proving both 
buyers and sellers are finding it more prof- 
itable to do business at NADE. Sold 83 
percent of 461 cars registered. 

* * 


DETROIT 
Motor City Auto Auction. Sale every 
Monday (Apr. 28). Market steady. Still @ 
shortage of used cars. Sold 155 cars from 
216 offerings. 
* * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (May 2). We had a ‘‘jam-up’’ sale 
today, Lots of dealers were here looking 
for nice clean cars. 

* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday (May 1). We have a very great 
demand for clean ‘50 through °55 models 
and pickups and light trucks. Sold 85 cars 
from 97 offerings. 
* = * 
CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday (May 1). We sold 290 cars from 
479 registered. 
+ * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (May 1). Prices held strong 
on all cars today as bidding continued very 
active from start to finish. 79 percent of 
the consignment changed hands. 
* * * 


JENISON, MICH. 

Grand Rapids Auction. Sale every Tues 
day (Apr. 29). Sharp cars are still way 
up there and very scarce. Clean and bet- 
ter cars are holding a very solid value. 
Sold 112 cars from 169 consignments. 














« 38% out of every dollar spent on automotive products 1s 
: spent by households that read a single issue of LIFE 


$1. LIFE gives you a vast, sure and responsive market every single 
0. week. The average issue of LIFE is read by 15,320,000 house- 
= holds—31% of all U. S. households. And these 31% buy 38% 
of all automotive products. 


What a market. And what a selling opportunity, when you 
know for certain that you can reach 38¢ out of every con- 
sumer dollar spent for these products. 

These newly released figures from LIFE’s Study of Con- 
sumer Expenditures reaffirm what LIFE advertisers already 
know: that all across the country, people who read LIFE are 


ni oe = .\ 7 the people who are receptive to selling messages . . . the peo- 
"MLL NSS ple who actually do the better-than-average purchasing. 
z NGL : — Oy No wonder in 1957 U.S. passenger car manufacturers invested 


™ Y, RM more dollars and bought more pages in LIFE than in any 


other magazine...and again in the first quarter of 1958. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by U. S. 
households for consumer goods and services in 1956. 





J ADVERTISED IN | 
Only LIFE! gives you so much selling support...so swiftly, so surely 
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The Man Behind the Wheel. . . 





ales Testing the New Models 


(Continued from Page 34) 


breathing characteristics of an 
engine are as important as fuel 
in the tank. 


Pontiac has a positive forced-air 
ventilation system that gices the 
engine proper breathing air even 
at idle. Adequate engine ventilation 
—this is commonly called crank- 
case ventilation—evaporates the 
moisture and carries this water as 
well as destructive engine gases 


Five Promoted 
To New Posts 
At Delco-Remy 


ANDERSON, Ind. — Five new 
posts on the Delco-Remy sales staff 
were announced as an important 
phase of a program designed to 
expand the division’s marketing 
and merchandising activities. 

Named to the new positions, as 
announced by Divisional General 
Sales Manager P. E. Bardsley, are: 

John D. Baker, assistant general 
sales manager responsible for the 





F.. A, Stinson D. T. Fisher 


planning and direction of original 
equipment sales activities. 


Dan T. Fisher, assistant general 
sales manager responsible for all 
replacement and aftermarket sales 
and service. 


Forrest A. Stinson, manager of 
Detroit regional sales, where a new 
office is to be established at a 
suburban location. 

Frank R. Hubler, manager of 
Anderson regional sales, respon- 
sible for original equipment sales 
with Delco-Remy customers outside 
the Detroit area. 

Darwin E. Pearson, manager cen- 
tral sales office, responsible for 
price and market analyses, order 
handling and sales office adminis- 
tration. 

Fisher, Baker and Pearson will 
report directly to Bardsley. Stinson 


and Hubler will report to Baker. ~— 


out of the engine into the exhaust. 

When gasoline is burned in the 
cylinders of any internal combus- 
tion engine, one of the byproducts 
is water vapor—more than one 
gallon of water for every gallon of 
gasoline consumed. 

Most of the water vapor is readily 
blown out through the exhaust sys- 
tem but some of it leaks down into 
the crankcase where it can form 
sludge and acid, and this acid can 
attack bearings and other parts of 
any engine. That is why that posi- 
tive crankcase ventilation is im- 
portant to make sure that this 
destructive combination is removed 
—even at idle. 

* * * 


Get Prospect Behind Wheel 


N THE Tempest engine air is 

forced into the engine through 
each rocker arm cover, through 
filtered oil filler caps, located in the 
air blast of the fan, The air circu- 
lates throughout the engine, down 
into the timing chain cover and 
sprockets and into the crankcase. 
Here a baffle prevents the moving 
air from carrying out oil through 
the ventilator outlet pipe. 

The carburetor on the test car 
was a four-barrel Carter in which 
all adjustments can be made with 
the carburetor on the car. No peri- 
odic services are required although 
linkage should be kept free of dirt 
so they will operate freely, an op- 
eration usually performed when car 
is lubricated. 

Pontiac is a superb and interest- 
ing car to demonstrate, whether 
the prospect is an old friend and 


Pontiac booster or one who has) 


never given Pontiac more than a 


passing thought. 
The place to learn more and 





Free Rambler Offered 
In Detroit Safety Check 


DETROIT.—In support of the 
National Vehicle Safety-Check 
Month in May, the Greater De- 
troit Rambler Dealers Assn. has 
announced it will give a 1958 
Rambler American to some mo- 
torist who has his car inspected 
at a Rambler dealershing dur- 
ing the month. 

Bill Hermann, association pres- 
ident, said, “a car owner merely 
has to fill out a drawing slip 
while his car is being inspected 
free of charge.” Rambler dealers 





fast about Pontiac is from the 
vantage point of the driver’s seat. 


To sum up, much of the exterior 
moulding on Pontiac is stainless 
steel and there is generous use of 
aluminum as well. 


S. E. Knudsen, Pontiac general 
manager, recently had a survey 
made of existing Pontiacs, and it 
was discovered that more than 
83 percent of the Pontiacs made 
since World War II are still in 
operation and that Pontiac has 
produced four million units since 
1946. Registration figures show that 
there are 34 million 1946-1958 Pon-| Dodge Dealers Elect Executive Committee— 


tiacs on the highways. Dodge officials are shown here with three members of the executive committee of 

Lucite lacquer used on the Star | the Dodge Dealer Advisory Conference, elected in Detroit at the group's 17th meeting, 
Chief test car should by no means | From left, standing, are L. F. Desmond, Dodge assistant general manager; M. C. Pat. 
be ignored in this article, This|terson, general manager, and L. J. Ouellette, dealer relations director. Seated: Frank 
finish is standard on Star Chief | Collard, Waterloo, la., chairman of the Conferences’ public relations committee; Ferris 
and Bonneville at no extra cost and | Miles, Redwood City, Calif., reelected committee chairman, and Paul Ruch, Clearfield, 
available on other models—a/|Pa., recording secretary, Not shown are C. B. Smith, Austin, Tex., vice-chairman, and 
bargain at any price. 1M. B. Casler, Birmingham, Ala. 





New Commercial Car Registrations, | 


All States for March, 1958-1957 


Truck istrations by states are 
released weekly, as compiled 
by R. L. Polk representatives in 


Stude- 
state capitals. baker | White 


Mack Willys 


To. 
Mise. | TAL 


















































35 States Previously ‘58 24| 10669; 166) 1853 8772; 2335; 3925; Ski} 193; 601; 830) 1204) 3108 
Reported for March ‘57 2B 14032 169 2277 +=13813 pS 3118 i. 4233 630 a 376 __ 74 a 983 693 41033 
California "58 | 1705) - 310; «1552 304 376 7 29 41) 83; 3% 4 
‘S7 | 2763|_—s 16) — 448) 3308] = 545) S512 14) 76) 88 176 266, 8212 

Georgia "58 | 427) » 6! 359 71 140 17 7 23; «a2 sO 61In 
‘57 605 17]; _—«90}_— 575} _—s73|_—s210;,— ss |_—Ssi 35 21 16 1783 

Indiana "58 3% 3 6! 352 103 227 5! 26 4; #23; #433) te 
I ‘57 | 507 | 2) sl 617) 152) 273 _ 35 58 2! 19 1821 
Kentucky "ss | #S 4 6 291 ae 1% 10 5 it 17 “| 69 
‘57 ee Si] 315} 8) ss i2 16 12 20 10, 82 

Mississippi 8 | 4% 19/25!) 47 101) 5| | 2 6 iw ww 
he 456, 2} 33] aj ti#} SB}, 10 2) 10} Ss 2k 

Missouri "58 524 I % he 90 207 10 9 20 10 17; 17 
ia ‘57 | 819 9 9 710 1% ~_ i977, Sst, Ss 8 41 _i4 13, mm 

| New Hampshire "58 2 48 I i" 26 5 25 6 4 | 2 16! 
ws 57) | 2; ot 5 22 10; si : : = i i . 27; & 

| New Mexico "$8 310 i 43 147 a0 30 5 4 12 . 
ace ‘57 an mj; a et 2 384 

| New York ‘38 26; 826 it} 243; 66s 215 503 114 20, 63; 179) 287,375 
saa ‘5? 24\ (1134) 22) 47 765| 347; 87) —siMt|;, =S G7} ~— 226) —sS2, 8 

Oregon ‘ss 468 7? 225 8 18 4 6 6 59) 7 wa 
: _—— ‘Ss? __ $47|_—s 4}_—si1S|_— 402 143 182 6 so) 99| «87, 
Pennsylvania se 7 597 1S 275| «636 149 a6, 93 28 53 177 2 
: ‘57 17) 752) 22,2} BN | 1B’ 445 LL 4 93 LT) ee 029 

Texas ‘s8 2246 6; -193)—«412 207 4A 9 2; «19S % “6 
itl PE . 2477, _—«1S| 244] 2334 327, 600 91 38 117 62 646? 
Vermont ‘s8 63 24 » 16 25 ' 2 56 9 m@% 
aoe 7 ‘57 J 34 _8 45 = eS 35 7 io 

| Washington ‘58 338 5 7! 276 88 120 13 12 5 25 9 | 006 
ne ; EA. ‘57 Sit] —st2|_—Ss93}_—— 465] SS) 5] 4] 6 55 70| 1560 
All States Reported ‘58 59| 19376; 227) 3355; 15343; 3973| 6833 SAC, 372; 1100, «1557, «2373 «= S5480 
_For March _ _'s? 70| 25166| 300) + —4286| (24860; 5595, 7808) 1135) 737| + =1416| + 1866) 1429 74668 
Year 58 172| 53912; 671| += 9194 +44004| 11539; 20758; 2406) 1036; 2809/ 4259 si94 isan 
To Date ‘57 158} 68755) 861; 11487| 56400) 15871) 22116] 3017) 2025) 3847) 554i| 3698) (937% 





"The information contained in this report has been compiled from official state documents. Every reasonable precaution has bees 





will inspect all makes, he said. 





exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L, Polk & Co. 








New Passenger Car Registrations, All States for March, 1958-1957 





























































































































Cadil- | Chev- | Olds- 
Buick lac rolet i 

Previous Report 58 ne 451| 7695! 3125| += 710] ««-2686| + 6523) 18742| 31786| 48501! 1941; 1469 7182| 59093| 13623) 6180; S9S41| 15477; 11962| 106783; 173| 1720; 1893! 10903) 218/59 
For March _"57|__— 5429] —«-366] 5795) 6088) +1830) 6289) 14043) 33246) 61496) 74027) _1948| 15057 91032) 23719) 6883) 68242) 20699| 18173) 137716] 475| + 3075| +3550) +5499 305088 
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The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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€at’s-Paw’ for Key Dealers? 


Romney Calls NADA 
Guilty of ‘Unionism’ 


(Continued from Page 1) 





God for George Romney,” when 
discussing manufacturers. 

In his North Carolina speech, 
Romney gave his full support to 
NADA’s activities in noncompeti- 
tive matters. He said there was a 
jot of work to be done in this 
field, listing building public good- 
will as the most important prob- 
lem. 


Romney took issue with the/ rupt the cooperative principle . . 


views on dealer-NADA-factory re- 
jations expressed here by Chaffin. 


Chaffin, as he had at earlier con- 
ventions, expressed disappointment 
that dealers and factories had not 
been able to get together on mu- 
tual problems and said that Federal 
legislation is the only avenue now 
open to the dealers. He also said 
that NADA has a responsibility to 
help dealers make a profit. 

= * = 


neg have overlooked one 
means of settling their differ- 
ences with their factories — the 
dealer councils maintained for each 
line, Romney said. He told how the 
AMC council works. 

“There isn’t anything that I won't 
discuss with our dealers and our 
dealer council that bears on the 
welfare of American Motors,” Rom- 
ney declared. 

The subject of territorial se- 
curity was discussed at the last 

meeting of the AMC council and 
was turned down by the dealers, 
he added. 

Romney said he was determined 
to oppose “the idea that American 
Motors should have to put up with 
what General Motors dealers and 
Chrysler dealers and Ford dealers 
want to force on their factories 
through legislation or some means 
other than dealing directly with 
their factories.” 

He said that the dealers had 
great power in dealing directly with 
their factories. 

“You'll be effective because there 
isn't any factory in this business 
that can exist without the coopera- 
tion and participation of its deal- 
ers,” he said. 

> > > 
At LEAST two dealers attending 
the North Carolina convention 
were not so optimistic about the 
efforts of dealer councils as Rom- 
ney was. 

C. A. Cronin, Cincinnati Ford 
dealer, who has served on that 
line’s council, declared the council 
ineffectual 

Lee A. Folger, Charlotte (N. C.) 


Buick dealer, said: “I cannot agree | 


with some of his (Romney's) analy- 
ses because we tried this dealer 
council business and, so far, have 
not gotten where we would like to 


with it.” 
Romney also disagreed with 
Impressive 


A 4 l, e3 APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ore now ovoil 
eble to the following dealers 

© BUICK * DeSOTO © FORD 

* CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL © PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS, Inc 


Aelia 5 DETROIT 12, MICH 


NOW SERVING OVER 4000 DEALERS 





| 


"57-56 FORD TAXIS 
Same as Pleasure Car 
@ Custom 4-Door @ Ford-O-Matic 
@ & Cylinder @ Excel. Cond. 


‘57 FORDS — $575.00 ‘56 FORDS — $325.00 


Transportation Arranged 
Parts Avail.— All Makes of Cabs 


: GENERAL SALVAGE 
Peninsula Bivd., Hempstead, L. I., 
IV 1-6688 


N.Y. 





| Rochester, 








| vice-president; Joe A. Watkins, Oxford, president; Rupert Atkins, Raleigh, treasurer, 


and Woody R. Hampton, Sylva, secretary. 


Chaffin’s views on who should 
aid dealers in making a profit. 
He said: 


“I think that dealers and fac- 
tories primarily are responsible to 
see that dealers make a profit and 
that when dealers or factories 
make their associations primarily 
responsible to help them make a 
profit, they pervert and they cor- 


” 


methods with those of unions. 

Later, Romney said that NADA 
“is undertaking to become a deal- 
ers’ union,” not by plan but by the 
union principles it is using. 

As NADA moves toward the posi- 
tion of a dealers’ union, “the fac- 
tories are confronted with Reuther 
on one hand and NADA on the 
other hand.” 

. > = 


COX THE subject of Government 
action in the industrial field, 
Romney said: “I’m not adverse to 
legislation that gets into the proper 
legislative area and that is not! 
regulatory legislation.” 

But he said, “Now we're moving | 
in the direction of monopoly in| 
this country. You can get it through 
legislative steps,” business conspir- 
acy and labor agitation. 

Romney led up to his discus- 
sion of auto industry problems 
by outlining the foundations of 
business in the U. S. as he sees 
them. He paused to discuss the 
problems of the appliance indus- 


UMS Executives, | 
14 Distributors 


Confer in Detroit 


DETROIT. — Fourteen automo- 
tive replacement-parts distributors 
attended a two-day conference 
with top officials of GM’s United 
Motors Service division. They are 
members of the 1958 UMS Distrib- 
utor Council. 

Future marketing and merchan- | 
dising programs were discussed. 
Members of UMS Council are: 

S. G. Puryear, 555, Inc., Little | 
Rock, Ark.; Morrill Palmer, Track- 
man Auto Supply Co., Joliet, IIL; 
Paul Woolwine, Woolwine Supply 
Co, Pratt, Kans.; Kenneth L.| 
Shaw, General Motor Equipment 
Co., Mitchell, S. D.; Ade W. Adams, | 
United Automotive Service, Oak- 
land, Calif.; Max F. Marsau, Mar- 


| 
He went on to compare’ such 





}sau’s, Inc. Sterling, Colo, and 
Frank M. Norfieet, Parts, Inc.,| 
Memphis. 


} 
J. P. Farber, Chapin-Owens Co., | 


N. Y.; Chester Klein, | 
Republic Auto Parts Co., New| 
York; George E. Hoffman, Harris- 
burg Auto Parts Co. Harrisburg, 
Pa.; Robert E. Kirkland sr., Barnes 
Motor & Parts Co., Wilson, N. C.; 
W. W. York, Electric Sales & Serv- 
ice, Inc. Miami; Frank G. Mc- 
Kenzie, Automotive Supply Co., 
Bluefield, W. Va, and Sanford S. 
Lazarus, Ohio Battery & Ignition 
Co., Canton, O. 





New Officers in Carolina— 
New officers were elected by the North 
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try, in which his company is also 
engaged. 

“The appliance business is prob- 
ably the sickest major industry in 
the U. S.,” he said. He traced the 
sickness to excess capacity to pro- 
duce and to selling on the basis “of 
price, and gimmicks and terms and 
through supermarkets.” 


He said there was a difference 
between supermarket selling of ap- 
pliances with “no real effort to sell 
product” and dual auto dealerships. 
In dual dealerships, he said, effec- 
tive salesmanship and merchandis- 
ing can be employed because the 
products are not directly competi- 
tive. 

* + + 
HE AMC chief stressed the im- 
portance of the customer in the 
U. S. system of business, adding: 


“I think we might as well recog- 
nize that we're faced with a public 
revolt against this industry and 
we're finding that the consumer is 
king. And plenty of people are not 
buying cars today because they’re 
fed up with what we've done as 
factories and what we've done as 
dealers.” 

Romney also: discussed his pro- 
posal for splitting up large auto- 
making firms to preserve competi- 
tion. He first made the proposal 
at the Kefauver hearings on auto| 
prices last winter. 

He said the process of compe- 
tition must make -way for the | 
birth of new companies as well 
as the death of unsuccessful 
firms. He lauded the success of 
General Motors and added: 

“Under the proposals I made, GM | 
could reach the point where it) 
could become the father of all the| 
companies in the automobile busi- 
ness, if it could lick the rest of 
them.” 





* > * 


North Carolina dealers 
adopted a resolution requesting 
that dealers be given a voice in| 
contract negotiations between man- | 
ufacturers and labor unions. 


The dealers said they are | 
caught between declining sales 
and rising production costs and | 
have been forced to absorb cost 
increases to sell cars. 
Now they have reached a point) 

where they must pass further in- 
creases on to their customers, de- 
spite the fact that such increases 
“will tend to place the retail price 
of automobiles beyond the purchas- 
ing range of the average customer,” 
the dealers said. 

In requesting that they be al- 
lowed to be represented in contract 
negotiations between the manufac- 
turers and the unions, the dealers 
said they and automobile owners 
alike have a stake in such nego- 
tiations. 

The association elected Joe A. 
Watkins, of Oxford, as its new! 
president, succeeding Walter A.) 
Deal, of Asheville. 

Other officers named are: Odell! 
Sapp, Salisbury, vice - president; 
Rupert Atkins, Raleigh, treasurer, 
and Woody R. Hampton, Sylva, 
secretary. Watkins served as vice- 
president during the year just| 
ended. 





> * > 


F. HUFSTADER, Genera! 

® Motors dealer relations chief, | 

hit at “clever and tricky gimmicks” | 

in the sale of automobiles in a con-| 

vention speech. He said such prac- 

tices should be replaced by “good, 

old-fashioned creative salesman- 
ship.” 

The association voted to con- 
tinue offering its $300 reward to 
convict persons who burn automo- 

. - 


= 





Carolina Automobile Dealers Assn. during 


its 23rd annual convention in Pinehurst. They are (left to right) Odell Sapp, Salisbury, 
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biles for the purpose of collecting | no one but themselves to blame. 
insurance. The program was estab-| Salesmen, he said, must be highly 
lished last year and is designed| trained in this age of specializa- 


both “to aid law enforcement offi-| tion. ; 
oa ois to act ao a deterrent to) Another participant in the panel, 








such practices.” 

During a seminar on ways of 
trimming expenses and boosting 
efficiency among dealerships, 
Samuel L. Marshall, Cleveland 


| 


John H. Lander, Atlanta dealer, 
said he had trimmed his monthly 
expenses between January and 
March by $12,000 by instituting ex- 
pense control policies he previously 
had not thought possible. 


Heights (O.) dealer, charged that, Some 600 persons attended the 
if business is bad, dealers have ' sessions. 





Tell Me 
Your Problem 


By Bill Baldwin 


Dear Mr. Baldwin: 

I am a high school football star and have had attractive foot- 
ball scholarships offered me by two big colleges. Both of them | 
have offered to pay all my expenses and give me $250 a month 
if I keep the furnace fired. I like both schools equally well, which 
one should I choose ?—F lash 
Dear Flash: 


The one that has the stoker. 
* * 


= 
Dear Mr. Baldwin: 

I am an industrial designer and work under a lot of tension. 
Lately, due to my nerves, I have had stomach trouble and have 
not been able to get rid of it. I have seen several stomach spe- 
cialists without getting any relief. Tell me whom I should see, or 
what I should do to get rid of these awful stomach pains—Pained 
Dear Pained: Burp! 

. > = 
Dear Mr. Baldwin: 

How can I consistently attract attention to my business on a 
limited advertising budget?—Mr. Nuttingham 

Dear Nut: 

Use “Tell Me Your Problem Columns.” EVERYBODY reads 
them and TALKS about them. You can’t lose. They’re shipped 
all at once on a money back guarantee. Easily adapted to your | 
business and exclusive, one to a town. 

INTRODUCTORY OFFER 


401 N. Broadway, Hastings, Mich. 
Ship 13 Tell Me Your Problem Columns 


Check Enclosed $9.50 Postage Pd. 





Co 








Street__ 


DOR ecneeeees 
I understand that if I am not completely satisfied, I can return the columns 
and receive full payment in return. 














Automotive News 


SERVICE TRAINING DEPARTMENT - 
For Better Mechanic Education 
Publications advertised in this section are not 


produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS ... 
The Controlled Coupling 

Hydra-Matic 
Covers all Controlled Coupling 


Ci Hydra-Matic Transmissions 


(Jetaway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures. 
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THE 


ella Coupling 
Saar 
Transmission 


n 
guavice MANUA 


Each manual covers . . . 


Fundamentals 

Diagnosis 

On-The-Car Service 

Total Overhaul 

Complete Flat Rate Data 
Tool and Equipment Data 


Clas Covers all 


Dual-Range Hydra-Matic 
Transmissions thru 1957. Over 
250 pages, 500 pictures. 


; FM-1002 Covers all 


Fordomatic, Merc-O-Matic 
and Turbo-Drive Transmis- 
= sions thru 1957. Over 200 
pages, 450 pictures. 


\s 
Beem 
Transmission 


nt et 
Transmission 
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Please order by manual number $450 each 


_ AUTOMOTIVE NEWS, Service Training Department — 
2666 Penobséot Building, Detroit 26, Michigan 
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Its Brand New... 


TWO-TONE deluxe 
FLOOR 


door-to-door mat pro 








to complement two-tone interiors of new and 
used cars. Perfect “necessary accessory” 
because . . . (1) it protects expensive floor mats 
from dirt, mud, snow, (2) there's a choice of 

5 two-tone color combinations to harmonize 
beautifully with any two-tone interior. 

Sell with every mew or used car. 
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ann 
take all the anti-recession meag. 
ures.” The two should work ig 
“partnership,” he said. 


The UAW can also help out, the 
senator added, by softening iy 
contract demands now being ne. 
gotiated. Kefauver agreed, sa: 
the union should be thinking aboy 
“getting its members back to work 
and accordingly make some “cop. 
cessions” at the bargaining table 
Douglas asserted the manufag. 
rers could make a price reduc 

tion apart from passing along , 
introduced a|lower excise rate to consumen 
ng car build-| without incurring lower profits, 4 
ebate equal to|6 percent price cut, he said, “cay 
|5 percent of the excise tax. help to lead us out of the wilder. 

Douglas said his double-action| ness.” 


Trucks, Buses Exempt... 


New Open-Price Bill 
Clears First Hurdle 


(Continued from Page 1) 


unit is re-routed, re-purchased or ;| by Estes Kefauver, Tennessee tu 
re-acquired by the manufacturer. | Democrat. 

No provision was made for in-| Kefauver himself 
cluding on the sticker information | »jj) Thursday requiri 
as to the Federal excise tax the/ ers to give buyers ar 


car carries. 
* * * 





N SUMMARY, the revised bill| proposal would mean a total price; Officials of the Big Three auto 
requires disclosure of the fol-| cut of 138% percent ($270) and| manufacturers declined comment 
lowing data: | result in boosting sales by 700,000! on Douglas’ new proposal, but 


1. Make, model and serial num-| ynits annually. At least another| 


American Motors President 
ber of the car. . 100,000 in sales would be generated, | George Romney took issue. Rom- 
2. Its final assembly point. he contended, through the “sec-| ney said proposals such as the 
3. Name and location of the | ondary” effects of his proposal. He | one made by the [llinoisan are 
place of business of the dealer to | argued that price cuts would in- | “well meaning” but are “retard- 
whom the car is delivered. |crease auto purchasing power by | ing the nation’s return to full 
4. Name of the city or town at|>ringing about more employment) economic health and growth.” 
which the car is delivered to the|im_ the automobile and supplying| “If these taxes are going to be 
dealer. industries. — reduced, they should be reduced 
5. Method of transportation used| Douglas said that if his proposal) now,” Romney said, “and potential 
in making delivery, if the car is| were carried out, sales in 1958|/car buyers should know that the 
driven or towed from its final as-| Would be stimulated from an ex-| tax reduction will apply retroac- 
sembly point. pected 4.2 million to five million. | tively to a specific date.” 
™ He testified that the car pro- | Auto worker insistence on fur- 
ducers should supplement excise | ther wage increases this year would 
reduction with a price cut of |lead toward a “one-company mon- 
their own because “in a free |opoly” in the industry if prices 
enterprise economy industry were cut without stopping labor 
cannot expect the government to | cost increases, he said. 


* * 


THE retail price of the car 

* suggested by the manufacturer 
(the term “retail delivered price” 
was stricken). 

7. The retail delivered price sug- 
|}gested by the manufacturer for 
|}each accessory or item of optional 
equipment attached to the car at 
time of delivery to the dealer which 
is not included within the price 
of the car. 


8. The amount charged, -if any, 
to the dealer for transportation 
of the car to the location at (Continued from Page 6) 
which it is delivered to him. a 6 percent wage boost from the| according to Russell Rudolph, a 
9. The total of all the amounts| major rubber companies. former automobile salesman who 
listed. ee is heading the drive, is that being 
The bill's penalties remain the THE dealer front, an unusual | °TS@nized would place them at a 


From Auto Makers .. . 


New Offers to UAW Due 





same—a maximum fine of $1,000) : tant competitive disadvantage with re- 
each time the manufacturer fails | collective bargaining program). act to unorganized firms. 





to put on a sticker or falsifies it. 
and $1,000 and/or a jail term up 
to one year whenever a dealer 
removes or alters a label before a 
car moves to the custody of the 


ultimate consumer. 
> > > 


Sen. Douglas Presses 


For Deeper Excise Cut 

WASHINGTON. — Reduction of 
the Federal excise tax coupled with 
jan additional price cut could in- 
crease car sales 20 percent, Sena- 
tor Paul Douglas said last week. 

The Illinois Democrat, who pre- 
viously had urged a cut in the auto 
excise from 10 to 5 percent, said 
he now felt it should be rolled 
back to 2% percent, bringing a 
price cut of $150 on a $2,000 car. 

But, he added, the excise cut- 
back should be conditional on the 
car makers reducing their prices 
6 percent, or $120 per car. 

The senator was the wind-up 
witness in the auto pricing hearings 
conducted by the Senate antitrust) 





and monopoly subcommittee headed 


to minimize the resistance of Mil- 
waukee automobile dealers to the 
organization of their salesmen has 
been worked out by Teamsters 
| Local 158. 

The Teamsters local has won 
| its first bargaining representa- 
tion election in its campaign to 
organize an estimated 1,600 car 
salesmen. 


Salesmen at Ziebell Ford, Inc., 
voted 5-3 in a National Labor Re- 
lations Board election to be repre- 
sented by Local 158. Results in an- 
other election at Northwestern 
Motor Car Co. (Ford) are not 
known because the ballots were 
| impounded when the union filed an 
unfair labor practice charge against 
| the firm. 

The union has filed petitions for 
10 other elections with either the 
NLRB or the Wisconsin Employ- 
ment Relations Board. 

Two previous efforts to organize 
salesmen in Milwaukee met with 
sharp employer resistance and were 
unsuccessful. 

A major objection by the dealers, 











Bell Raps Cabinet Agencies 
For Price-Bill Stand 


(Continued from Page 3) 
possible to remain in business,” 
he said. 

Association members went on 
record against the automotive ex- 
cise tax and the factory practice 
of selling direct to state, Federal 
and municipal agencies. 

They endorsed the national 
safety-check program and NADA’s 
program to improve the character 
of dealer advertising and to main- 
tain ethical standards in the in- 
dustry. 

The dealers also recommended 
immediate approval of specified 
headlamp aimers for testing lights 


GM Donates $35,000 
To Negro College Fund 


DETROIT.—General Motors 
announced a gift of $35,000 to 
the United Negro College Fund’s 
1958 nationwide drive. The fund 
provides financial aid to 33 Negro 
colleges in 12 states. 

GM said the grant brings to 
$170,000 the amount it thus far 
has given to the fund. 

(| eS 





Proof of light testing by a qualified 
garage or service station is re- 
quired before license plates will be 
issued to South Dakotans. 

Irv Dybdahl, of Brookings, was 
elected president of the associa- 
tion. Other officers are Dan 
Bowles, Webster, vice-president; 
-Paul McKean, Sioux Falls, treas- 
urer, and D. B. Broderick, Sioux 
Falls, executive secretary. 

New members of the board of 
directors are John Verschoor, 
Chamberlin; Walter Zabel, Selby, 
and Bob Harris, Hot Springs. All 
were elected for three-year terms. 

Reelected to the 28-man board 
were McKean, Charles Rozum, 
Mitchell; Ward Bichler, Water- 
town; George Fillbach, Faulkton, 
and Herb Schumacher, Parkston. 

J. J. Verschoor, of Mitchell, who 
has served 17 years on the NADA 
board, was honored at a conven- 
tion luncheon. 

Participating in a “This Is Your 
Life” presentation were his brother, 
Roman, of Sioux City, Ia.; Bell, 
Harry Heitgrass, Chevrolet Omaha 
zone manager, and Dave Kelly, 
NADA director for North Dakota. 


To meet that objection, Rudolph 
said, the union will propose to the 
dealers it organizes a_ three-step 
plan scaled to the extent of unioni- 
zation in the particular line of cars 
the unionized employer sells. 

> om . 


N WEST SENECA, N. Y., an 
eight-week strike of 26 service 
employes of Clements Chevrolet, 
Inc., has been settled. The end of 
the strike was announced by 
Charles Cina, business representa- 
tive of UAW Local 55. 


Ala. Dealers Get 
Advice on Selling 


Cars to Women 


BILOXI, Miss.—Dealers at the 
}annual convention here of the 
Automobile Dealers Assn. of Ala- 
bama got a lesson in selling to 
women. The teacher was Trudy 
Dye, Ladies Home Journal automo- 
tive merchandising and promotion 
| manager. 

Calling the car a woman’s “most 
important possession,” Mrs. Dye 
said salesmen shouldn’t talk to 
women about “horsepower, nuts 
and bolts, but about how easy the 
car is to drive, to turn, to park, 
to get in and out of the garage.” 

Elected directors of the associa- 
tion were: 

Charles Morris, Tuscumbia; G. T. 
Semmes, Decatur; B. A. Stockton 
jr.. Huntsville; Ted Franklin, Jas 
per; Roy Drinkard, Cullman; H. B. 
Vaughan, Gadsden; P. O. Wilson, 
Anniston; Blaine Brownell jr. 
Birmingham; Aubrey D. Gree®, 
York. 


H. L. Hooper jr., Selma; John T. 











Lee jr., Monroeville; I. C. Pendar- 
vis, Mobile; D. T. Stuart, Ever 
green; J. L. Rouse sr., Montgomery; 
Claude E. Thomas, Ashland; J. B. 
Dunn, Roanoke; Charles W., Slaton, 
Union Springs; Judson Colley, Troy, 
and A. D. Walden, Headland. 





‘You Auto Buy Now’ 


Greets Phone Callers 

ALHAMBRA, Calif. — At Bob 
Wondries Edsel, the telephone is 
answered by a mellow-toned lass: 

“You auto buy now, at Bob 
Wondries Edsel.” Last week she 
said: “Business is good at Bob 
Wondries Edsel.” 
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By L. H, Houck | 

Staff Correspondent 
OLATHE, Kans.—Printed prices 
for new cars are nothing new to 
John Kisinger, owner of Olathe 
Motor Co., Inc. (GMC-Rambler). 
He said he has been using a 
printed price list for more than 
a year with excellent results, 
“We do not quote the prospect 
a price even when we are stand- 
ing in the front of the car he 


Obituaries 


A. T. Fuller, 80, 


Dies in Boston 


BOSTON.—Alvan Tufts Fuller, 
90, pioneer automobile dealer and 
former governor of Massachusetts, 
died of a heart attack in a Boston 
theater Apr. 30. 

Mr. Fuller, who headed Cadillac 
Co. of Boston (Cadillac 
Oldsmobile), entered the auto busi- 
ness when he was 21, selling two 
autos he brought back from a trip 
to Europe. Later he became sole 
New England dealer for Packard 
and built a string of dealerships 
throughout New England. 

He built Boston’s first great 
showroom and service station on 
Commonwealth Ave., now “automo- 
bile row.” His competitors called 
his venture “Fuller’s Folly.” As 
governor, he moved into the na- 
tional limelight when he refused 
to intervene in the Sacco-Vanzetti 
case despite pleas from all over 
the world. 





* * > 


Harvey G. Clauson Sr. 

FALMOUTH, Mass.—Harvey G. Clau- 
gon sr., 58, president of Clauson Garage 
Co,, Inc. (Dodge-Plymouth), Chestnut Hill, 
Mass., and H. G. Clauson, Inc., Brookline, 
Mass., died of smoke inhalation in a fire 
that swept his home here. 

* * * 


Richard S. Ward 
STILLWATER, Okla.—Richard 8, Ward, 
&, a partner with his son, E. B. Ward, 
in a Chevrolet dealership, died Apr. 24. 
* * * 


E. Paul O’Shields 
DECATUR, Ga.—E. Paul O’Shields, 53, 
former owner of O’Shields Buick here, was 
found dead in the office of a business firm 
in Atlanta. A .38 caliber pistol was beside 
him on the floor. 
* * * 
Harry A. Bonelli 
BROOKLINE, Mass.—Harry A. Bonelli, 
74, a retired automobile executive, died 
May 3. He retired in 1948 after nearly 20 
years as general manager of retail sales 
for Buick. Previously, he had served as 
New England sales manager for the late 
Alvan T. Fuller with Packard Motor Co. 
of Boston. | 
* * * 
Ralph E. Daniels 
CHICAGO.—Ralph E. Daniels, 62, an 
auto dealer and operator of an auto livery 
service for many years, died Apr. 1. 
* * 
Charles Allison 
LOS ANGELES. — Charles Allison, 64, 
Oldsmobile zone manager here from 1941 
to 1948, died in Corona Del Mar. 
* * * 
Joe B. Davis 
HILLSBORO, Tex.—Joe B. Davis, 42, a} 
partner in Davis Motor Co., died Apr. 23 
in a hospital here. | 
* * * 
Ward C. Flanagan 
CONCORDIA, Kans.—Ward C. Flanagan, 
46, Pontiac and Rambler dealer here, was 
found dead in a car in his garage Apr. 6. 


| 








| Triumph dealers to more than 520, | 





Pack Is Out, Dealer Says ... 
2 eee 


‘Posting Prices Pays Off 


wants to buy,” Kisinger told 
Automotive News, “and we do 
not permit any of our salesmen 
to quote a price at any time. 
“When we start talking about 
price, we show the customer one 
of our printed price lists,” Kisinger 
said. “This list also contains a 
price list for all accessories.” 
Kisinger’ said his price list con- 
tains no pack. “The customer can 
get our price, shop around, come 
back to dicker and still get the 
same price from the same price 
list,” Kisinger added. 

Kisinger said the book value 
of the used-car is used in ap- 


praising tradeins and the figures | week with the appointment of Erik | 


are shown to the customer. 

“We explain that we are selling 
the new car for the true selling 
price, which is the true worth, and 


that we are taking in the trade at|in preliminary organization work, | 
its market value, or true worth,”| but there has been no organized| 


he said. 

Kisinger said his staff also ex- 
plains that all dealers have access 
to the same used-car prices and 
that if their allowance is higher 
than Kisinger’s, they either have 
to increase the price of the new 
car or take it out of the profit. 


Kisinger follows a similar plan 
on financing. 

He said he has all the price 
books of the major financing 
companies and also a bank ar- 
rangement. The interest rate is | 
printed, each item is noted on | 
the contract and no blank con- 
tracts are ever signed by the 
customer and left to be filled in, 
he added. 

The customer also receives a 
copy of the contract, is invited to| 
examine the financing deal closely, | 
and may use his own bank or} 
Kisinger’s at 5 percent, Kisinger | 
said. 

In spite of nearby metropolitan | 
competition, Kisinger said he has 
shown a substantial increase in 
volume month after month. 


“I have personally discovered | 
that most prospects will listen to} 
a sales story just as long as you 
have anything worth while to show | 
them and tell them,” he said. 

After losing a considerable sum 
with a big used-car inventory | 
taken in on close trades a few 
years ago, Kisinger said he re- 





Total Now Tops 520... 


34 Triumph Dealers Signed | 


| preserve precious manpower.” 


NEW YORK. — Addition of 34 
dealers have been announced by 
Guy Fox, general sales manager | 
of Standard-Triumph Motor Co.| 
The increase brings the total of | 


Fox said. 
The new dealerships are: 
B & D Motor Imports, Inc., | 
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solved that he would operate 
under the Golden Rule, 

Kisinger said his average gross 
is $465 per car, with totals run- 
ning from $2,150 to $3,500. He said 
he is putting a lot of people in 
new cars at $50 to $60 per month, 
and has cut his overhead from 
16 to 14 percent. 

Salesmen are paid 5 percent on 
the difference with no limit and 
7 percent on used cars with no 
limit, Kisinger said. 


Toyopet Begins 
Work on U.S. 
Sales Network 


HOLLYWOOD, Calif.—First con- 
crete step in the development of a 
national sales organization for the 
Japanese Toyopet was taken last 


|J. Hansen as general manager of 

Toyota Motor Distributors, Inc. 
Toyota Motor Distributors has 

been active here for several months 


|"Auto Buy’ in Rhode Island— 





Rhode Island automobile dealers 







have named Frank Hurd, left, chairman, and 


| dealer recruiting thus far and only/| Charles Criss (Cadillac), right, vice-chairman of the Rhode Island “You Auto Buy 
Now” week. At center is Robert A. Pierce (Chevrolet), president, Rhode Island Auto- 


|a few cars have been imported. 


Hansen, who resigned last week | 


as general manager of Volvo in 
the U. S., said he will begin im- 
mediately to line up dealers to 
handle Toyopet’s four-door sedan 
| and station wagon. 

Toyopet, he said, “is in the U. S. 

market to stay,” having been capi- 

| talized in this country at $1 million. 
|He termed the car the “prestige 
| quality line” of Japanese manufac- 
| ture. 

The sedan is a six-passenger ve-| 
hicle, powered by a four-cylinder, | 
60-horsepower engine. No price has| 
been announced, although the sedan | 
is expected to retail at about $2,200) 
on the West Coast. 





9 Truck Makes OK'd 


For AASHO Test 


OTTAWA, lll—Truck awards | 
for the forthcoming AASHO 
Road Test here, announced last 
week, were spread among nine 
manufacturers. Of the 56 trac- 
tors and 14 light trucks which 
will be used, Dodge will have 15 
units on the project. 

Other awards were as follows: 
Ford and International, 12 each; | 
Diamond T, eight; GMC and 
Reo, seven each; Autocar, Mack 
and White, three each. 





San Angelo, Tex.; Bill Newport | 
Motor Co., Tulsa, Okla.; Burlin- | 
game Motor Co., Burlingame, | 
Calif.; Cedar Cove Motors, Port 
Orchard, Wash.; Ellis Motor 
Sales, San Jose, Calif.; Imported 

Cars, Inc., Tyler, Tex. 


Liberty Imported Cars, Liberty, | 
Tex.; Martin Motors, Lemoore, | 
Calif.; Peterson Motors, Hoquiam, 
Wash.; Porter Cadillac Co., Joplin, 
Mo.; The Auto Works, Granada 
Hills, Calif.; Motorsport Corp., Al- 
buquerque, N. M. 

Schultz Motor Co., Lincoln, Neb.; 
Arrowhead Pontiac, Inc., Belleville, 
N. J.; Baron Oldsmobile Corp., 
Yonkers, N. Y.; Foreign Cars of 
Monmouth, Eatontown, N. J.; Gar- 
den State Motorama, Inc., Hacken- 
sack, N. J.; Gonzales Motor Sales, 
Monticello, N. Y.; Great Lakes 
Motor Corp., Buffalo. 

Hamburg Raceway Foreign 
Cars, Hamburg, N. Y.; Imported 
Autos of Utica, Inc., Utica, Mich.; 
Wares & Rivard Auto Sales, 
Traverse City, Mich.; Litteral 
Motors, Parkersburg, W. Va; 
Beach Motor Sales & Service, 
Inc., Treasure Island, Fla; De- 
Kalb Motors, Inc., Decatur, Ga.; 
Childs Motor Co., Tifton, Ga; 
Colonial Buick Co., New Orleans. 

Grady Buick Co., Mobile, Ala; 
Huie Motor Co., Inc., LaGrange, 
Ga.; Kelly Motor Co. Marietta, 





What the automobile business means to the United States was graphically illus-| Ga.; Martin Motors, Panama City, 
trated by the Milwaukee County Automobile Dealers Assn. during its “You Auto Fla.; Mel Casler Plymouth, Inc., 
Buy Now” campaign. The horse and wagon points up the fact that in 1882 there| Birmingham, Ala.; Quality Motors, 
was no auto industry. A banner on a 1958 car listed employment in auto fields last} Tuscaloosa, Ala.; Sports Car Cen- 


year at an estimated 10 million. 


ter, Inc., Miami. 


mobile Dealers Assn. The campaign is one 


of two statewide promotions in the country. 


Ike’s Safety Rallies Cite 
Need for Business Support 


Eprror’s Note: This is the fifth 
in a series of articles on how 
| dealers can build service and 
sales by promoting safety. 
> . > 
By Maynard M. Gordon 
News Editor 


RAMATIZING the cause of 


highway safety this year are) 
four citizens leadership conferences | 


called by President Eisenhower's 
Committee for Traffic Safety. 
Chairman of the Midwest con- 
ference, Allstate 
Insurance Chair- 
man Calvin 
Fentress jr., 
struck chords 
familiar to 
dealer safety 





summary of 
conference de- 
velopments. 
“Every person, every business, 
every American institution loses 
needlessly from traffic accidents 
and congestion,” Fentress said, 
“Because accidents and conges- 
tion are producing staggering costs 
in business operations, including 
loss of customers, businessmen 
should become increasingly active 
in traffic safety in order to main- 
tain a prosperous economy and 
> 


* . 


ppmucnsc vehicle inspections) 


and broadened driver education 
emerged as main recommendations 
of state groups represented at the 
conferences. 


Dealers, who individually played 
key roles at all the sessions, have 
a big stake in both the inspection 
and driver-training programs. 

This month’s National Vehicle 
Safety-Check is viewed by many 
safety experts as a possible pre- 
lude to periodic-inspections laws 
in the 34 states without such 
legislation. 

Dealers who have made available 
training cars to their local high 
schools report continuing favorable 


results from both the goodwill and 


customer viewpoints. 


The western citizen leadership 


conference in San Francisco was| 
4. A. Anderson 


dominated by dealers who led their 
state delegations. NADA President 
Dean Chaffin served with the Mon- 
tanans and was was a panel mem- 
ber; Charles C. Freed, former 
NADA president, summarized a 


efforts in his} 


Midwest meeting in Chicago, and 
750 in San Francisco. 

The southern conference, round- 
ing out the series of four, will 
be held May 29-30 in Miami 

| Beach. 

Other areas of safety improve- 
ment championed at the confer- 
ences, in addition to regular 
inspections and more driver edu- 
cation, were: 

Enactment of stronger uniform 
laws, strengthened driver licensing 
| procedures, more stringent en- 
forcement on the highways, and 
upgraded traffic-court procedures. 

> > > 


EW HAMPSHIRE became the 
first state to carry out the rec- 
| commendations of the Atlantic City 
|econference and organize a New 
Hampshire Traffic Safety Commit- 
tee, dedicated to “tough” enforce- 
| ment of the highway laws. 
At the suggestion of State Motor 
| Vehicle Commissioner Frederick N. 
|Clarke and with the wholehearted 
support of the New Hampshire 
Automobile Dealers’ Assn., the new 
group has approved resolutions 
calling for traffic safety work in all 
schools of the state; driver train- 
ing as a “must” in the schools; 
adoption of a uniform motor vehi- 
cle law system; “expeditious” hir- 
ing of a publicity writer for the 
motor vehicle department and es- 
| tablishment of local safety com- 
mittees. 


| Anderson Elected 
GM Vice-President 


NEW YORK.—Joseph A. Ander- 
son, general manager of AC Spark 
|Plug division, has been elected a 
|General Motors vice-president. He 
will continue to 
head AC, whose 
products include 
spark plugs, oil 
filters and fuel 
pumps. 

Anderson joined 
the division in 
1924 as an inspec- 
tion foreman and 
rose through 
various positions 
to become works 
manager in 1941 
and general manager in 1953. 

Under Anderson’s supervision, 
GM said, AC developed the first 
all-inertial guidance system to be 





|employed successfully in U. S. 


panel as a Utah representative; | intermediate-range (1,500 miles) 
Reed Mullin headed up the Ari-| ballistic missiles. It is used in the 


zonians, and William M,. Dineen,| Thor missile. AC systems also are 


the group from Wyoming. 


* * * 


TTENDANCE-WISE, the three 
conferences held to date were 
gratifying to safety workers who 
more often than not have addressed 
their rallying cries to Half-empty 
auditoriums. 
Eight hundred busifiess men 


| used in the Navy Regulus and Air 
| Force Matador and Mace missiles. 


Dunlap Eyes Senate 
CONCORD, N. H.—Philip S. 





| Dunlap, of Hopinton Village, a past 
| president of the New Hampshire 


Automobile Dealers Assn., will 
seek the Republican nomination 


turned out at the eastern confer-| for State senator from the Ninth 
ence in Atlantic City, 1,200 at the| District in the September primary. 
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Romney’s Factory-Dealer Text 


(Continued from Page 1) 
sponsibility and I'd like to go on 
and discuss that subject and tell 
you why. 

I think that dealers and fac- 
tories are primarily responsible 
to see that dealers make a profit 
and that when dealers or fac- 
tories make their associations 
primarily responsible to help 
them make a profit they pervert 
and they corrupt the cooperative 
principle and they began to use 
their cooperative power in the 
same way the union does for the 
purpose of combined joint action 
to modify and change the basic 
competitive principle. 

I think NADA and any state as- 
sociations that are undertaking to 
deal with franchise problems are 
in the competitive area and I don’t 
think they ought to be in the com- 
petitive area. 

I think the competitive relation- 
ship in the automobile industry is 
a relationship that should exist be- 
tween each automobile company 
and its dealers and other automo- 
bile companies and their dealers. 

And I think NADA’s failure thus 
far to clarify in the minds of the 
dealers of this country the differ- 
ence between joint association ac- 
tion in the competitive area and 
proper action in the cooperative 
area is one of the major stumbling 
blocks in the road of factory- 
dealer cooperation that we des- 
perately need if we're going to 
develop the public good will that’s 
going to keep this country from 
going down some road of totali- 
tarianism and socialism. 

> 7 . 

I DO NOT agree that Mr. Chaffin 

has exhausted the possibilities 
of factory-dealer effort in the prob- 
lems that we have by coming out 
to Detroit and talking to us indi- 
vidually and getting no answers 
from companies and then having 
no alternative but to turn to the 
Government. I do not agree, par- 
ticularly in the competitive area. 

When Mr. Chaffin came to see 
us, we told him in no uncertain 
terms that in our book, American 
Motors’ book, the franchise rela- 
tionship that we have between our- 
selves and our dealers is in the 
competitive area and we expect to 
deal with it as between our dealers 
and our company and we don’t 
want NADA or anybody else to 
step into that area. Now why? 
Well, I'll tell you why. 

Because the franchise relation- 
ship is just as competitive as the 
price and the production schedul- 
ing and these other things that go 
to make up the competitive aspects 
of business. Now what we have 
said is this—and I think this is the 
alternative and the alternative that 
has not been properly explored. 

The alternative that has not been 
properly explored is the alternative 


ADVERTISEMENT 


of the dealer council. Each factory 
now has a dealer council. Now 
they vary in their makeup and how 
they get appointed and all of that. 

But in the case of American 
Motors, our dealer council is 
elected by our dealers and those 
dealers who are elected to serve 
on our dealer council elect their 
own officers, And those officers 
and that council make up the 
agenda that we discuss with them 
at our dealer-factory council 
meetings. And they can put any 
subject they want to on that 
agenda. There is no limit on that 
agenda. 

There isn’t anything that I won’t 
discuss with our dealers and our 
dealer council that bears on the 
welfare of American Motors. There 
are no legal limitation on what I 
can discuss with them. And I be- 
lieve in the partnership relation- 
ship. And we have discussed the 
question of territorial security with 
our dealer council. 

On these seven points and on 
territorial security, we didn’t say 
no to NADA. We said we will sub- 
mit the matter to our dealer coun- 
cil. And our dealer council told us 
at our last meeting to shelve terri- 
torial security—that they were not 
interested in it. Now that was the 
decision of our dealers. 

And the thing I oppose, and I 
will oppose it with all I can oppose 
it—is the idea that American Mo- 
tors should have to put up with 
what General Motors dealers and 
Chrysler dealers and Ford dealers 
want to force on their factories 
through legislation or some means 
other than dealing directly with 
their factories. 

7 > . 

A™ I want to say to you that if 

the General Motors dealers 
and the Ford dealers and the 
Chrysler dealers want to be effec- 
tive in this franchise relationship, 
there’s a very easy way to do it. 
And that’s to organize as General 
Motors dealers and Ford dealers 
and Chrysler dealers and go to 
your factories on that basis. 

And go to them on a union basis, 
if you want to in that way, and 
you'll be effective because there 
isn't any factory in this business 
that can exist without the coopera- 
tion and participation of its dealers 
and if you've got a just cause, and 
you've got something that ought 
to be done, I want to say to you 
that I think you can get it done 
on that basis. But they’re going to 
continue to hide behind the De- 
partment of Justice and the anti- 
trust laws and I say hide behind 
them—I shouldn't say that—I be- 
lieve in the antitrust laws. 

I believe they ought to be 
strengthened and modernized and 
not weakened, if we're going to 
have a competitive system in 
this country. I don’t want my 


ADVERTISEMENT 


FOR AUTO DEALER 


500 Scripts—Hundreds of Proved Campaigns— 
Ready for You! 


In the past two years we have placed two million dollars worth 
of TV time for retail dealers of all makes. We originated and 
used literally thousands of scripts. The best of these, proven by 
actual sales, we're packaging to dealers in new areas. Com- 
mercials are complete—for new and used cars. You merely 
insert your name and address—perhaps add a local sentence 
or two and you're using PROVED material! Easy to use for 


radio as well. No samples sent. But we guarantee all of the 
campaigns have been used successfully! Top advertising and 


automotive references. 


Not available in following cities: 


mento, Stockton, Portland, Fort 
Phoenix and Denver. 


Los Angeles, San Diego, Sacra- 
Worth, Dallas, Salt Lake City, 


Total Price: $100.00—Exclusive rights in your city 


Alexander-Bailey Advertising 


Producers Building, Paramount Lot 
5800 Sunset Boulevard 
Hollywood 28, California 





company to have to pay the pen- 
alty of the mistakes made by 
other companies, but I’m _per- 
fectly willing to live on the basis 
of what American Motors does. 
And I don’t think this line rep- 
resentation is going to get over the 
hurdle because the thing that’s 
blocking cooperation between the 
factories—the Automobile Manu- 
facturers Assn. and the NADA—is 
the feeling on the part of the men 
in Detroit that NADA is undertak- 
ing to become—I don’t means in- 
tentionally, but by the principles 
that they’re pursuing and the meth- 
ods they’re talking about—is under- 
taking to become a dealer’s union, 
so that the factories are con- 
fronted with Reuther on one hand 
and NADA on the other hand. 


And I’m opposed to that. And I 
think the reason that is happening 
is this—if you want me to be blunt. 
I've been in the association busi- 
ness, I know a little bit about it. 
Admiral Bell is not responsible for 
this situation. I've heard it sug- 
gested here today that he was. He 
is not. I’ve heard that suggested in 
Detroit. 

. . > 


——s are men up there who 
have said they will never deal 
with him. Admiral Bell has been 
trying to do what any good staff 
man does and that’s to carry out 
the wishes of his principals. The 
people who are pushing NADA in 
this direction are the dealers— 
dealers who don’t want to go 
directly to their own factories and 
confront them with the changes 
they want. But they want to use 
some cat’s-paw to do it. 


I was asked at one time to be- 
come operating head of the NAM, 
National Assn. of Manufacturers, 
and I say that only to make a 
point. 

I asked the principals of the 
National Assn. of Manufacturers: 
Do you think the NAM should take 
public positions that its principals 
are unwilling to take publicly as 
the heads of their companies? And 
they said “Yes,” because they said 
they wanted an association that 
would go down to Washington and 
ask for things that they didn’t 
want to be identified with publicly 
or oppose things that they didn’t 
want to be identified with publicly. 

And as far as I was concerned 
that ended my interest in the 
NAM and we're out of it. We’re 
not even members of it. 

Look, gentlemen, your associa- 
tion should be your means of com- 
bining your joint power to deal 
with problems that affect the pub- 
lic interest. That’s what they ought 
to be used for and they should not 
be used as cat’s-paws to deal with 


| self-interest problems. That’s one 


of the things that’s destroying 
America. 
. > > 


yours got plenty of problems 
and we've got plenty of prob- 
lems as factories, and we ought to 
use our combined strength to deal 
with these public problems. What 
are they? They’re legion. 

The most serious one is this lack 
of good will. And how do you 
overcome that? You overcome that 
by jointly dedicating yourselves to 
some programs that are in the pub- 
lic interest. Why is Walter Reuther 
making progress? Because Walter 
Reuther is abler in the field of pub- 
lic relations than anybody else has 
been so far in the automobile in- 
dustry, other than him. 

And he wraps up these programs 
—he’s a little off stride this year— 
but he’s wrapped up programs ever 
since World War II that have had 
public appeal written all over them 
and he’s gone out to sell the people. 
He’s got ministers with him and 
he’s got professors with him and 
he’s got the nonindustry people of 
this country backing him in these 
programs in the main. 

And I want to tell you that if 
this industry doesn’t organize 
effectively and dedicate itself to 
those public-interest problems, 
and convince people that we’re 
interested in serving them and 
serving them well, and we’re not 
going to undertake to use public 
authority and power to solve 
competitive problems, then we’re 
going to lose the competitive sys- 
tem and I don’t want to lose it. 
Look, in England—England went 





Miami Sets Deadline 
For Hubcap Marking 
MIAMI, Fla—Beginning June 
1, no auto receive a city 
inspection sticker unless the hub- 
caps have been marked. Most 
members of the Retail Gasoline 
Dealers’ Assn, will be equipped 
to stamp numbers indicating 
the yearly model and make of 
the car, and the last three figures 
of the car’s serial number. 
Police Chief Walter E, Headley 
said hubcap marking will cut 
down hubcap thefts, and will aid 
in the recovery of solen cars. 





socialistic. And when they were 
debating the nationalization of the 
steel industry, Sir Stafford Cripps 
said to the English people, “You 
only have two choices. Private mo- 
nopoly or public monopoly.” 

Now we're moving in the direc- 
tion of monopoly in this country. 
You can get it through legislative 
steps and you can get it through 
conspiracy and joint action, and 
the labor organization is pushing 
us in that direction. And I don’t 
want to see that happen in America. 

Mikoyan, the Russian, who’s now 
second only to Khrushchev, and 
who incidentally worked in the auto- 
mobile plants in the early ’30s 
in this country, was asked by an 
American reporter about six 
months ago, if he really believed 
that the Russians would outdo us 
in the consumer goods field in the 
next 25 years. Do you know his 
answer? “It all depends on monop- 
oly and what you do about com- 
petition.” That was his answer. 

- * > 


OOK, there is an alternative. 

The alternative is the dealer 
council. A dealer council responsive 
to the dealers of each line. Let 
them organize any way they want. 
No factory can ignore them, We're 
certainly not—you ask the mem- 
bers of our dealer council. We'll 
deal with any subject that the 
council wants to deal with or our 
dealers want dealt with. They 
(council members) get in touch 
with the dealers all through the 
country and ask them what sub- 
jects they want on that agenda. 

I'm not adverse to legislation 
that gets into the proper legis- 
lative area and that is not regu- 
latory legislation. Do you realize 
that there’s only one segment of 
transportation that’s not crippled 
by legislation today? And that’s 
the automotive industry. The 
railroads are regulated today, the 
aircraft companies are regulated 
practically to death and subsi- 
dized, the waterways are. 

Reuther’s for it (regulating the 
auto industry). His proposal at the 
Kefauver Committee was a regu- 
latory proposal. His proposal down 
there was to set up a board and 
have the board take a look at the 
facts before a company can raise 
prices and if the board doesn’t op- 
pose it, then the company can go 
ahead and raise prices. 

All he had to do to make the 
automobile industry a public utility 
was to say that the findings of that 
board should be final and binding 
and that would have made the 
automobile industry a public utility. 


SAID this because I think, from 

what I know of Dean Chaffin, 
that he’s a straightforward, honest 
man, seeking to find the answers. 
I believe that. 

And I believe he is the type of 
two-fisted fighter that Mr. Mimsetti 
was and I believe it’s time to talk 
through the fundamentals in this 
industry. And either the franchise 
relationship is in the competitive 
area or it’s in the area where we 
ought to have public laws and reg- 
ulation. 

Now you can accept or reject 
my frank statement about what 
I think is blocking cooperation 
between the dealers and the fac- 
tory. The area we ought to be 
dealing with is fundamentally the 
concern on the part of people in 
Detroit that NADA is being 
pushed into the position of be- 
coming a dealers’ union. 

We desperately need cooperation 
between our employes and our 
unions in the automobile industry. 
If this union power could be dis- 
persed in the same way that indus- 
trial power is thus far dispersed, 
that would be possible. 

We advocated that in Washing- 
ton. We said that these unions 


_ _—_ 
shouldn’t be permitted to concep. 
trate their power any more 
companies are permitted to cop. 
centrate their power, and we pm. 
posed that companies be require 
to divide and disperse when 
get to the point where they cq 
dominate an industry because wy 
don’t think the competitive prin. 
ciple can survive under these ¢ip. 
cumstances. 
+ + * 


WE KNOW that the union leag. 

ers are using the size of som 
of our large companies and the 
concentrations in some of our mg. 
jor industries as an excuse fo 
their monopoly power. They Say 
they have to have it in order tp 
deal with the power on the other 
side. 

Look, these things are vital 
America has got to maintain its 
economic superiority or America jg 
going to lose its world position, 
The whole free world is depending 
upon our remaining economically 
strong and providing them the 
leadership in their economic devel. 
opment. Otherwise, they’re going to 
get it from the Russians and the 
Russians are right there to give it 
to them. 

I think it’s one of the misfor. 
tunes of our current decade that 
at the time when America needed 
its economic strength most, we not 
only have a recession brought on 
by a lot of factors that I haven't 
touched on but we also have that 
recession deepened by the fact that 
the automotive industry is all tan- 
gled up as a result of differences 
over basic concepts and as a result 
of mistakes that have been made 
and the problems that have re. 
sulted from those mistakes. 

For some time I have forgotten 
about the idea of having prepared 
scripts. I’m no longer concerned 
about whether each sentence is 
just right or whether I say some- 
thing that might be criticized. I 
think it’s time to speak up and 
say what we think, I think 

America is in danger because 
we've had too much political 
expediency. 

We've got so much political ex- 
pediency on the part of most of our 
public officials that we have no 
basic differences between our two 
basic political parties. In a period 
like this that we’re in itself should 
be a warning to us that some 
thing’s wrong. 

There are big issues—I've touched 
on some of them today. One of 
them is, are we going to build our 
future on the basis of monopoly 
under the labor laws or are we 
going to build it on the basis of 
competition under the antitrust 
laws? Are we going to build collec- 
tive bargaining on the idea there's 
inherent basic conflict between 
labor and capital or are we going 
to base it on the idea there is 4 

greater degree of mutuality of in- 
terest between labor and capital 
than there is conflict and difference 
of interest? And I could go on. 
. . - 


AFE we going to permit further 

concentration of industrial, la- 

bor and government power in the 

U.S. or are we going to disperse 

industrial, labor and government 

power and get back to the princi- 
ples of dispersion in the Constitu- 
tion? 

There are big issues in America. 
And I know of no industry better 
qualified to take an effective role. 
I know of no group of people 
better qualified than the dealers 
of America. Goodness knows, we 
know your political strength 
when you want to use it. 

It isn’t the question of whether 
you’ve got the power to get what 
you want. It’s a question of whether 
you want the right things 
whether you want things that are 
going to maintain a competitive 
cooperative society and economi- 
cally that will keep the consumer 
king. Now I want to see the citizen 
king and I want to see the con- 
sumer king and I want to see the 
worker king again. He’s lost his 
position of control over the union. 
And I’ve decided to speak up, and 
in conclusion, I’m convinced 
Lowell was right when he said: 
Then to side with Truth is noble 

when we share her wretch 

crust, 

Ere her cause bring fame and 
profit, and ’tis prosperous to be 
just; 

Then it is the brave man chooses, 
while the coward stands aside, 
Doubting in his abject spirit, till 

his Lord is crucified. 

Thank you very much. 





o**Ford 




















nade 


e223 3 


a 


g BSks 


° 
5 


ple 

















- Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 



































Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 10, Week, May 3, Output, Mayll, May 10, 
1958 1957* 1958* April* 1957* 1958 
AMER. MOTORS** ...... 4,350 2,353 4,177 14,349 38,695 62,001 
Rambler ...--...-.-eecreeeeeeee 4,350 2,142 4,177 14,349 35,164 62,001 
CHRYSLER CORP. 9,400 29,331 13,377 51,864 527,808 224,549 
CWT YSleT oo. eeseceeserseeenees 1,400 2,930 1,353 4,630 54,367 22,066 
Imperial ccsvenvevesenasenecs 350 1,076 277 1,275 17,995 6,385 
DeOSOCO  nneeeesccserseeseeesneee 50 2,638 513 2,583 59,625 13,545 
POU GC oo eeceeceeeeeeseeeseseees 600 7,282 3,210 9,592 123,176 36,881 
Plymouth .........-000-0000 7,000 15,405 8,024 33,784 272,645 145,672 
FORD MOTOR*** ........ 17,375 36,541 20,952 80,231 765,974 443,523 
Bae) asses eecseceeseeeseseeee ee eae 604 a  seeon 6,098 
BOGE .nncsscsccccscececcenceseveeee 12,500 29,180 19,849 69,314 608,690 378,606 
LAMCONM 0.002. .2ecceeceereeeeeee 425 784 457 1,949 18,774 12,214 
MACPCUTY | ..--2.000:eceecceesees 3,850 6,547 42 7,752 138,082 46,605 
GENERAL MOTORS .. 44,870 56,287 39,875 166,782 1,175,162 918,426 | 
IEEE. asncssscorccscscccescssseoes 4,154 7,861 3,131 17,763 192,058 104,269) 
GTI] onan. ceccccccecceseseee 3,200 3,395 3,209 13,518 62,858 57,023 
Chrevrolet  .........:ccccceeseee 27,000 30,933 27,122 93,616 585,521 525,400 
Oldsmobile .................... 6,416 7,321 3,910 26,552 178,387 136,859 
WORUREC  .......00ccccescessceesees 4,100 6,777 2,503 15,333 156,338 94,875 
GP CORP. ............000-00000+ 1,108 1,412 60 3,277 29,026 13,965 
I EEE 48 76 voonanes 170 5,982 1,345 
Studebaker _.................. 1,060 1,336 60 3,107 23,044 12,620 
Total Cars, U. S........... 77,103 125,924 78,441 316,503 2,536,665 1,662,464 
"Revised | 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 10, Week, May 3, Output, Maytli, May 10, 
1958 1957* 1958* Aprii* 1957* 1958 
CHEVROLET . 6,400 7,272 6,262 25,711 137,013 109,476 
ED Eb sncscscnscesssows 105 127 100 464 1,669 2,012 
DIVCO . 60 80 54 261 1,406 1,086 | 
DODGE 1,200 1,475 1,191 5,287 32,375 20,264 
FORD 4,115 7,768 4,565 18,079 135,185 83,960 
GMC — --- 2,290 1,121 1,131 5,419 27,224 24,736 
INTERNATIONAL. ....... 1,825 2,996 1,806 7,834 38,561 38,436 
SET ii ccceeeniaeenls 290 337 292 1,357 6,855 5,584 
STUDEBAKER 128 256 152 558 4,530 2,469 
WHITE*** 365 417 323 1,520 7441 6,566 
WILLYS a 1,227 1,757 7,060 23,456 29,522 
MISCELLANEOUS** 85 60 Rd 374 1,055 1,289 
Total Trucks, U. S..... 18,583 23,136 17,717 73,974 416,770 325,400 
Total Cars, Trucks, 
= &. ..... sactincncineniioni 95,686 149,060 96,158 390,477 2,953,435 1,987,864 | 
i ciaatitenie 9,360 10,978 9,525 37,721 192,078 149,366 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....105,046 160,038 105,683 428,198 3,145,513 2,137,230 
masse ; a i aay 
**Miserlilancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals. 
V.B. All U. 8S, totals include cars and trucks for military orders. 








At Joint Dealer Parley ae 


Ford Eyes 5% Import Niche 


(Continued from Page 6) 


” 


very conservative,” he said. “We 
are very slow to try to change the 
customer, to give him something 
other than the car that he, by the 
test of the market place, has de- 
manded. . . . Consumers just do 
not take to force-feeding, whether 
it be in the direction of giving them 
too much too fast, or in the oppo- 
site direction.” 


Regarding the present automo- 
bile market, Ford said we are in a 
business recession “and it has been 
our long and sad experience that, 
in any recession, automobile sales 
are hit early and hard.” He pointed 
out that car purchases are “defer- 
rable” for most people. 

“The present recession started 
late last summer,” he explained. “It 
caught up with the auto market in 
& serious way in January of this 
year. Let me underline that point. 
Car sales held up well throughout 
1957, even after the recession had 


Started. They did not cause the re- 
cig ee ee ee eee ee 


Dealer to Run for Congress 


FORT SMITH, Ark.—Lee Morris 
Whittaker, Fort Smith auto dealer, 


has announced his candidacy for 


representative in Congress. 


cession. They were a victim of the 
recession.” 

Ford said the present slump in 
no way dims prospects for tre- 
mendous future gains in auto 
sales during the 1960's. 

Why the swift growth in foreign- 

car sales in recent years? Ford 
cited two factors: 


1. Economy. “The small-car buyer 
is generally college-educated. If he 
is economy-minded, reluctant or 
unable to buy a new car this year 
and unwilling for reasons of pres- 
tige to buy a used car, the small 
imported car gives him an out. 

“Both he and the small-car 
buyer who is not seriously con- 

cerned about economy are sig- 
nificantly motivated by the fact 
that a small car is considered 
smart in his own circle. The 
small-car spree, in other words, 
is a form of keeping up with the 
ena, only with reverse Eng- 


2. Fad or novelty. “The surge in 
small-car sales had its beginning 
in a period of high prosperity and 
full employment. Sales did not sud- 
denly leap forward with the ap- 
pearance of the recession.” 


38% Off °57 Pace... 
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Car Production Stays 
Near 80,000 Mark 


(Continued from Page 1) 


duced an estimated 9,360 vehicles 
last week, compared with 9,525 a 
week earlier, and 10,978 during 
the week ended May 11 a year 
ago. 

Canadian manufacturers pro- 
duced 37,721 cars and trucks in 
April as compared with 34,368 vehi- 
cles in March and 48,827 cars and 
trucks during April of last year. 

+ - + 


— compilations of U. S. 
car output showed American 
makers producing 316,503 units in 
April—off 11.4 percent from March’s 
output of 357,049 cars, and 42.3 per- 
cent below the 548,656 units assem- 
bled during April last year. 


Truck manufacturers assem- 
bled 73,974 units in April of this 
year, compared with 71,238 com- 
mercial cars in March, and 104,410 
units during April of last year. 


Biggest contributor to Ford Mo- 
tor’s decline from the previous 
week was Ford division, which 
closed its Dearborn, Atlanta, Long 
Beach (Calif), San Jose (Calif), 
and Dallas assembly plants for the 
entire week, and its Kansas City 
unit Friday. 

The four-plant shutdown dropped 
Ford division output from a five- 
week high of 19,849 assemblies a 
week earlier to an estimated 12,500 
units last week, while Edsel and 
Lincoln remained about on par 
with the previous week and Mer- 
cury put its four assembly plants 
back to work last week, after hav- 
ing been down the previous five 
days. 


BREAKDOWN of Edsel, Lin- 

coln and Mercury operations 
showed Edsel with 600 assemblies 
last week, as compared with 604 a 
week earlier; Mercury up from 42 
CKDs (complete knockdowns) the 
previous week to 3,850 assemblies 
last week, and Lincoln off slightly 
from 457 to 425 units. Lincoln 
scheduled Saturday work last week. 


Chrysler Corp.’s decline came 
about through shutdown of as- 
sembly operations at Dodge and 
DeSoto in Detroit and the Plym- 
outh plant in Evansville, Ind., for 
the entire week. 

As a result, Plymouth operations 
were off from 8,024 assemblies the 
previous week to an estimated 8,000 
last week; Dodge was down from 

3,210 to 600 units, and DeSoto was 
off from 513 to 50 assemblies, Only 
makes to show gains over the pre- 
vious week were Chrysler division 
(excluding Imperial) up from 1,353 
to 1,400 cars and Imperial, up from 
277 to 350 units. 

General Motors showed the big- 
gest gain over the previous week 
as it upped its output from 39,875 
to 44,870 units. 


Y GM divisions to work a} 
short week last week were) 
Buick, which worked four days at 
its Flint plant; and four B-O-P 
units— Framingham, Mass.; Lin-| 
den, N. J.; Kansas City, Kans., and| 
Wilmington, Del., which were down | 
Monday for their annual “physical | 
inventory,” and Chevrolet, which 
worked its Atlanta and Los Angeles 
plants only four days. 

A breakdown of GM operations 
showed Buick with 4,154 assem- 
blies last week, compared with 
3,131 a week earlier; Cadillac | 
about even with the previous 
week with 3,200 units as against 
3,209; Chevrolet off slightly from 
27,122 to 27,000 assemblies; Olds- 
mobile up from 3,910 to 6,416 
units, and Pontiac up from 2,503 
to 4,100 units. 

American Motors Corp. jumped 
its Rambler output from 4,177 units 
the previous week to an estimated 
4,350 last week as it counted its 
third increase in as many weeks— 
lifting its Rambler output succes- 
sively from 600 units a day to 660 
and then 700 last week. Rambler 
output also is being scheduled on 
a six-day basis. 

Studebaker - Packard Corp. re- 
turned to operations last week with 
an output of 1,108 cars, compared 
with 60 CKDs by Studebaker the 
previous week. Last week’s opera- 


tions showed Studebaker with 1,060 
assemblies and Packard with 48. 
* * * 


Outdated Memphis Plant 


To Be Closed by Ford 
DEARBORN.—Ford division last 

week announced that it will close 

|its Memphis assembly plant on 








45 





June 6 because it is “outdated and 
no longer suitable for present day 
auto production methods.” 

The plant’s small size, cramped 


site and outmoded design makes it 
impossible to expand or modern- 
ize, the company said. 

The Memphis plant marks the 
third plant which Ford has closed 
since Jan. 1. Closed previously be- 
cause they were outdated were 
plants in Buffalo and Somerville, 
Mass. 


Ford said that 752 hourly and 
200 salaried workers will be 
affected by the shutdown. Workers 
affected by the shutdown “will be 
given every consideration for 
transfer to other plants if further 
manpower needs develop,” the 
company said. 


Promotions Help Sales, 


Most Cities Report 


(Continued from Page 6) 


momentum every day,” a spokes- 
man said. 

Fred Walters, publicity chairman 
for the Atlanta drive, said a spot 
check of dealers revealed sales 
were up from 50 to 400 percent. He 
said one dealer reported he hired 
extra salesmen to handle increased 
business. 

= = * 


AN UNOFFICIAL poll of partici- 
pating dealers indicated more 
than 2,500 new and used cars were 
sold during a 16-day campaign, 
said Clarence Krieger, president of 
the Motor Car Dealers Assn. of 
San Francisco. 

New and used-car sales in Erie 
County, at the end of a 16-day 
drive, were up 61 percent over a 
month ago, according to Gilbert 
M. Tinney, Buffalo Automobile 
Dealers Assn. He said 2,655 new 
autos were sold during the period. 

A spokesman for the Montgomery 
County (Dayton, O.) Automotive 
Dealers Assn. said dealers sold 
769 new and used cars in a five- 
day period. The drive was extended 
a week to May 5. 

More than 1,700 new and used 
autos were sold during Toledo’s 
one-week promotion, said Edward 
P. Trepinski, executive manager of 
the Toledo Automobile Dealers 
extra salesmen to handle increased 
Assn. New-car sales were up al- 
most 300 percent over the previous 
week and used-car purchases 120 
percent, he added. 


AN INCREASE of 300 percent in 


new-car sales also was reported | 
by the Stark County (O.) Automo-| 


bile Dealers Assn. The area in- 
cludes Canton and Massillon. 
Downing Pryor, president of 
the Memphis Auto Dealers Assn., 
said 1,053 autos were sold during 
a five-day period. Some dealers 
in Peoria, DL, reported their 


sales were up nearly 300 percent. | 


Ray Bryant, general chairman of 
the Grand Rapids (Mich.) drive, 
said new-car sales were up 70 per- 
cent and used cars about 66 per- 
cent. 

Twelve Amarillo (Tex.) dealers 
reported they sold 412 new and 
used cars during their seven-day 
drive, and nine in Sedalia, Mo., 
said they sold 402. 


Waw-c4n sales in Charlotte, 
N. C., were up 45 percent and 
used-car volume 52 percent, accord- 
ing to Hall Warren, promotion co- 


Drawing Halted 


Dealers Bow to Protests 
Of Clergymen 


WAVERLY, N. Y.—A drawing 
for prizes in connection with this 
area’s Auto Buy Now campaign 
was cancelled after a group of 
ministers protested that it would 
be an illegal lottery. 

The Valley New Car Dealers, 
sponsors of the event climaxing 
the promotion, announced $25 
would be given to each person who 
bought a car during the week and 
who would have been eligible, under 
the original plans, to participate 
in a drawing for a jackpot. 

Another series of cash prizes 
totalling $375, to have been’ awarded 
in a second drawing, was given to 
a bathhouse fund. 





ordinator. Moravia (Calif.) dealers 
said they sold 163 new and used 
| cars in the first four days. 

A 20-mile parade launched Auto 
Buy Week in Miami. Other cam- 
paigns were under way in Hunt- 
ington, W. Va.; Paragould, Ark.; 
Portland, Ore.; Eustis and Lees- 
burg, Fla.; Chattanooga, Tenn., 
and Texarkana. 

In Portsmouth, N. H., City 
Solicitor John Wholey declared 
illegal a proposed public display 
of new autos in connection with 
Gov. Lane Dwinell’s “Buy Now for 
Jobs Tomorrow” campaign. 

He said his opinion was based 
“on the assumption of a private 
benefit to the individuals displaying 
their automobiles and upon the 
right of the public to full and un- 
obstructed use of the highway” on 
which the cars were to be displayed. 


‘Auto Buy’ Results 
Beat Cleveland, 


Santa Rosa Says 


SANTA ROSA, Calif.—Concen- 
trating their advertising fire in the 
home-town newspaper, Santa Rosa 
|automobile dealers far exceeded 
the Cleveland results on “You Auto 
Buy Now Week” on a per-capita 
basis. 
| Scott Gordon, secretary of the 
Santa Rosa dealers’ association, 
| reported these figures: 

Cleve- Santa Pct. of 





land § Rosa rg 
|Population .. 1,190,000 29,780 2.5 
Unit Sales 6,700 299 4.46 
Dollar Sales $15,000,000 $544,215 3.63 
| Ad expendi- 
| tures by 
| dealers ....... $ 250,000 $ 5,000 2.0 
Adv. cost as 
| pet, of dollar 
volume 1.67 092 — 


Santa Rosa dealers used no TV 
(there’s no station in Santa Rosa); 
no billboard or direct-mail (there 
wasn’t time), but used Radio Sta- 
tion KSRO to supplement news- 
paper space. 

Santa Rosa dealers used a 14-page 
special section on kickoff day, Apr. 
18; an eight-page section the fol- 
lowing Sunday and six-page sec- 
tions the following Tuesday and 
Thursday. On Monday, Wednesday 
and Friday, they featured 24-hour 
special buys in classified-display. 

The newspaper heavily promoted, 
for one week in advance, an out- 
door automobile show on Saturday, 
Apr. 19. The show drew 25,000 
spectators in a city of 29,708 popu- 
lation that serves a three-county 
retail trade zone of 203,000. 


Officers Elected 
By AMC Dealers 


DETROIT. — At its meeting in 
Detroit last week, the American 
Motors dealer advisory board 
elected officers for the coming year. 


They are: W. A. Grawemeyer, 
Indianapolis Nash, elected to a 
third term as chairman; L. P. 
Marshall, Marshall Auto Co., Flint, 
vice-chairman, and L. P. Hartung, 
Hartung Motor, Milwaukee, record- 
ing secretary. 
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362 S-P Taxis 
Sold in New York 


SOUTH BEN D.—Studebaker- 
Packard announced that it has 
recent orders for 434 of its Econ- 
O-Miler taxicabs with 362 going 
into New York City. These orders 
have brought Studebaker to the 
No. 3 position in taxicab sales in 
the New York area this year, S-P 
said. 

A large share of the cabs were 
sold by Studebaker Taxicab Corp. 
of Manhattan, operated by Harold 
Pittsburg and his father, 
This dealership previously had sold 
about 260 cabs 
months. 

The 
ordered by cab companies in 
Boston, Kansas City and other 
cities. 
~ HELP WANTED — 


SALES MANAGER 


Large Buick dealership in metropolitan 
Chicago offers exceptional opportunity 
for mature, hard-hitting sales manager 
having high level, proven background 
in volume operation. Must be gen- 
vinely ambitious to work hard insur- 
ing proper supervision of sales per- 
sonnel, resulting in ultimate success 
for self and dealership. Monetary and 
additional compensation commensurate 
with qualifications. Submit photo and 
history in detail to be held in strict 
confidence. 


Box 8213, </o Automotive News, 
Detroit 26. 





SALESMEN to sell the book “AUTO 
COSTS’ which gives factory invoice 
prices of 1958 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions. Auto 
Costs, Box 224, New York 1, N. Y¥ 


GENERAL MANAGER 


Exceptional opportunity for qualified 
man to develop and manage oa retoil 
automobile declership in Hollywood, 
California, being established to handle 
newest line of imported quolity ve- 
to Box 


Detroit 


hicles; 
8221, 
26, Mich. 


send complete resume 


c/o Automotive News, 





Ruby. | 
in the last three | 


remaining 72 cabs were)! 


_ SHOP EQUIPMENT FOR SALE 
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FW PR eV 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers engaged 
rie) 


PER WORD FOR EACH 


in all branches of the nation's automotive industry. 
INSERTION. 


POSITION WANTED ADS, 


Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar 


($1) 


per insertion for use of a box number. Replies to 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., 


HELP WANTED 


SALES OPPORTUNITY—Automobile sales- 
man to move to Wichita, Kansas at our 


expense. Liberal pay plan with demon- 
strator furnished. Wichita is located in 
the heart of the nation; has a popula- 
tion of 300,000 with a diversified econ-| 
omy—oil, agriculture and manufacturing. 
For full particulars, write, phone or wire | 
Lee LeFever, Byron Stout Pontiac, Inc., 
1214 East Douglas, Wichita, Kansas. | 
AM 2-1435. 


POSITION 
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GENERAL MANAGER-GENERAL SALES 
MANAGER, I am interested in a dealer- 
ship with a new car potential of 750 or 
better new cars per year. I am an ex- 
ecutive administrator (not a con-man) 
with complete knowledge of all phases 
of operating and building a profitable 
dealership. If you need a manager who 
can build a sales force, 
coverage handle factory 
run 
I would like to 
c/o Automotive News, 


talk to you. Box 8154, 
Detroit 26. 


MANUFACTURERS NEEDING REPRE- 
SENTATION in Nashville and middle 
Tennessee. Ex new car dealer with 20 
years’ retail automobile experience, 
46. excellent character and business ref- 
erences. Box 8210, c/o Automotive News, 
Detroit 26 


SERVICE MANAGER: Over 20 years’ ex- 
perience Lincoln-Mercury and Ford vol- 
ume dealers. Proven ability in all phases 
dealer, customer and factory relations. 
Excellent references from former em- 
ployers and top factory personnel. Pres- 
ently employed—wish to relocate. Box 
8211, c/o Automotive News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT — Ten 
years’ GM experience. Age 32, south or 
southwest preferred. Box 8203, c/o Auto- 
motive News, Detroit 26. 


BUSINESS MANAGE R-ACCOUNTANT. 


Twelve years’ experience with steady 
record of advancement Ford line. Capa- 
bie of directing activities all phases of 
dealership. Can furnish best of refer- 
ences. Available July 1. Box 8204, c/o 
Automotive. News, Detroit 26 


PUBLIC AUCTION SALE 


Complete Dispersal of 
GARAGE, SHOP, OFFICE EQUIPMENT, PARTS 


AND COMPLETE BODY SHOP EQUIPMENT 
of the 


STAMBAUGH MOTORS, INC. 


Lincoln-Mercury Dealer 


VALPARAISO, INDIANA 


MONDAY — MAY 


STARTING 


19th 


10:00 A.M. 


$100,000 LIQUIDATION SALE 


Tremendous amount of almost new, modern office 


equipment 


20 jacks of different descriptions 

DeVilbiss and Binks paint shop equipment 

Lots of oil and anti-freeze 

Huge quantities of parts and accessories 

Complete shop equipment for a 10 mechanic garage 
All kinds of Sun electrical and tuneup testing equip- 


ment 


Hoists and lifts, both single and double post 
Complete radiator shop equipment 
New and used tires, and quantities of miscellaneous 


items 


This Sale Conducted by 


BROWN-REISERT & HAGEL 


AUCTION 


12 N. 9th St. 


COo., INC. 


Richmond, Indiana 


Phones: 2-3791 and 2-6310 
(We Guarantee that This Is One of the Biggest and Finest 
Lots of Merchandise We've Ever Sold.) 





| Fast 
| Sell 


| 
| lease. 





increase service | 
relations and | 
business on a basis to make profit, | 


age | 


SOUTHWEST 
HANDLING BUICK - 
OPEL - RENAULT 
BUY PARTS ONLY 


Will lease equipment, fixtures, 
building. 300-500 new units. 


Substantial profit 1957—-Show- 
ing a profit for 1958. Would 
consider partner—Need 
Buick'’s approval. All replies in 


strict confidence. 


Box 8219, 
c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR SALE handling Buick 








| 


and Opel most progressive town in Vir- 
ginia. 150 car potential; no used cars to 
buy; excellent location. Inspection at 
your convenience—-Must have factory ap- 
proval. Box 8215, c/o Automotive News, 
Detroit 26. 

HANDLING CADILLAC-OLDS, northwest 
Texas. 175 car deal. No real estate to 
buy, no cars nor accounts receivable to} 
buy. $40,000 will handle. Present owner 


Box 8216, c/o Auto- 
26 


buying larger deal 
motive News, Detroit 


HANDLING BUICK PONTIAC ° 
GMC ’ Vauxhall Colorful Rocky 
Mountains. Long established. Net profits 
average $25,000 per year. 90% shop cov- 
erage. Parts net $1,000 per month. Will 
discount parts and equipment inventory 
for quick deal Nothing else to buy! 
Lease modern facilities OWNER. Box 
8205, c/o Automotive News, Detroit 26. 

DEALERSHIP HANDLING BUICK 

Opel—FPiorida. 1957 

timated at 25,000 Citrus, vegetable, 

cattle; railroad center with shops; Naval 

Air Base. I am 63 years old and want 

to retire. Factory approval and cash re- 


and 


area population es-| 


quired. In reply give business experience | 
and banking references. Box 8206, c/o 
Automotive News, Detroit 26 

FLORIDA DEALERSHIP HANDLING 
GENERAL MOTORS—-selling 500 new, 
1,200 used cars per year. Very profit- 
ablie—in excess of $90,000 profit per year 
for past five years. Dealer's health rea- 
son for sale. Population excess of 250,- 
000. Progressive city. Inventory, parts 
and equipment; need $100,000 or Motors 
Holding to handle. Will lease building. 
Bank references please. Box 8207, c/o 
Automotive News, Detroit 26. 

FOR SALE—Dealership handling Chevro- 
lets and Oldsmobiles in heart of Missis- 
sippi Delta. Buy only parts, equipment, 
signs, etc Excellent lease agreement. 


Dealership potential is 300 cars per year. 
Write Box 8212, c/o Automotive News, 
Detroit 26. 





CALIFORNIA DEALERSHIP 
HANDLING PONTIAC - VAUXHALL 


rowing beach area—Not Los Angeles. 
ior parts and equipment inventory— 
$35,000. Modern facilities, desirable 
150 to 200 car potential. State quali- 
fications and bank references first letter. 
Reply Box 8214, c/o Automotive News, De- 
troit 26. 


about 





DEALERSHIP 
Plymouth, Dodge trucks 
Trailers. 150 new units, 300 used 
year. Up-to-date building, used car 
4 man shop. Will guarantee $20,000 net 
profit year. Located Sonoma County, 
Calif., 50 miles 
year around climate. Wish to retire. Box 
8209, c/o Automotive News, Detroit 26. 


and 
per 





HANDLING LINCOLN-MERCURY; buy 
parts and equipment only. Dealer estab- 
lished 22 years. Retiring. Don D. Davis, 
Redding, Calif. 


SUBURBAN NEW JERSEY: Dealership 
handling Mercury only. Growing com- 
munity. Buy parts, equipment, lease- 
hold improvements only. Full price $30,- 

. Box 8189, c/o Automotive News, 
Detroit 26. 








FLORIDA GOLD COAST— 
METRO CITY 


Handling GM and Foreign Cars. Buy parts, 
accessories, equipment, some attractive real 
estate and excellent leases. Approx. $225,000 
will handle. Factory approval necessary. Box 
8151, c/o Automotiye News, Detroit 26. 


ee 





HANDLING DODGE, | 
Travel | 


lot | 





from 8. F. Wonderful | 





AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





DEALERSHIPS AVAILABLE 


FOR SALE: New York suburban dealer- 
ship handling General Motors. 300 car 
potential. Reasonable rent. Only neces- 
sary to buy equipment and parts. State 
qualifications and available capital. John 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 

BOTHERED WITH ASTHMA or pulmonary 
trouble? Located in the high country in 
the southwest. Will sell dealership han- 
dling three GM lines. Need only to buy 


parts and accessories, furniture and fix- 
tures. For further details reply to Box 
8202, c/o Automotive News, Detroit 26. 


SOUTHERN MAINE dealership handling | 


Cadillac, Pontiac, Vauxhall. 
location on Main Street. 
Dealer selling because of 
Factory approval required. 
Spiller, Sanford, Maine. 


Wonderful 
Town 15,000. 
poor health. 
Write Frank 


DEALERSHIP 
ported lines 


HANDLING several im- 
Fastest growing north Cali- 
fornia community. New building, ample 
lot—main highway. 39.6% net profit 1957 
capital. Selling to buy bigger agency 30 
miles away. Box 8167, c/o Automotive 
News, Detroit 26 


DEALERSHIPS WANTED 





|We Will BUY Your Dealership 


In Southwestern Area 
(not to operate but to re-sell) 
or Will SELL for You 


REECE-RAY, INC. 


Suite 9, Ambassador Bidg. 
1709 San Antonio St. 


Phone: GR 7-7473 
Austin, Texas 





WANT “BIG 3’ DEAL ON WEST COAST 
or in Arizona, 300 to 600 care. Under 
40 years of age with 17 years in busi- 
ness. Up to $150,000 to invest. Can fur- 
nish first class bank and personal refer- 
ences. Can qualify. All replies absolutely 
confidential. Write Box 8218. c/o Auto- 
motive News, Detroit 26 


WANTED 
LARGE “BIG TWO" DEALERSHIP 


Must hove annual potential of at least 


1,500. Locale anywhere except northeast. 
All 


replies will be answered and kept 


strictly confidential with you being fully 
protected. Have factory approval and 
capital. Box 8171, c/o Automotive News, 


Detroit 26. 











DEALERSHIPS WANTED 


CHEVROLET, FORD, BUICK OR OLDe 
MOBILE, 900 car and up—in Florida, 
Texas, California, or anywhere in sou. 
west or mid-continent. Plenty of finances 


Factory approval assured. Must 
strictest confidence, or will not expos, 
Box 8217, c/o Automotive News, Detrgy 


26. 
CHEVROLET, FORD, PLYMOUTH, Cap 





ILLAC DUAL Southwest preferred 
Consider controlling interest or buy-og 
Factory approval assured. Replies con 
fidential. Box 8208, c/o Automotive News, 
Detroit 26. 

CHEVROLET, OLDSMOBILE OR CAD, 
LAC DUAL located New Jersey. 250 & 
400 new cars per year. Factory approvg 
assured. Box 8190, c/o Automotive News 
Detroit 26. 


“BUSINESS OPPORTUNITIES 


NATIONAL CAR RENTALS 
For Sale in Albuquerque 
TERMS CA 
Includes autos, sign and office furniture. 
New office building on corner location fg 
lease (optional) 
NATIONAL RENT-A-CAR CO. 
Ezra Eitzen. owner 
1524 Central S. E. Phone: CH 3-55i7 
Albuquerque, New Mexico 


—_— 
AUTO SALES AND SERVICE BUILDING 


10,000 sq. ft.—for sale or lease. Down. 
river area, Detroit. One acre of parking 
Suitable and approved for manufactur. 
ing. Call Detroit, DUnkirk 1-1555 
NEW, MODERN USED CAR LOT, two 
working stalls and offices. Black topped 
displays 100 cars. Dearborn-Detroit ares 
Available immediately. Call Detroit 


DUnkirk 1-1555. 





DISTRIBUTOR WANTED 


For Minnesota, 
North Dakota & South Dakote 


Tired of the passenger-cor business? 
Custom body moker has excellent op 
portunity for established deoler with 
successful sales team. Acknowledged 
leader in its field, with highest quolity 
product. Permanent market, with highly 
profitable soles future for the right o 
ganization. Supply complete informations 
lin reply to Box 8222, c/o Automotive 


HELP WANTED 


News, Detroit 26, Michigan. 





DEALER SERVICES 


H. K. Williams, Manager 


HOME DETECTIVE COMPANY, 
INC. 


37 years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America’s Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. 

Fast, daily service Cherry Point, Fort 
Bregs. Camp Lejeune, N. C., and all 
beaches in Carolinas. Write P. O. Bor 
862 or phone BR 2-2034, BR 5-3757, Greens 
boro, North Carolina. 





Inventory Service 
Buying or Selling a Dealership 


© Buy Right © Sell Right 


Parts—Accessories—Equipment 


© @ A disinterested certified physical 
inventory will save you money « ¢ 
DON'T GUESS—BE SURE 
Cail or write for service details. 


Automotive Inventory 


Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





AUTOMOTIVE 
MANAGEMENT MEN 


Manufacturer of newest imported line of quality vehicles needs men with 
wholesale automotive experience for these key positions: 


REGIONAL MANAGERS 


To build quality retail dealer organization; must have wholesale automotive 


field background, west coast experience preferred. 


NATIONAL SERVICE AND PARTS MANAGER 


To establish and direct administrative functions and field service organization; 


supervise parts operations. 


ADMINISTRATIVE MANAGER 


To establish and direct all 


administrative activities, 


including records of 


personnel, sales, company equipment, insurance, etc. 


PARTS DEPOT MANAGER 


To establish and direct parts warehouse operations in southern California; 
must be experienced in inventory control, parts bin layouts, etc. 


Send complete resume to 
Box 8220, c/o Automotive News, Detroit 26, Michigan 




















PEALER SERVICES 
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Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


All Makes & Models - Factory Equipped 
Available in All Major Cities 


HERTZ CAR LEASING DIVISION 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


tion of manufacturers. 


Address: 
1. E. SPATIG will do the trick at a nominal 
218 So. Wabash Avenve cost. 
Chicage 4, Illinois AUTOMOTIVE NEWS 


PHONE: WAbash 2-1600 Classified Want Ad Department 








TRUCKS FOR SALE 








Special Nationwide 


TRUCK SALE 


Tuesday—May 20th—11 A.M. 


Colorado Auto Auction 
4285 So. Santa Fe 
Denver, Colorado 
Phone: SUnset 1-7821 
Dealers and Public Consignment 


All Types Commercial Units 
All Checks and Titles Guaranteed 


Our first truck sale, held Apr. 22nd, 1958, was a 
huge success. 
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Automotive News can help you by | _ 
bringing your wants to the atten- | 





An advertisement in this section | 











Any Yeor Any Kind 
| We have the largest wholesale outiet in a 








CARS FOR SALE TRUCKS FOR SALE MISCELLANEOUS 


norar The NEW and 


FOREIGN a 
CAR DEALERS ure cit 


BRAND NEW 1958 TOW: Pl LOT 


LLOYDS wr uuanicarED 


AUTOMATIC BRAKE 
& BRAKE CABLE 

Sedans, Sunroofs, Station Wagons 

$150 Under Dealer's Cost 


LEADS IN SALES... 
Call Mr. Lee Rawls 


VALUE AND... 
PERFORMANCE 
A. D. Anderson 
FOREIGN & SPORTS CARS 


Dealers’ List Price 
Dealers’ Special Discount 25%. 
4615 Edmondson Ave., 
Longwood 6-5600 


BALTIMORE, MARYLAND 





LAST 2 
NEW LEFTOVER 


1957 FORD 
TRUCKS 


T-800 Tandem, red, 


156" wb, 332 cu. in. 
212 hp, full air 
brakes, P/S, h.d. front oe. wo h 
& low aux, custom cab, 

mirrors, dual exhaust, ~~ aan 
1020-12 ply tires & tubes, &10 W.L. 
Gar Wood body, 5/16 stock, Full 
cab shield. 


F-900 |75"' w.b.. medal green, 7.67 axle, 
six 1020-12 ply tires & tubes, 5 DD 
trans, R. heater & def, 2 W.C. 
mirrors, ST air brakes, 16 yard Gar 
Wood joad Packer. 


Will sell either truck with or 
without body 


CONTACT PAT BATISTA 


KING FORD MOTORS, INC. 
1425 Bruckner Blvd., Bronx, N. Y. 
TY 3-5050 


displacement, 


17.45 


Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


* 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price 
Dealers’ Special Discount 25%. 


TRUCK 
AUCTION 


Every Friday—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 


DO YOU WANT 


PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
ee 
ipped by the 
World's Largest "independent 
Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly y to 
All U. S. Ports. Contact ovr Ameri- 
can Representatives for Details. 


Expincorp, 
Lyadherst, New Jersey 


14.95 


Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
___ Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for “IMustrated Catalog 
Factory Sales Division 











SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8060, c/o Automotive | 
News, Detroit 26. 








ANTIQUE CARS FOR SALE 








+ GEneva 8-7070 1916 CHEVROLET “Baby Grand” touring |] PILOT DISTRIBUTING CO. 
er Call nee ‘ub : WI sin 77-8221 car, $850. Harden Chevrolet Co., Circle- BATTLE CREEK 9, MICH 
(Bank References Furnished — : : 
Know Your Supplier) Phone WO. 2-5257 All Depts 





MISCELLANEOUS 





Also Supplyi Station Wagons, - “Leaders in the Industry 
“en nial tae } a a 99 
oe” The “ORIGINAL YELLOW" 7 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, Ontario 








Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $§]*> 
Incidg. BRAKE HOOK-UP 
BRAKE HOOK-UP 
. 4 Point 00 
TowKinG Heowup 945 
uewn TRAIL-KING 
Liberal “Trade In" or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 
YOUR 


CARS WANTED 











Finance Co.s—Dealers—Banks 
WILL BUY 


Entire stocks mew or used cars, fleets or 
repossessions anywhere in Midwest—East 
—South. 


GATEWAY MOTORS, INC. 


E. State St. Phone Elgin 3-6121 
Jacksonville 2, Fla. 


“MERCURY” outdoor type horizontal neon 
sign. Factory approved make. $150. Com- 
pletely reconditioned. LaSalle Neon- 
Electric, La Salle, Ill. 

OFFICE EQUIPMENT FOR SALE 

FOR SALE: One National Cash Register 
bookkeeping and posting machine. Prac- 
tically new. Will sell for $675. Don Stein 
Buick, Inc., 5801 Johnson Dr., Mission, 
Kansas, Telephone: HEdrick 2-4000. 








GUIDE CABLES AND 
21 
All Foreign & American Cars 937-50 





SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 


CARS WANTED 





STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles CHOICE 


BROWNIE CARRY-ALL Only 
BAG Mounted ON 
Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


lusive Factory Distributors 
DE 2.0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .“3 roars: | 
40 So. Clinton St., Chicago 6, Ill. 


high market, Air conditioned cars a specialty. 
Write or Phone 


Clark Smith 
PHOENIX AUTO AUCTION 
Westward Bivd. Phoenix, Arizona 
Phone: Alpine 8-5768 





$100 REWARD leading to the actual re- 
covery of 1956 Lincoln Hardtop, Serial 
No. 56WA 39367L, color maroon, pos- 
sible Florida license plate. Registered 
owner man known as Edward T. Cas- 
sidy, age 40, white; possible employment 
bartender, hotel clerk. Call collect: TEm- 
Ple 3-1611, General Finance Corp., 2 
No. Dixie, West Palm Beach, Florida. 


2201 





PARTS WANTED 

WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey. 

1953 WILLYS 6 cylinder head, new or 
used, South Main Motors, Greenwood, 
South Carolina. 


DECAL TRANSFERS 


TRUCK DECALS: no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


TRUCKS FOR SALE 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 











FOR SALE 
1956 Delavan Model C-1000 
SEMI VAN TRAILER 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





4 cor capacity, excellent condition Ws sas Sneds 6466500 pak 000555 b4ea Karat ee ne cee einta decent 
Asking Price $1,500—Bids Accepted |p --------- ccc ccccccccccccccccccccccccccccccencccccccccseccscsceceecs 
Canteen «si (“(t«*”:ti(‘(i‘(‘“*# CC «CCE TD npnin-nisnesindncae ant bocinec ties tones esacacensiocccedens cedenaseenaneie 
Universal e497. Credit Corp. NN SN ss chien Calne duccacdue mbsSeoan Bakdkaees Same FG. ctcsnve 
500 Park Ave., Worcester 3, Massachusetts Gls sd cadaceceeureiebepaaneDake taocsatenbedes Dc. 00s civcnccens 

Telephone: Pleasant 6-6237 
TRADE CONNECTION: 
Car Dealer [J Truck Dealer [] Manufacturer [] 
AUTOMOTIVE NEWS Jobber [] Insurance (J Financial [) Supplier [1] 
WANT ADS Rit OF Gis < 46 05:6. 0060000606000606440000%4050 Oe rccccccccccesesess 
BRING RESULTS 5-12-58 | 
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THE SALES FIGURES PROVE IT! 


Only One 1958 Car Is In Greater | 
Demand Than Ever Before... 


RAMBLER 


(Sales Up A Smashing 70%) 


DO YOU SELL A CAR THAT’S 
BREAKING SALES RECORDS EVERY MONTH: 

















@ Rambler Sales are at an All-Time High... 
70% Over Last Year 


@ 111 New Dealers Joined the Rambler 
Ranks in the Month of April 


e Rambler Dealers Sell the Acknowledged 
Economy Leader—Today’s Greatest 









> « RAMBLER DEALERS 


2 Can Sell A Car For As Little As 


Tobsses2ihiine 10° 
2 eee 2 _$ - 








Sales Appeal MONTH 
e Rambler Dealers Sell the Cars that have sf Yeu! You can sel Rambler American De Luxe Sedan at the full sugzeste 
Top Resale Value factory detvered price, eauinged with Directional Signals, Recining Seas 


contract, 4% down, for +010 month. This of course; dass tak include 
freight, i insurance or state and local taxes. 





We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 






Rambler Franchises Also Available In Canade and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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